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lL FORESEE A BRIGHT FUTURE FOR YOU" 


You don’t need to gaze in a crystal ball to forecast After the war, when selling becomes tough again, 
your future —if you are a Webster dealer. you'll have a backlog of steady repeat sales in this item 


ee ; ...a leader to win more business against the field. 
Take Webster's Micrometric Carbon Paper, for 
And then—as now and always —you'll have behind 


example. 
you the Webster reputation for quality products and fair 
Before the war, it gave you a sales edge on competition. dealing...a complete line... the support of Webster 


; 2s ; advertising and merchandising. 
During the war, it won hundreds of new friends for & & 


you...became standard equipment in many a war-busy That's why we predict a profitable future for all 


business. Webster dealers. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 


Acco Products, Ine......... 125 
Acme Bulletin & Dircty. Corp. 177 
Aeme Visible Records, Inc..... 57 
Adirondack Chair Co...... 
Agency Paper Co. Ie 
Aigner, G. J., Co....... 
All-Steel-Equip. Co....... 
Allen Calculators Ince:. 
ONS A: 
Allied Carb. & Rib. Mfg. on en 
Almac Plastics, Inc.. ..16 
Amberg File & Index Co......... 79 
Amer. Hair & Felt Co............. 143 
Amer. Passbook Co.....................176 
Amer. Writing Paper Corp... ..173 
Anderson-Hickey Co., Inc.. 106 
Art Metal Construction Co. 41, 115 
Art Steel Sales Corp................. 104 
Associated Statnrs. Supply Co. 138 
Autocopy, Inc. 164 
Autmtc. Pencil Sharpener Co...181 


Bainbridge, woondiste & Haupt, 
SD Saree 


Bankers Box Co............ ... 66 
Barkley, C. L., & Co.... .. 88 
Bassick Company, The.. we 
Blaisdell Pencil Co...... 164 
Bolens Products Co........ 132 
Boorum & Pease Co... . 49 
Box D-54.......... Bi, to De 160 
Bright Chair SRR ..166 
British Staty. Exporter 179 
Brown, Arthur, & Bro............... 140 
Browne-Morse Co... 61 
Buckeye Ribbon & Carbon Co. 161 
Business Efficiency Aids............ 185 
Cc 
Cardinell Corp.. mabisitestii beatae 


Carter’s Ink Company 
Century Leather Furn. Co......... 148 
Clarotype Co., The......:.............. 176 
Codo Mfg. Corp. Wik || 
Cole Steel Equipment. “Co. sa 167 
Columbia Rib. & Car. Mfg. Co. 39 
Commonwealth Publishing Co...177 
— Business Systems, 





70 
Consolidated Stamp Mfg. Co...175 
Continental Ink Co. 177 
Cook, The H. C. Co....... 
Copy Papers, Inc............ 
Corona Typewriter 5 
Corry-Jamestown Mfg. Corp.....141 
Cotterman, I. _D. 1 








through the journal. 


Cramer Posture Chair Co........116 
C-Thru Ruler Co. oe 
DEF 
Dalton, William J., Adv. ....169 
Darnell Corp., Ltd. “ ..165 
Dawn Mfg. Corp., Ltd................183 
Dayton Stencil Works eee: ef 
Dennison Mfg. Company............181 
Dixon, Joseph, Crucible Co. 153, 154 
Domore Chair Co..................... 67 
Pa PG °- ee 161 
Eaton Paper Corp. a 


Ehrlich Upholstery Works........176 
Eraser Company, Inc., The....... 172 





Eureka Spclty. Prtg. Co.............173 
Eversharp, Incorporated............ 95 
Faber, A. W., _Ime............ ae 
Fair Furniture Co. See 

Federal Fibre Corp..................... 17% 
Feldco Loose Leaf Co.................145 
Fisher Corporation...................... 89 
Fulton Specialty Co. ..162 

G HI 

General Fireproofing Co. 52, 53 
Gibson, C. R., Company............ 110 
Globe-Wernicke Co., The......44, 45 
teen, Gen &.,  Coe............. 862 
Gregory Fount- O-Ink “Co. 156 


Guide System & Supply Co.....147 
Gunlocke, W. H., Chair Co..... 93 
Gunn Furniture ene 
Hall-Welter Co. 3 -. 
Harding, Milo, Company. 
Harter Corporation ee 
Hedges Mfg. Company.......... 
Herring-Hall-Marvin Safe Co...135 
Heyer Corporation, The........... 187 
High Point Bndg. & Chair Co.130 
Imperial Desk Co..... ell 
Imperial Mfg. Co. at 
Imperial Methods Co. 
Indiana Desk Co. 
Industrial Tape Corp. 
Invincible Metal Furniture Co.149 








JI KL 
Jasper Chair Co. itnpnicn Sco 
Jasper Desk Co., The. i re 


Jasper Office Furniture Co... 146 
Jasper Seating Co. 
Kahn, David, Ince....... 
Keep Prices Down..... 
Krumwiede, Elmer, & Associ- 

EE ae 173 
Lawson, F. i. Company, The....107 
So SSPE eer ane so ae 101 





M 
Mailers’ Service & Equip. Co...176 
Manifold a > Se ee . 85 
Markilo Co. . bavaidou ...176 
Markwell Mfg. ‘RSE .. 96 
Mashek, Frank, Company...........78 


Master- Craft Corp., Div. S.-W. 55 
McGraw-Hill Book Co., Inc.....160 


Meilicke Systems, Inc.................174 
Meilink Steel Safe Co.................136 


Metal Office Furniture Co......... 63 
Meyer & Wenthe, Inc................ 
Michigan Desk Co..... 
Mittag & Volger, Inc... 
Mohler, A................. cpiitnd 
Monroe Cale. Machine 
Moore Push Pin Co.. 
Mutschler Bros. Co. 
Myrtle Desk Company 





NO 

National Blank Book Co............. 177 
National Desk Co., Ince.............131 
New England Woodworking 

SE Se ete Cn + | 
New Indiana Chair Co...........144 
Norta Distributing So..... Wee if 
Northern States Envelope Co...102 
Office Specialty Mfg. Co...........169 


Old Town Rib. & Car. Co..... 59 
Oxford Filing Supply Co.........176 


P Q 


Pacific Asiatic Factors, Ltd..... 75 
Pacific Cb. & Ribbon Mfg. Co... 74 
Parker Pen Company, The........ 
Peerless Imperial Co., Ince....... 
Peerless Steel Equip. Co......... 
Perma-Bilt Equipment Co......... 
Phillips Process Co., Ince............. 
Photo Materials Co.............. 
Post. Frederick Co., The 
Postindex Co., Div. Art Metal 
Construc. Co. 5 41 
Pronto File Corp. 08 
Quality Park Envelope Co. ....100 





R 
Red Feather Products, Ltd....... 51 
Regal Typewriter Co..............2. 172 
Remington Rand, Ine..........0..... 76 
Reyburn Mfg. Co., Inc., The....155 
Rite-Line Sales Co., Inc............ 165 
Rite-Rite Mfg. Co.......................175 


Rivet-O Mfg. Co. 
Roberts Number. Mach. Co..... 171 
Roberts, Weldon, Rubber Co.....185 





They do, however, offer their services in resolving any disagreements which result from relations established 


Rochester Wire-O Binding i 177 
Rockwell-Barnes Oo. ........ he 177 
Royal Metal Mfg. Co., The........186 
Royal Typewriter Co. - ee | 
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Security Steel Equip. Corp........115 
Sengbusch Self Cl: Inkst’d Co...180 
Service Flag & Emblem Co....... 94 
Service Products Co... i tae 
Shallcross Co., The... os 
Shaw-Walker Co. 
Sheaffer, W. A., Pen Co............. 47 
Sheboygan Chair Company nee 122 
Sheppard, C. E., Co... 1 
Shipman-Ward Mfg. Co. ro 
ee eo a ee | een 139 
Sinclair & Valentine Co...........179 
Smead Mfg. Co., Inc., The... scsi 43 
Smith, L. C. & Corona bial 
wrieets, DBC. ..<..--...... 
Speed Key Mfg. Co.......... 
Speed-O Print Corp. 
Speed Products Co.... 
Staedtler, J. S., Inc : 
Starkey Paper & Supply Co.....175 
Stewart, R. A., & Co.................182 
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Sturgis Posture Chair Co......... 62 
Sun Rubber Co., The....................112 
Superior Type Co... pabdekiteeded 182 
System Service Company 129 
TU ¥ 
Technygraph Co., The 175 


Underwood Elliott Fisher Co. 

wepus Se aiden esi pale eaten Back Cover 
United Autographic Reg. Co.....163 
U. S. Bronze Sign Co................ 176 
U. S. Typewr. Rib. —_ Co.....157 
fe: ee “a 
Van Dyke Industries 
Victor Adding Machine Co.........109 
Victor Safe & Equip. Co. 111 
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Wabash Filing Supplies, Inc..... 80 
Wagemaker Company ................160 
Wansco Paper Products Co., 


ne ed kl a cenabasiiaarta 81 
Warshaw Mfg. Co. eae 168 
Webster, F. S&S... Coi:z.......--0:-.0.:- 2 
Wels Mie. Goi:......... 83, 84, 85, = 
Wells Office Furn. Co... ae 
Wilson Jones Co... .ceecsnsevess-0s: 71 


Wood Office Furn. Institute...... 72 
Write, Inc. ....166 
Yawman and Erbe Mfg. Co. 73 





m WANTS AND fOR SAL im 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 
SOUTHERN CALIFORNIA SALES REPRESENTATION: Now managing branch 


office for large national organization. 





20 years’ experience selling office 


appliances including methods and systems—12 years in Southern California. 
Will consider any high grade office specialty. Age 39, married, excellent 
references. Address D-59 care Office Appliances, Chicago 6. 

SALESMAN who has represented leading manufacturer in Middle West for 
many years is open for new connection in the same area or on West Coast. 


Sales record is excellent. 


Capable and thoroughly dependable. 


Top refer- 


ences. For particulars address D- 56, care Office Appliances, Chic ago 6. 


SALESMAN LOC ATED IN CHICAGO, 


temporarily in other werk, desires to 


represent manufacturer of stationery or office equipment on a direct to user 
basis. Well qualified from full knowledge of all sorts of stationery and 
office equipment and ability to do good specialty selling job. Address D-55, 


eare Office Appliances, Chicago 6. 


TYPEWRITER AND ADDING MACHINE 
Wishes to locate within 200 miles of 
Address D-61, care Office Appliances, Chicago 6. 


SALESMEN 


MECHANIC—30 years’ experience. 
New York City. 48 years of age. 


WANTED 


AAA-1 MANUFACTURER of most complete, fine quality line of hectograph 
and spirit duplicating materials, printed forms and supplies, inked ribbons, 
carbon papers, etc., has territory openings for steady, reliable type salesmen 
who are workers. New exclusive products have created an unusual oppor- 
tunity for able representatives. Permanent post war employment. Opportunity 


for excellent earnings. Salary and expenses paid. 
magazine. Write Old Town Ribbon & 
¥. 


Brooklyn 17, N. 


See display ad in this 


Carbon Co., Inc., 750 Pacific Street, 


MAN OR WOMAN with experience in selling ‘‘Ditto’’ machines, supplies and 
systems. While experience with ‘‘Ditto’’ is not necessary, experience in 
selling machines, supplies and systems, applications and particularly SYSTEMS 
is necessary. This job is a permanent job and for the right person will be a 


lucrative one. We are exclusive ‘‘Ditto”’ 


agents for this territory. Write or 


apply to Matthews Brothers, Inc., 105 W. 9th Street, Wilmington, Delaware. 


WANTED—SALESMAN Ser Comptometers. Must he experienced and have 
management ability with recommendation from manufacturer. Excellent draw- 
ing account against commissions. Sales territory in Honolulu, Hawaii. Apply 


Alexander Brothers, Limited, Box 354, 


San Mateo, Calif. 


EXECUTIVES WANTED 


STATIONERY AND OFFICE SUPPLY 


firm. Permanent position, good salary. 


store manager wanted by established 


Give details in first letter. Address 


R- 191, care Office Appliances, Chicago 6. 


STORE MANAGER WANTED—Midwest 


Stationer desiring merchandise and 


store manager, must have had experience in buying, merchandising of office 


supply and gift items. 


We are opening new store in ideal retail location. 


State experience, qualifications, and references. All correspondence strictly 
confidential. Address R-200 care Office ecient, ccatieate 6. 


EXPERIENCED MANAGER FOR STEEL OFFICE FURNITURE SALES: National 


manufacturer of steel office furniture 
manager. Reply giving qualifications 


Appliances, Chicago 6. 


has openin for department sales 


and age. ox R-193, care Office 
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WANTS AND FOR SALE, Continued from page 4 (opposite) 


AN EXCEPTIONAL OPPORTUNITY for a qualified salesmanager in a large 
West Coast city. The, opening is with an old established firm which operates 
its own printing plant, and a Marking Devices shop in addition to the sta- 
tionery department. While not very large, further expansion is in the cards. 
Applicant must show a successful record for selecting and training salesmen 
and be able to hit the ball in the field himself. His efforts will fall on 
fertile ground. Liberal remuneration based on profit-sharing. Give age and 
full details of business career in first letter. Address R-194, care Office 
Appliances, Chicago 6. 


SUPERINTENDENT WANTED—To take full charge of the busy carbon paper 
and inked ribbon factory of a well-known, long established manufacturer. 
This is a golden opportunity for a man who really knows every phase in the 
production of these and kindred products, who knows costs, raw material 
supplies, and can handle factory personnel. Sell yourself in a letter giving 
complete details, salary expected, to R-195, care Office Appliances, Chicago 6 


WANTED—EXPERIENCED MAN for position of Assistant to Owner-Manager 
of retail store dealing in office supplies, office equipment, school supplies, 
gifts, books, wall paper and picture framing. Store well established and 
located in progressive mid-western city of 25,000. Applicant must be quali- 
fied to assume full responsibility of purchase and sale of office supplies and 
office equipment and have such general merchandising knowledge as required 
to work in other departments of store, and assist manager in carrying out 
sales and promotional policies. If interested give full particulars as to ex- 
perience, references and compensation desired. Address R-196, care Office 
Appliances, Chicago 6. 


MECHANICS AND REPAIRMEN WANTED 





ENTERPRISING DEALER in southwestern city having many natural advantages 
including most healthful climate, has opening for first-class typewriter 
mechanic. Direct factory agencies. Good pay to qualified person. Send full 
particulars including references to R- 197, care Office Appliances, Chicago 6. 
MECHANIC FOR NIAGARA Duplicators, tneatiiens and adding machines. 
Ideal working conditions, highest income, permanent. Correspondence invited, 
confidential. Lamont Office Equipment Co., 1544 Broadway, Detroit 26, 
Michigan. 

WANTED Expert Fountain Pen Repair Man. Experienced fountain pen repair man 
to manage the largest and best equipped pen repair department in U. S. Salary 
and bonus. Excellent opportunity. Write letter giving detailed experience. 
Address R-201, care Office Appliances, Chicago 6. 


TYPEWRITER MECHANIC—All makes preferred. Permanent—good salary, in 
a small city, not overcrowded. Living costs reasonable. Standard Typewriter 
Co., Danville, Illinois. 

WANTED EXPERIENCED MECHANICS on all office machines. Good pay. 48 
hours; post-war opportunity. Pruitt Office Machines, 425 N. La Salle St., 
Chicago 10. 

WILL LEASE. MODERN ‘EQUIPPED mechanical department in North Dakota on 
a percentage basis. Good income assured to capable mechanic. Permanent. 
Address R- 199, care Omics Appliances, Chicago 6. 


EXPERIENCED TY PEWRITER AND ADDING MAC HINE Mechanic, good salary, 
pleasant working conditions in a modern shop. Flake Typewriter Co., 45 2nd 
St., Yuma, Arizona. — 


WANTED—ELLIOTT "FISHER MECHANIC—zgive experience and full detail. 
Robert Novak, 529 South Wells Street, Chicago 7, Il. 


WANTED—Combination Typewriter and Adding Mechanic. Permanent position. 
Good salary. Peter Paul Mechanical Service, 330 S. Wells St., Chicago 6, 
Hlinois. 


BU SINESS MACHINES MECHANIC, $50 per week guaranteed. Possible to 
make more. Muncie Typewriter Exchange, Muncie, Indiana. 


REPRESENTATIVES AVAILABLE 


CHICAGO AREA REPRESENTATION WANTED am bnclinpamniens who expects ° te 

free from government connection soon. Was office superintendent for 
nationally known concern, is well acquainted with functions of all types of 
equipment—statiorery, furniture, machines. Formerly purchased more than 
million dollars in office requirements annually. Seeks line to sell to dealers 
in Middle West area. Will concentrate on Chicago or include a group of 
states according to requirements and sales possibilities. Will give full time 
to one line or consider two or three on straight commission. Address D-58, 
care Office Appliances, Chicago 6. 
WEST COAST DISTRIBUTION—We contact stationers, department stores and 
jobbers in Oregon, Washington, California, Hawaii and can obtain complete 
distribution of your product. We have entree and reputation, what have 
you to offer. Address Box R- 198, care Office Appliances, Chicago 6. 


PACIFIC COAST SALES ORGANIZATION, newly established, has capacity for 

one additional commercial stationery line. Three principals average sixteen 

years experience covering western states. Will consider product for California 

Chi o 6. or for Denver west. Address D-60, care Office Appliances, 
icago 





SALES REPRESENTATIVE, well known to atationers, office furniture dealers, 
chains, department stores, Metropolitan New York area, desires additional 
lines. Space available for local stock if desired. Box D-54, care Office 
Appliances, 100 E. 42nd Street, New York 17, . we 


EXPORT REPRESENTATIVES AVAILABLE 


WELL ESTABLISHED ‘COMPANY with 15 years’ experience in sale and servic- 
ing of modern electric invoicing and accounting machines, are at present 
handling a machine of European manufacture, and would like for post-war 
development, the sole distribution for Great Britain of a sound American 
office machine. Adding, Calculating, Bookkeeping machines preferred but 
would consider any other high-class office appliance. Ample resources exist 
including excellent premises, good connection and skilled sales and service 
staff. Please write to Mercedes Sterling Book-keeping & Calculating Ma- 
chines Ltd., 60 St. Paul's Churchyard, London, E.C.4, England. 


MANUFACTURERS OF OFFICE MACHINES AND APPLIANCES: This. is ; logical 
time to develop new sales organizations and dealerships in various parts of 
Continental Europe and the Near East. Successful organizer who has had 
twenty years experience selling office equipment abroad as dealer and rep- 
resentative of American producer is now in United States. Has excellent 
knowledge of possibilities in different countries. Knows languages. Able to 
establish dealers, instruct them and their salesmen in correct sales procedure. 
Can do valuable work for an aggressive manufacturer or might consider two 
or three lines if not competitive and conditions warrant. Address D-57, 
care Office Appliances, Chicago 6. 


MOHD, NOUR SALAH JAMJOOM. & ‘BROS. General Merchants & Commission 
Agents, Jeddah, Hijaz, Saudia Arabia. Let us represent you in Saudia Arabia. 


RETAIL BUSINESS FOR SALE 
OLD ESTABLISHED ‘ADDING MACHINE ‘AND TYPEWRITER business. Fine 
stock of machines. Excellent repair and rental business. Fine location in 
downtown section of large Eastern city. Modern display fixtures, delivery 
equipment and shop tools. $25,000. Terms arranged. Particulars on request. 
Address R-188, care Office Appliances, Chicago 6. 


OFFICE APPLIANCES, April, 1945 


WANTED TO BUY RETA BUSINESS 
ESTABLISHED OFFICE su PPLY and equipment business which has agency or 
franchise on office typewriter and duplicating machine in town 

100,000. Write particulars, R-192, care Office Appliances, Chicago 6. 


WANTED TO BUY—wWhole or part interest in Office Appliance and Stationery 
business—located in eity in the Southwest or Middle West with population 
of from 30,000 to 100,000. Address R-187, care Office Appliances, 
Chicago 6. 


STORE SPACE TO RENT 





FINE OPENING: FOR OFFIC E SUPPLY BU SINESS. Will rent 1000-square feet 
in the biggest office furniture store in SW. If you know the business this 
Fe a honey. Write for particulars. Address R-190, care Office Appliances, 
hicago 6. 


FOUNTAIN PEN REPAIRING 

WELTY’ Ss REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices but now require 90 to 150 days’ time. We 
espectially feature ‘“CONKLIN,’’ SWAN, WATERMAN, WAHL, PARKER WELTY, 
SHEAFFER, MOORE, etc., but can repair all other makes. We feature Gold 
Pen Points and Repairing. Mail all makes to ONE place for better service. 
ASK ABOUT NEW WELTY PENS, $1.50 to $10.00 LIST. Welty Pen and 
Repair Co., (Est. 1904), 38 So. State St., Chicago 3. 


FOUNTAIN PEN REPAIRING—Largest and best ousieped pen shen in Middle 
West gives TWO-DAY SERVICE on Fountain Pens and Mechanical Pencils. 
Authorized and recommended by Sheaffer, Parker, Eversharp, Waterman 

other leading manufacturers. Factory prices. All work guaranteed. We pay 
return postage, furnish dealer repair envelopes. Price list and envelopes on 
request. Collins Pen Shop, 150-52 E. Fourth Street, Cincinnati 2, Ohio, 





TRADE SCHOOLS 


TYPEWRITING REPAIRING—Original, ” gliied Home Study Course. Stud- 
ents operating own repair shop. -Weber Typewriter Mechanics School, Box 
269, Osborn, Ohio. 


ADDING MACHINE PARTS, TYPE, etc. 





LARGE STOCK “ot new and ‘used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 
1643 101st Ave., Oakland, Calif. 


FOR SALE “AND WANTED To BUY, USED EQUIPMENT 


ELLIOTT- FISHER, Derreughs, Ween " Hephdas, “Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 


529 S. Wells St., Chicago ws 





ELLIOTT- FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 


BURROUGHS, MOON ‘HOPKINS, Elliott- Fisher ‘Bookkeeping Machines, Compto- 
meters, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 


Minneapolis, Minn. 


BURROUGHS, “MOON” HOPKINS, Elliott-Fisher, Remington Accounting Ma- 

chines, and everything in the office machinery line. State model, serial num- 

ber and we will quote highest cash prices. International Office Appliances, 
7 + 


Inc., 326 Broadway, New York 7, 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER We buy, sell, repair, 
rebuild. a service for dealers. Adding and Bookkeeping Machine 
Service Co., 1307 Grand, Kansas City 6, Missouri. 





ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee 3, Wis. 


QUANTITY “of Mouroe and Marchant Calculators, hand “and electric, rough, 
complete. Inquiries solicited on all types of other machines. American 
Business Machines, 185 Grand St., New York 13, N. Y. 

DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog. American Dictating 
Machine Co., 235 Fifth Ave., New York 3, ¥. 


KARDEX, ACME, all ‘eonkes used visible filing eatibananh.. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas. S. Nathan, 
Inc., 548 Broadway, New York 12, N. Y. 


GUARANTEED REBUILTS, KARDEX, anne visible ‘systems, mummers re- 
finished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought and exchanged. Universal Office Equipment Co., 
7-9 Waverly Place, New York » - 

KARDEX, ACME, POSTINDEX, etc., “visible filing comune of all epee 
bought and sold. We specialize in this field and offer full rr to 
dealers. Commercial Card System, 135 Grand St., New York 13, N. Y. 





ACME (Insite) 8 x 5—14 and 23 Sin units, oes 6x4 and 5x83 size. 
Quantity of McCasky Production Panels. Commercial Card System Co., 135 
Grand St., New York 1 8, ¥. 


VISIBLE EQUIPMENT bought, sold oa sontinatals We , aeadtiitie’ pe rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as 
other makes. Write and tell us what Visible Equipment you need or have 
for sale. Special prices to Dealers. E. H. Heineman, 4 North Eighth St., 
St. _louls Mo. 


WANTED 

INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8 x 6 size, 
complete with card holders. We are also interested in extra 8” International 
card holders in any quantity. Advise what you have available. E. H. 
Heineman, Box 552, St. Louis 1, Mo. 


WANTED: COIN COUNTERS and Coin Sorters; Abbott, Standard Johnson and 
Coin Audit. Hand and electric. Adding Machine Sales & Service Co., 1100 
Prospect Ave., Cleveland, Ohio. 

WANTED TO BUY Sumien POLES of all ‘nbn. Renée. Saini Columbia 
Trading Corp. a Waverly Place, New York a ie 2 





WANTED—Gelatin and Liquid atiestens, State oie size and ouleies 
Address R-189, care Office Appliances, Chicago 6. 





WANTED TO BUY ‘PARTS or machine for Gimmie: Suate Adding 
Machine No. 9-12-63-50. Smith’ 8 Department Store, Leakeville, N. C, 


MULTIGRAPH RIBBONS—and othe wide inked anes re- -anguntebnaniil also 
silk ribbons. New ribbons of all kinds in the reel. Dealers proposition. 
Lewis, 413 West State, Milwaukee. 











For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


obligation. 
Adding Machine Parts : Shipman-Ward Mfg. Co ..178 Cushions & Pads, Chair Pronto File Corp 108 
Shipman-Ward Mfg. Co. 17° Victor Safe & Equipment Ce.........111 Century Leather Furn. Co. 148 Weis Mfg. Co... 83, 84, 85, 86 
Adding Machine Rolls & Paper Calculating Machines Fair Furniture Co 150 File Boxes, Metal 
Rockwell-Barnes Co 175, 177 Allen Calculators, Inc............ 117 Sun Rubber Co., The 112 Art Metal Construction Co 41, 115 
Adding Machines — eon —— Co 4 Cuspidors Art Steel Sales Corp. 104 
Allen Calculators, Inc 117 ictor Adding Machine Co 108 Lawson, F. H., Company, The 107 Cole Steel Equipment Co am | yf 
Monroe Calc. Machine Co. 137 Calculating Machines, Used . Dating Stamps Corry-Jamestown Mfg. Co. 141 
Remington Rand, Inc 76 Mailers’ Service & Equip. Co 176 Consolidated Stamp Mfg. Co 175 Globe-Wernicke Co., The 44, 45 
Smith, L. C., & Corona Type- Shipman-Ward Mfg. Co 178 Fulton Specialty Co. “162 Peerless Steel Equip. Co 180 
_ Writers | .. ; 33 Guenter Pate & Stands : Meyer & Wenthe, Inc 175 Pronto File Corp. 108 
Victor Adding Machine Co 109 Almac Plastics, Inc. 160 Rivet-O Mfg. Co ‘174 Remington Rand, Ine esoreeen 1B 
Adding Machines, Rebuilt & Used Carbon Papers Stewart, R. A., & Co 182 agg ig Co. 175, yl 
Mailers’ Service & Equip. Co.......176 (See Ribbons and Carbons) Superior Type Co 182 Victor Safe. & ‘Equip Co 111 
Shipman-Ward Mfg. Co --178 Card Index Boxes and Trays Desk Lamps Weis Mfg. Co. " 83. 84. 85, 86 
Underwood Elliott Fisher... Back Cover All-Steel-Equip. Co. 92 Dawn Mfg. Co 183 Filing Cabinets, Insulated ‘ 
Adhesives Amberg File & Index Co 79 Van Dyke Industries 126 Meilink Steel Safe Co 136 
(See Inks, Adhesives, etc.) Art Metal Construction Co 41,115 Desk Pads & Tops Shaw- Walker itn : 69 
Advertising Service, Stationers Art Steel Sales Corp...... 104 Aigner, G. J., Co. 118 Victor Safe & Equip. Co 171 
Dalton, William J Adv 169 Cole Steel Equipment Co. 167 Fair Furniture Co. 150 Des 
. , o-5 UN. - Corry-Jamestown Mfg. Co 141 Wilson Jones C ral Filing Cabinets, Metal 
Arch and Clip Board Files General Fireproofing Co., The...52, 53 poh gata es : All-Steel-Equip. Co. 92 
Globe-Wernicke Co., The 44, 45 tlobe-Wernicke C 45 Desk Pen & Ink Sets Anderson-Hickey Co. 106 
* Globe-Wernicke Co., The 44, 45 . . : : nder' ) 
Rockwell-Barnes Co. 75, 177 Guide System and Supply Co 147 Gregory Fount-O-Ink Co.. 156 Art Metal Construction Co 41, 115 
Service Products Co Pee» Hedges Mfg. Company 161 Sengbusch Self Cl. Inkst’d Co.......180 Art Steel Sales Corp. 104 
Shaw-Walker Co : 69 Imperial Methods Co 91 Sheaffer, W. A., Pen Co . 47 Browne-Morse  Co...... 61 
Yawman and Erbe Mfg. Co 73 Invincible Metal Furn. Co 149 Desk Trays Cole Steel Equipment Co. 167 
Ash Trays and Stands ~ pong Rae wah Furnitere Co 63 Aigner, G. J., Co 118 pai pg rete we . 
Century Leather Furniture Co. 148 New Englanc oodworking Co.........121 Art Metal Construction Co 41, 115 yeneral-Fireproofing €0., 1Ne.....06, o9 
Fair Furniture Co 150 Peerless Steel Equip. Co 180 Art Steel Sales Corp 104 Globe-Wernicke Co., The 44, 45 
A atl Pronto File Corp 108 Corry-Jamestown Mfg. Co. 141 Invincible Metal Furn. Co 149 
pone ge 5 sald : on Security Steel Equip. Corp 113 General Fireproofing Co., The......52, 53 Metal Office Furniture Co. 63 
- ood a re Institute 72 Show- Walker Co 69 Globe-Wernicke Co., The 44, 45 renter ete —>- re te 
ases, eographical feis Mfg. Co. 83, 84, 85, 86 Hedges Mfg. Company 161 Security Stee tquip. Corp. 
Cram, George F., Co 164 Wells Office Furniture Co 98 Imperial Methods Co 91 Shaw- Walker —— “wae 
; ; Yawman and Erbe Mfg. Co 73 Peerless Steel Equip C Victor Safe & Equip. Co. l 
Autographic Registers B Peerless Steel Equip Co 180 Le fe ; err ae ee 
United Autographic Register Co.....163 Cash Boxes Service Products Co 172 Weis Mfg. Co. 83, 84, 85, 86 
Bank S li Art Steel Sales Corp 104 Shaw-Walker Co 69 Yawman and Erbe Mfg. Co. 73 
oan ' Cole Steel Equipment Co 167 Weis Mfg. Co. 83, 84, 85, 86 Filing Cabinets, Wood 
Downey, ¢ L., Co 161 , . ne - 
Gibco. C. B.. Company 110 General Fireproofing Co., The..52, 53 Yawman and Erbe Mfg. Co 73 Art Metal Construction Co. 41, 115 
; ‘ Casters, er Beari : i Desk Work Distributors Art Steel Sales Corp. 104 
Bankers Note Cases eet Py cael The Slides - Art Steel Sales Corp. 104 Bainbridge, Kimpton & Haupt 158 
Art Steel Sales Corp 104 cornell 9 iui er Globe-Wernicke Co., The 44, 45 Browne-Morse Co. ....... 61 
General Fireproofing Co. 52, 53 eons ee 165 Victor Safe & Equip. Co "VL Business Efficiency Aids 185 
Globe-Wernicke Co., The 44, 45 elluloi nvelopes Wilson Jones Co ; - General-Fi roofing € The 5o £2 
7 . - ’ : . : . : ‘ 1 yeneral-Fireproofing Co., The......52, 5: 
Victor Safe & Equip. Co 111 (See Envelopes, Celluloid : Globe-Wernicke Co., The 44, 45 
Desks tlobe-Wernicke Co., The _ a 
Binders, Catalogue and Periodical Chair trons . . ‘ . - Imperial Methods Co. 91 
Acco Products, Inc 125 Bassick Company, The 70 — ae a hag Co 1, 44 Indiana Desk Co 134 
Amberg File & Index Co. 179 Bolens Products Co 132 omit. Pa Michigan Desk Co. 123 
Master-Craft Corp., Div. S-W 55 Chair M Cc = Nonaiaien ; New England Woodworking Co 121 
tas! : 99 air ats orry-Jamestown Mfg. Co 141 > a a x . 
National Blank Book Co l Office Specialty Mfg. Co 169 General Fireproofing Co., The.....52, 53 Peerless Steel Equip. Co. 180 
Sheppard, The C. E., Co. 151 vee 4 : il . y . - ae . da, Vo Perma-Bilt Equipment Co. 177 
Wils Jones C > Service Products Co 172 Globe-Wernicke Co., The 44, 45 Security Steel Equip. Corp 113 
ilson Jones Co 71 Chairs, Folding Gunn Furniture Company 183 SI sie) Bite cess salient ?; 
P * *y : , : v Shaw-Walker Co.. 69 
Binders, Permanent Storage Adirondack Chair Co 169 Imperial Desk Co 105 Victor Safe & Equip. Co 111 
renee A Pease Co. 49 Royal Metal Mfg. Co 186 pone Rags 2 Co 131 Weis Mfg Co risked 83. 84, 85, 86 
Master-Craft Corp., Div. S-W 55 me F nvincible Metal Furn. Cx 149 Toile OffAee Wurni es. ne ee 
Miser Tes CE. Co 151 Chairs, Office Jasper Desk Co , 90 Wells Office Furniture Co.. 98 
Smead Mfg. Co 2 43 Bright Chair Co 166 Jasper Office Furniture Co 146 Yawman and Erbe Mfg. Co. 13 
Wilson Jones Co 71 Cramer Posture Chair Co 116 Metal Office Furniture Co 63 Filing Supplies 
Domore Chair Co 67 Michig Des ’ 94 Acco Products, Inc 125 
Blackboards Phrli 4 : 6 Michigan Desk Co 123 Ac 8, Ine. 25 
“ “pi : a Y ch Upholstery Works 176 Myrtle Desk © 9 Aigner, G.. J., Co....... 118 
Service Products Co 172 General Fireproofing Co, The 52, 53 fathanat a oe a i Amberg File and Index Co. 179 
Blank Books Gunlocke, The W. H. Chair Co 93 Peerless Steel Equip. Co 180 Art Metal Construction Co 41, 115 
Boorum & Pease Co 19 Harter Corporation 77 Royal Metal Mfg. Co 186 Barkley, L. C., & Co...... 88 
a em Book Co. 177 — —_ Bending & Chair Co.....130 Security Steel Equip. Corp 113 Browne-Morse Co........ 61 
ockwell-Barnes Co 175, 177 Jasper Chair Co 124 Shaw-Walker (Cx ?, Corry-Jamestown Mfg. Co. 141 
Wilson Jones Co ‘ 71 Jasper Seating Co 165 Victor Safe & Equip Co a Eureka Specity. Prtg. Co. 173 
Blue Print Papers Metal Office Furniture Co 63 Wells Office Furniture Co 98 General-Fireproofing Co., The.....52, 53 
Post, Frederick, Co., The 159 ag ye © 0 123 Yawman and Erbe Mfg. Co 7 Globe-Wernicke Co., The 44, 45 
. 4 : is New Indiana Chair Co 144 iari = Guide System & Supply Co 147 
Dine Print and Plan File Cabinet Royal Metal Mfg. Co 186 Diaries (See Memo Books Imperial Methods Co. 91 
yt ned—* ond _ . 92 Shaw-Walker (Co..... 69 Dictating Machines, Used Metal Office Furniture Co 63 
far tae Cuaaees Cs ---.-106 Sheboygan Chair Company 122 Shipman-Ward Mfg. Co 178 Northern States Envelope Co. 102 
é ) a ms » r. 5 Ss %, . « - si tT - = “ bo 
Art Steel Sales Corp... eS 104 aed Posture Chair C 33 “io sastruments 6 Equipment eve Filet — 108 
a crea A . : — ‘ sture Une ) V2 rown, J . / e Corp.. 
Browne-Morse Co ----_ 61 Wells Office Furniture Co 98 foie —. & Bre 140 Quality Park Envelope Co of 
Cole Steel Equipment Co 167 ch m Cardinell Corp 168 ° kwoll-B ' p bre ; ) 
escalate tabs * cenensene AOS airs (Posture) Post, Frederick C The BE ockwell-Barnes Co. ove 75, 177 
Corry-Jamestown Mfg. Co. 141 . ¥ os ei % 15 Shaw-Walker C i¢ 
General Fi > ay 2 Bright Chair Co 166 Duplicati ‘ “ Shaw-Walker Co. . 69 
Globe Werntane one ‘The a. > 7 Cramer Posture Chair Co 116 p ert — siiceanitcha 164 vices gare - nag ‘Oo. i 
Invincible Metal Furn. C 149 Domore Chair Co 67 Bainbridge, Kimpt . Hi: n+ ictor Safe & Equip. Co. 111 
Peerless & were, V6... 14s General Fireproofing Co., The...52, 53 C ge, Kimpton & Haupt 158 Wabash Filing Supplies, Inc. 80 
News egg ~ age mag Co. ee Gunlocke, The W. H. Chair Co. 93 ae Rib. = Carb. Mfg. Co 39 Warshaw Mfg. Co. Ae 168 
7 » File Corp.. sonsinnccsaiae Cc : ~ a wy Papers, Inc 114 Weis Mfg. © ¢ 5 : 
Shaw-Walker Co .. 69 9g paateaeathen ; : ae Harding, Milo Company 178 a Mr ‘Erbe ‘ite © ee 73 
Yawman and Erbe Mfg. Co 73 ; ig Point Bending & Chair Co.....130 Heyer Corp., The ’ 187 ; y Mfg. Co. 7 
Bond B Jasper Chair Co 124 Manifold Supplies Co tl Finger Pads 
° oxes Jasper Seating Co 165 M 7 , 35 Speed Products Co 133 
Art Steel Sales Corp 104 Shaw-Walker Co 39 ae ak & Neiger, Ine 56 Sun Rubber Co., Th 4 
General Fireproofing Co., The 52. 53 Sikes Co Th 6S Old Town Ribbon & Carbon Co 59 galas te tg Ri oe ‘on 112 
Globe-Wernicke Co., The 44. 45 Sturgis Posture Chair Co 32 Shatin e — +, a Sn See en" 
, 4 t "08 a f 2 Shallcross C 7, o pated ong = . 
Book Cases Wells Office Furniture Co 98 Sinclair & Wanentens rom ta ~ tag tone ed wanton Os. “ 
All Steel-Equip Co. 92 Chairs, Tablet Arm Smith, L. C., & Corona Tws 33 Fotders (See Filing Supplies) 
ast Metal Construction Co 41, 115 Jasper Chair Co 124 Speed-O-Print Corp. 119. 120 Fountain Pens, Mfrs. 
ee — - 61 Jasper Seating Co 165 Starkey Paper & Supply Co.....175 Eversharp, Incorporated 95 
ae Fagg = 141 New Indiana Chair Co 144 Technygraph, The 175 pe. David, Ine. 99 
era reproofing . The..5?. 53 Tie Safe & FE . b- é ; y 9 
Globe-Wernicke Co.. The... 44. 45 Check Book Covers & Passbooks sctor Sate & Equip. Co 11 ster = Coneeny. gy 79 
Gunn Furniture Company 183 Amer. Passbook Co 176 Duplicating Machines, Used G eA ; = Oe 
Michigan Desk Co ‘393 +«Cheek Protectors & Writers Mailers’ Service & Equip. Co........178 yen ge een ; 
aetna —eoel pA a ng Co 19} Hall-Welter Co 183 Envelopes eames uth Bene F., Co. 164 
Peerless Steel Equip. Co 180 Cheeks, Banks, Payroll Globe-Wernicke Co., The 5 ae 
wath = ~ : 69 Gibson, C. R., eg 110 Northern States Pavelens Co ed fe | -~" ee 181 
é § ng Supplies, & : 3 ality Ps Paowr a an = r » Geo. * ‘o. 62 
Weis Mfg. Co aad ge 50 Cheeks, Stamped Metal eet gg agg ony ped 100 Reyburn, Mfg. Co., Inc., The....... 153 
Yawman and Erbe Mfg. Co 73 maha mad ~— 177 Wilson Jones Co uove 7 Warshaw Mfg. Co......... 168 
: R eye enthe, vr F : z * , 
Bookkeeping Machines chi os 175 Envelopes, Celluloid Gummed Tape & Sealing Machines 
nderwood Elliott Fisher. Back Cover Hip Beards we Aigner, G. J., Co 118 Dennison Mfg. Company 181 
Box Letter Files (See Arch and Clip Board Files) Markilo Co... 176 Industrial Tape Corp. 103 
Amberg File & Index Co _ Coin Bags, Trays & Wrappers etieien. ts 10 Reyburn Mfg. Co., Inc., The 155 
Art Steel Sales Corp 104 Art Steel Sales Corp 104 Carter’s Ink Company 9 Honor Rolls 
Glos Wa Equipment Co 187 Downey, C. L. Co 161 Erasers = — ae 8 Diny Be 
slobe-Wernicke Co., The 14,45 Copyholders oe Corp. ; 177 
ee Mfg. Company 161 Acco Products, Inc 195 creangg 4 ag Ma - _ 164 U. S. Bronze Sign Co. 176 
sexwell- Barnes Co AS, 177 Dawn Mfg. Corp., The 183 teen: coseph, Crucible Co.....153, 154 index Card Signals 
<4 Eraser Cor 5 
Weis Mfg. Co 83, 84, 85, 86 Rite-Line Sales Co., The 165 Fat a, ke 173 Cook C., Co 168 
Brief & Zipper Cases Wells Office Furniture Co 98 Robe a — - im : 65 Graff, Geo. B., Co : 162 
Mashek, Frank, Company 78 Cost eptadae siden, “Rubber Co 185 Victor Safe & Equip. Co 111 
Master-Craft Corp.. Div. S-W a ostumers ; Eyelets & Eyelet Fasteners ’ 
: 5 a Furniture Co 150 Rivet-O Mfg. Co i174 _—sE nex Tabs 
Business Forms Globe-Wernicke Co., The 44, 45 . ™ Aigner, G. J., Co. 118 
Gibson, C. R., Company 110 Peerless Steel Equip. Co 180 a Boxes, Fibre Collapsible Amberg File and Index Co 179 
: } l Shaw-Walker Co 69 ankers Box Co . 66 Barkley, €. L., & Co 88 
Caleulating Devices Wells Office Furniture Co 98 ewe Cc. L., & Co 88 Globe-Wernicke Co., The 44, 45 
a ay“ Systems, Inc. 170 Crayons ae oe econ ss = —, System & Supply Co 147 
Meilicke Systems ne 174 ixon E . ee ae ¥ syste A y 0. 7 ps > aon : 17 
Dixon, Joseph, Crucible Co 153, 154 Oxford Filing Supply Co 176 (Continued on page 7) ; 
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THE CLASSIFICATION 
(Continued from page 6) 

Master-Craft Corp., Div. S-W 55 

Reyburn Mfg. Co., Inc., The 

Shaw-Walker Co. sod 

Sheppard, The C. E., 

Speed Products Co 

Victor Safe & Equip. Co 
Inks (Writing), Adhesives, Etc. 

Carter's Ink Company........ 1 

Dennison Mfg. Company l 

Parker Pen Company, The 79 

Rivet-O Mfg. Co 1 

Stewart, R. A., & Co. 1 
inkstands 

Sengbusch 
Labels 

Eureka 

Imperial 

Oxford 

Reyburn 

Smead 

Warshaw 

Weis Mfg 
Ladders, Library, Store & Vault 

Cotterman, I. D 7 
Leads for Mechanical Pencils 

Dixon, Joseph, Crucible Co 

Eversharp, Incorporated 

Faber, A. W., Inc 

Kahn, David, Inc. 

Rite-Rite Mfg. 

Sheaffer, W. A., 
Leather Goods . 

Mashek, Frank, Company 7 
Leather Upholstered Furniture 

Bright Chair Co. 

Ehrlich Upholstery Works 

Gunlocke, The W. H. Chair Co 

Jasper Chair Co. 

New Indiana Chair Co 
Letter Trays Desk 
Library Equipment 

All-Steel-Equip Co. 92 

Art Metal Construction Co 

Art Steel Sales Corp 

Corry-Jamestown Mfg. Co 

General Fireproofing Co., The....52 r+ 

Globe-Wernicke Co., The 44, 

Peerless Steel Equip. Co. 

Security Steel Equip. Corp 

Shaw-Walker Co 

Yawman and Erbe Mfg. 
Lockers and Storage Cabinets 

All-Steel- Equip Co. 92 

Anderson-Hickey Co. 

Art Metal Construction 

Art Steel Sales Corp 

Browne-Morse Co 61 

Corry-Jamestown Mfg. Co 

General Fireproofing Co., The....5 

Globe-Wernicke Co., The 44, 

Invincible Metal Furniture Co ] 

New England Woodworking Co b 

Security Steel Equip. Corp 1 

Shaw-Walker Co. 69 

Yawman and Erbe Mfg. Co 73 
Loose Leaf Books & Systems 

Amberg File and Index Co 179 

Boorum & Pease Co 49) 

Feldco Loose Leaf Co. 145 

Master-Craft Corp., Div. S-W 55 

National Blank Book Co. 1 

Sheppard, The C. E., Co 1 

Wilson Jones Co 
Loose Leaf Metals and Devices 

Sheppard, The C. E., Co 151 

Wilson Jones Co 71 
Loose Leaf Sheet Covers, Celluloid 

Aigner, G. J., Co 118 

Markilo Co 17 

Wilson Jones Co 
Mail Distributors 

Globe-Wernicke 

Victor Safe & 
Map Tacks 

Graff, Geo. B., Co 

Moore Push Pin Co 
Maps 

Cram, The George F., 
Matched Office Suites 

Art Metal Construction Co 41 

General-Fireproofing Co., The 52, 

Globe-Wernicke Co., The 44, 45 

Leopold Co. 

Royal Metal Mfg. Co 

Shaw-Walker Co 69 
Memorandum Books 

Boorum & Pease Co 49 

Master-Craft Corp Div. S-W 55 

National Blank Book Co. 17 

Rockwell-Barnes Co 1 

Wilson Jones Co 
Mending Tape 

Industrial Tape Corp 

Reyburn Mfg. Co., Inc., 

Warshaw Mfg. Co 
Metal Badges, Checks, Tokens, Ete. 

Dayton Stencil Works 177 

Meyer & Wenthe, Inc 17 
Moisteners 

Mohler A 

Rivet-O Mfg. Co 

Sengbusch Self Cl 
Numbering Machines 

Roberts Numbering Mach. Co 
Office Partitions and Railings 

Globe-Wernicke Co., The 44. 45 
Office Printing Outfits 


Co 


Self Cl. Inkst'd Co. 
Speclty. Prtg. Co 
Methods Co 91 
Filing Supply Co 7 
Mfg. Co., Inc., The 
Mfg. Co. os 13 
Mfg. Co. 


Co 83, 84, 85, 86 


Pen Co 17 


(See Trays) 


Co 73 


Co. 41, 


The 
Co. 


Co., 
Equip 


Co. 


The 


Inkst'd Co 


Fulton Specialty Co 162 
Pads, Figuring 

Boorum & Pease Co y 

National Blank Book Co 177 

Rockwell-Barnes Co 175, 177 

Wilson Jones Co 71 
Paper 

Agency Paper Co 87 

Amer. Writing Paper Corp. 173 

Eaton Paper Corp 171 
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Rockwell-Barnes Co 


Wansco Paper 


Paper Clamps 


Acco 


Automatic 


Cook, 
Graff, 
Vail 


H 


Products 


In 
Pencil 
; Co 


Geo. H Co 


Manufacturing (¢ 


Paper Fastening Machines 
Automatic 


Markwe 


Speed 


Paper 
Feldco 
Paste (S 
Pencil 
Automa 
Pencils, 
Kahn, 
Parker 
Rite 
Sheaffer, 
Pencils, 
slaisde 
Pencils, 
Blaisde 
Dixon, 
Faber, 


ll 


Products 
Victor Safe & 
Fastening Stickers 


Loose 


tic 


Pencil 
Mfg. Co 
Co 
Equ 


Leaf 
Inks 


Sharpeners 


Pencil 


Mechanical 


David 


ip 
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Pen Company 


Rite 


Mfg. Co 
W. A I 


en 


Paper Wound 


ll 


Pencil ¢ 


‘oO 


Co. 


orp 


Adhesives 


The 


Co 


Wood Cased Lead 


ll 
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Staedtler, 
Penholders 


Dixon, 
Pens, 


Joseph, 


Steel 


Joseph 
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Pencil Co 


> ie 


Sengbusch Self Cl 
Pins and Pin Containers 


Vail 


Ifg 


Co. 


Presentation Covers 


Amberg 


Smead 


File 
Oxford Filing 
Mfg 


and 
Supp 


Co 


ne 


In 


ly 


Price & Sign Markers 


Specialty C 


Fulton 


Stewart, 


Superior 


Publisher 
British 


McGraw 


Punches 
Acco 
Boorum 
Globe- 


$s 


Bm A., & 
Type 


Stationery 


Hill 


Products 
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National 
Jones Co 


Wilson 


Push Pins 


Moore 


Fisher 
Pacific 


Push 
Representatives 


Wernicke 
B 


300k 


Ine 
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Co 


Co 


Exporter 


Pease Co. 


Co 
lank 


Corporation 


Asiatic 


Fact 


Ribbons and Carbons 
Allen & 


Allied 

suckeye 
Carter's 
Codo \ 
Columb 
Copy 
Manifol 
Mittag 


Carb. & 
Rib. & 
Ink 


Ifg 
ia 


1 
& 


Old Town 


Pacific 


Peerless 


Phillips 
Regal 

Reming 
Royal 


Car. & 
Imperial (< 


Papers 


‘oO. 


Rib 
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R. & C 
Inc 
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Rib. & 
Rib 
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Products Co 


Sharpener 


Crucible Co. 
Inc 


Crucible Co 


Index Co. 


Sharpener 


Inc 


Book Co 


Lt 


Mfg 


Carbon ¢ 
Company 


fg 


Ine 


Carb 


Mfg 


Process Co 
Typewriter ( 
Rand, Inc 


ton 


Shallcross 


Shipman-Ward 


Storms, 


H 


Underwood 


U. 8 


Write, 


Faber, 


Typewriter Cc 


Co., The 
Mfg 
M., Co 


Elliott 


Typewriter Rib 
Webster, F 


S., CC 


Inc 
Rubber o . 


A 


Rubber Stamps 


Meyer 


& 


Wenthe 


) 


In 


Ine 


Fisher 
0n 


a) 


Co. 


Sharpener Co 


Etc 


153 


d Co 


Corp 


Co. 


Mfg 


Sack 


) 


Co. 


4 


177 Stewart, R. A., & Co 
81 Superior Type Co 
. Rubber Type 
125 Fulton Specialty Co 
181 Stewart, R. A., & Co 
4 Superior Type Co 
62 
64 Rulers, Transparent 
C-Thru Rulers Co 
181 Safes 
96 Art Metal Construction Co 41 
133 General Fireproofing Co., The...5 
lll Globe-Wernicke Co., The 4 
Herring-Hall-Marvin Safe Co 
145 Invincible Metal Furniture Co 
Meilink Steel Safe Co 
Remington Rand, Ine 
Security Steel Equip. Corp 
181 Shaw-Walker Co 
Victor Safe & Equip. Co 
on Yawman and Erbe Mfg. Co 
79 Sand Urns 
175 Lawson, F. H., Company, The 
1 Scrapbooks 
Globe-Wernicke Co., The 14, 
164 Weis Mfg. Co 83, 84, 8&5 
Wilson Jones Co 
164 Secretary Desks 
154 Art Metal Construction Co i] 
65 General Fireproofing Co., The 5 
82 Glebe-Wernicke Co., The } 
Peerless Steel Equip. Co 
154 Shaw-Walker Co 
Wabash Filing Supplies, In« 
120 Shelving 
All-Steel- Equip. Co. 
64 Art Metal Construction Co 41 
Browne-Morse Co 
s Corry-Jamestown Mfg Co 
179 General Fireproofing Co., The....5 
176 Globe-Wernicke Co., The i 
13 Security Steel Equip. Corp 
Shaw-Walker Co 
162 Signs, Changeable Letter 
182 Acme Bulletin & Dir. Corp 
5 
182 Slide Rules 
‘-Thru Ruler Co 
179 Post, Frederick Co., The 
160 Stamp Pads 
Carter's Ink Company 
125 Fulton Specialty Co 
49 Meyer & Wenthe, Inc. 
45 Phillips Process Co 
"177 Rivet-O Mfg. Co 
71 Rockwell-Barnes Co 175, 
Stewart, R. A., & Co 
os Superior Type Co 
id Stands for Office Machines 
All-Steel- Equip Co 
89 Anderson-Hickey Co 
75 Art Steel Sales Corp 
Fair Furniture Co 
a General Fireproofing Co., The 52 
16 . Globe-Wernicke Co., The 1 
142 Harter Corporation 
161 Peerless Steel Equip. Co 
182 Shipman-Ward Mfg. Co 
128 Sturgis Posture Chair Co 
4 Wells Office Furniture Co 
35 Staples and Stapling Machines 
5G Markwell Mfg. Co 
59 Speed Products Corp 
74 Vail Manufacturing Co 
97 Stencils, Brass 
164 Dayton Stencil Works 
gt Stenographers’ Note Books 
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174 Rockwell-Barnes Co 175 
178 Stools 
68 Harter Corporation 
over Wells Office Furniture Co 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 


use of subscribers and advertisers. 


In the execution 


of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
supplies names of manufacturers of 


office equipment, 


any 


article 


wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


turers. 
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Steel Equipment 
Jamestown Mfg. 
General Fireproofing Co., 
Globe-Wernicke Co., The 
Guide System & Supply Co. 

Imperial Methods Co........ a 
Invineible Metal Furniture Co... 
Metal Office Furniture Co.. 


Cole 
Corry 





Peerless Steel Equip. Co... 

Pronto File Corp.... canqunenoeguieniatitt 
Rockwell-Barnes Co.. ites are 
Security Steel Equip. COPD. .c.ca0--:--3 13 
Shaw-Walker Co....... pancsenets. ae 
Weis Mfg. Co. 83, 84, 85, 86 
Yawman and Erbe Mfg. Co. 73 


Store Fixtures and Seer: 
All-Steel-Equip. Co. Sica Oe 


Strong Boxes, Fire Protected 


Herring-Hall-Marvin Safe Co...........135 

Meilink Steel Safe Co 136 
Tables 

Art Metal Construction Co 41, 115 

Browne-Morse Co 41, 45 

Corry-Jamestown Mfg. Co. 141 

General Fireproofing Co., The....52, 53 

Globe-Wernicke Co., The 4 45 

Mutschler Bros. Co. , 168 

Peerless Steel Equip. Co. 180 

Security Steel Equip. Corp 113 

Shaw-Walker Co. 69 

Victor Safe & Equip. Co. 111 

Wells Office Furniture Co. 98 
Tabulation and Statistic Machines 

Remington Rand, Ine. 76 
Tags 

Dennison Mfg. Company 181 

Reyburn Mfg. Co., Ine., The 155 
Tax Record Books & Systems 

Commonwealth Publishing Co. 177 

Krumwiede, Elmer & Assoc. 173 
Telephone Accessories 

Victor Safe & Equip. Co 171 
Telephone Stands 

Art Metal Construction Co. 41, 115 

Art Steel Sales Corp. 104 

General Fireproofing Co., The....52, 53 

Globe-Wernicke Co., The 44, 45 

Peerless Steel Equip. Co. 180 

Shaw-Walker Co. ; .. 69 

Yawman and Erbe Mfg. Co. 73 
Thumb Tacks 

Graff, Geo. B., Co. 162 
Ticket Holders 

Aigner, G. J., 118 

Vail Manufacturing Co. 64 
Trimming Boards 

Photo Materials Co. 165 
Tying Bands & Devices 

Rochester Wire-O-Binding Co. 197 
Type, Typewriter 

Shipman-Ward Mfg. Co 178 


Typewriter Cleaning Material 
Bainbridge, Kimpton & Haupt, 
Ine 158 


Cardinell Corp 168 
Clarotype Co 176 
Mittag & Volger, Ine. 56 
Norta Distributing Co. 173 
Red Feather Products, Ltd. 51 
Regal Typewriter Co. 172 
Rivet-O Mfg. Co. 174 
Shipman-Ward Mfg. Co. 178 
Sun Rubber Co., The 112 
Webster, F. S., Co. 2 
Typewriter Cushion Keys 
Peerless Imperial Co. 97 
Shipman-Ward Mfg. Co. 178 
Speed Key Mfg. Co. 174 
Speed Products Co. 133 


Typewriter Cushion Knobs and Bases 


Amer. Hair & Felt Co. : 148 

Peerless Imperia! Co. 97 

Shipman-Ward Mfg. Co..... 178 
Typewriter Parts and Tools 

Shipman-Ward Mfg. Co 178 
Typewriter Tables 

(See Stands for Office Machines) 
Typewriters, Mfrs. of 

Remington Rand, Inc. 76 

Royal Typewriter (Co. 37 

Smith, L. C., & Corona Type- 

writers aici ae 


Underwood Elliott Fisher... Back Cover 


Typewriters, Rebuilt and Used 
Regal Typewriter Co.. 172 
Shipman-Ward Mfg. Co. copsnee ee 
Visible Systems Equipment 
Acme Visible Records, Inc | 
Aigner, G. J., Co 118 
Art Metal Construction Co. 41, 115 


Boorum & Pease Co. 49 


Globe-Wernicke Co., The 44, 45 
Master-Craft Corp., Div. S-W 55 
National Blank Book Co. 177 
Postindex Co., Div. Art Metal 
Construction Co ‘ : 

Remington Rand, Inc. 76 
Shaw-Walker Co 69 
Sheppard, The €. E., Co 151 
Victor Safe & Equip. Co ill 
Wilson Jones Co 71 
Yawman and Erbe Mfg. Co 73 


Wardrobe Racks 


New England Woodworking Co 12) 
Waste Baskets 

Art Steel Sales Cor 104 

Bainbridge, Kimpton & Haupt, 

Ine 158 
Cole Steel Equipment Co. 167 
Corry-Jamestown Mfg. Corp... 144 
Federal Fibre Corp. 172 
General Fireproofing Co., The..52, 53 
Globe-Wernicke Co., The 44, 45 
Lawson, F. H., Company, The 107 
Peerless Steel Equip. Co. 180 
Shaw-Walker Co. 69 

Wholesale Stationery 
Associated Stationers Supply Co.....138 
Bainbridge, Kimpton & Haupt, 
Ine. ; ae 














Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,369,695. Typewriting Machine. Charles Walker, 
Syracuse, N. Y., and Willard H. Wade, Washington, 
D. C., assignors to L. C. Smith & Corona Typewriters, 
Inc., Syracuse, N. Y., a corporation of New York. Appli- 
cation February 9, 1943, Serial No. 475,264. Granted 
February 20, 1945 

2,369,729. Paper Feed. John T. Ferry, Ilion, N. Y., 
assignor to Remington Rand Inc., Buffalo, N. , a cor 
poration of Delaware Application September 2, 1942, 
Serlal No. 456,989. Granted February 20, 1945. 

2,369,807. Keyboard for Typewriters or the Like. 
Philip O. Solon, Oakland, Calif. Application November 4, 
1943, Serial No. 508,879. Granted February 20, 1945 

2,369,955. Currency Dispenser. Nat Eastman, Miami 


Beach, Fla. Application August 3, 1943, Serial No 
497,205. Granted February 20, 1945 : 
2,370,074. Index Equipment and Progressively Adjust- 


able Signaling Means for Use Therein. Edwin S. Roscoe, 
Cleveland, Ohio, assignor to Yawman and Erbe Mfg. Co., 
Rochester, N. Y., a corporation of New York. Applica 


tion October 7, 1942, Serial No. 461,218. Granted Febru 
ary 20, 1945. 
2,370,250 Mechanical Pencil. Joseph F. Kupezyk 


Chicago, Ill 
501,077 


Application September 3, 1943, Serial No 
Granted February 27, 1945. 

2,370,319. Paper Perforator. Joshua Gordon Lippin 
cott, Scarsdale, N. Y., assignor to Dohner & Lippincott 
Stamford, Conn., a copartnership composed of Douglas T 
Sterling and Marjory Sterling, both of Stamford, Conn 
1imself 7 





Application November 7, 1944, Serial No 
, 1945. 
Notebook Leaf Elevating and Turning De- 





vice. James C. White, Amarillo, Tex Application 
May 11, 1944, Serial No. 535,188. Granted February 27 
1945 


2,370,372. Desk Appliance. Frank Riggio, Los An 
geles, Calif, assignor to Anderson School Equipment Co 
Los Angeles, Calif, a corporation of California. Appli 
cation May 12, 1942, Serial No. 442,589. Granted Febru 
ary 27, 1945 

2,370,377. Salesman’s Order Pad or the Like. Harry 
A. Stone, Philadelphia, Pa., assignor to John H. Gled- 
hill, Philadelphia, Pa. Application September 15, 1943 
Serial No. 502,406. Granted February 27, 1945 

2,370,474. Mount for Rotary Card index Boxes and 
Filing Cabinets. Guillermo Enrique Carlos Kraft, 
Buenos Aires, Argentina, assignor to Guillermo Kraft 
Limitada Sociedad Anonima de Impresiones Generales, 
Buenos Aires, Argentina, a company of Argentina 
Application June 17, 1942, Serial No. 447,364. Granted 


February 27, 1945 

2,370,478. Typewriting Machine. Miles H. Mann 
West Hartford, Conn., assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware Application January 15, 1942, Serial No 
426,828. Granted February 27, 1945. 


2,370,505. Typewriting and Accounting Machine. Oscar 

J. Sundstrand, Hartford, Conn., assignor to Underwood 

Elliott Fisher Company, New York, N. Y., a corporation 

of Delaware. Application June 29, 1939, Serial No 
281,7 Granted February 27, 1945. 

7. Index Tab and Supporting Strip. 









Wallace 








E iguccion, Louisville, Ky. Application June 3, 1944, 
Serial No. 538,680. Granted February 27, 1945. 
2,370,607. Typewriter Support. William H. Schuh 


Aberdeen, Wash., assignor to Grays Harbor Chair & Mfg 
Company, Hoquiam, Wash., a corporation of Washington 
Application July 3, 1942, Serial No. 449,636. Granted 
February 27, 1945 

2,370,615. Photographic Recorder. James W 
Glen Ridge, N. J., assignor to International Business 
Machines Corporation, New York, N. Y., a corporation 
of New York. Application December 18, 1943, Serial No 
514,814. Granted March 6, 1945. 

2,370,664. Filing Cabinet. Clarence Z. Hubbell, John 
son City, N. Y. Application September 4, 1940, Serial 
No. 355,336. Granted March 6, 1945. 

2,370,671. Tape Serving Machine. 
ger, Stratford, Conn., assignor to Better Packages In- 
corporated, a corporation of New York Application 
August 3, 1940, Serial No. 350,743. Granted March 6 
1945. 

2,370,749. Interchangeable Typewriter Carton. 
Frank Perkins, Wayland, Mass. 
1943, Serial No. 474,317. 


Bryce 





Theodore H. Krue- 


Leon 
Application February 1, 
Granted March 6, 1945. 

2,370,831. Eraser Mounting for Pencils. George R 
Averill, Birmingham, Mich. Application September 15 
1944, Serial No. 554,196. Granted March 6, 1945. 

2,371,070. Mail Treating Machine. Frank P. Sager, 
Alhambra, and Ernest R. Bergmark, Commodore D. Ryan, 
and Herschel L. Atherton, Los Angeles, Calif., assignors 
to Commercial Controls Corporation, a corporation of 
Delaware. Application April 29, 1940, Serial No 
332,305. Granted March 6, 1945. 

2,371,083. Typewriting Machine. Charles Walker 
Syracuse, N. Y., and Willard H. Wade, Washington 
D. C., assignors to L. C. Smith & Cerona Typewriters, 
Inc., Syracuse, N. Y., a corporation of New York. Appli 
cation June 17, 1943, Serial No. 491,086. Granted 
March 6, 1945 

2,371,116 
Sherman, and 





Phonograph. Simon Yerkovich, Ralph H 
George W. Cameron, Fairfield County 
Conn., assignors to Dictaphone Corporation, New York, 
N. Y., a corporation of New York. Application Janu 
ary 15, 1943, Serial No. 472,448. Granted March 6, 1945 

2,371,118. Typewriting and Accounting Machire. Elmer 
L. Wise, Bridgeport, Conn., assignor to Underwood Elli 
ott Fisher Company, New York, N. Y., a corporation of 
Delaware. Application May 16, 1941, Serial No. 393,738. 
Granted March 6, 1945 

2,371,198. Binder. Lawrence J. Thoele, Chicago, Il 
assignor to Isidore Spinner, Chicago, Ml Application 
April 11, 1941, Serial No. 388,138. @ranted March 13 


2,371,300. Knockdown Office Partition. Jacob M 
Kaufman, Chicago, Ill. Application May 29, 1942, Serial 
No. 444,983. Granted March 13, 1945. 

2,371,474. Binder and Ring Usable Therein. John J 
Seelman, Milwaukee, Wis., assignor, by direct and 
mesne assignments, to Geo. Seelman & Sons Co., Mil 
waukee, Wis., a corporation of Wisconsin. Application 
February 8, 1943, Serial No. 475,097. Granted March 13 
1945 

2,371,487. Record-Card Holder. George D. Wiepert 
New Haven, Conn., assignor to The Merriam Manufactur 





2,369,695 2,369,729 





— - fas te ae: 
i ___ es 7 
—— } 
oe 2,370,319 2,370,372 
2,370,074 2,370,338 | 


2,370,250 





ak ‘ 
SN ‘ a 
7 “ 
> SS 4 | 
| A | f 
—_ A - 
2,370,377 2,370,474 





oy 


| 2,370,607 se 
2,370,615 


2,370,831 








a 
ry ra + 
2,371,116 
2,371,118 
= oc 7: 
2 ae 











g peptone J 
/ 2,371,487 
2,371,47¢ 
fi i 
a | : 
140,365 140,366 . 
140, 464 














2,369,807 /” 

















ae = Oe 
2,370,527 
mS ) 
2,370,478 
2,370,505 
S oo 
} { 
| 4 | 
} —— , y 
4 
t 
| 
2,370,671 
2,370,664 
‘ rs 
20 Pe 
Zour | ‘ ay 
oH © & 
; 5 i teCal 
4 yt Bb 
2,371,070 2,371,083 
{2 
a Av - 
2,371,198 
2,371,300 
ay 25 
Ege ae a 
2,371,525 
_ 


, bab 


140,501 


| ~ 


140,478 


140,549 








ing Company, Durham, Conn., a corporation of Connecti 
cut Application May 23, 1944, Serial No. 536,955 
Granted March 13, 1945 

2,371,525 Accounting Machine. Alfred G. Kibler 
Dayton, Ohio, assignor to The National Cash Register 
Company, Dayton, Ohio, a corporation of Maryland. Ap 


plication July 31 1943, Serial No. 496,899 Granted 

March 13, 1945. ; , 
2.371.598. Typewriting and Accounting Machine. Os 

ear J. Sundstrand, West Hartford, Conn., assignor t 

Underws Elliott Fisher Company, New York, N. ¥ 

1 corporation of Delaware. Application June 29, 1940 


Serial No. 343,232. Granted March 13, 1945 
DESIGN PATENTS 






140,36 Design for a Calendar Stand or Similar 
Article. Carlyle N. Montanye, Baltimore Md. Appli 
cation November 17, 1944, Serial No 116,401 Granted 
February 20, 1945 


140,366. Design for a Calendar Stand or Similar 
Article. Howard L. Moore, Cochranton, Pa. Application 


OFFI 


November 17, 1944, Serial No. 116,402. Granted Febru 
ary 20, 1945 ; 

140.464. Design for an Adjustable Swivel Chair or 
Analogous Article. James R. Jones, Lakewood, N 
assignor to Art Metal Construction Company, Jamestown, 
N. Y. Application March 10, 1944, Serial No, 112,844 
Granted February 27, 1945. 

140,478. Design for an Adjustable Office Chair or 
Analogous Article. James R. Jones, Lakewood, N. Y., 
assignor to Art Metal Construction Company, James- 
town, N. Y. Application March 10, 1944, Serial No. 
112,846. Granted February 27, 1945. 

140,501. Design for a Desk. Frank P. Fletcher, Pasa- 
iena, Calif. Application January 1, 1945, Serial No. 
117,217. Granted March 6, 1945. 

140,549. Design for a Fountain Stencil Brush. Mer- 
ritt W. Magann, St. Louis, Mo., assignor to Diagraph- 
Bradley Stencil Machine Corporation, St. Louis, Mo., a 
corporation of Missouri. Application December 13. 1944, 
Serial No. 116,887. Granted March 6, 1945. 
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CORPORATION REPORTS AND 
FINANCIAL NOTES 





Burroughs Adding Machine Company, Detroit, Mich.—In a certified 
report for the year ending Dec. 31, 1944, Burroughs Adding Machine 
Company showed a net profit of $2,528,617, equal to 50 cents a share, 
as compared to $3,716,618, or 74 cents a share, for the same period in 
1943. The 1944 earnings are exclusive of 19 cents a share estimated 
refund of prior year’s excess profits tax. Renegotiation proceedings on 
sales of regular products in 1943 have been completed and no refund 
was required. The company states that on basis of this clearance no 
refund should be required for 1944 sales of regular products and no 
provision therefore has been made. Fees received in 1943 and 1944 in 
respect to the company’s cost-plus-fixed-fee contract are subject to sep- 
arate determination. No provision has been made for such renegotiation 
as the company believes the effect, if any, should not be substantial 
in amount. (Detroit Times, March 6.) 


The Globe-Wernicke Co., Cincinnati, Ohio—Earnings of $384,592 for 1944 
before payment of Federal income taxes were announced by J. 8. Sprott, 
president of the company, before the annual stockholders’ meeting. Net 
earnings after taxes amounted to $176,310, compared with net earnings in 
1943 of $226,225. At the end of 1944 the company had the largest backlog 
of unfilled orders in its history, indicating a high level of production 
activity throughout 1945. All directors were re-elected to office: D. W. 
Balch, H. E. Coombe, R. H. Hammer, N. S. Hill, S. E. Hurdle, F. H. 
Kunkel, H. W. Nichols, J. J. Rowe, and J. S. Sprott. Mr. Sprott was re- 
named president; Mr. Hammer, secretary-treasurer; C. G. Lindeman, as- 
sistant secretary, and F. E. Kebler, assistant treasurer. The regular 
quarterly preferred dividend of $1.75 per share, payable April 1, to holders 
of record, March 20, was declared by the board.—RCE 


The General Fireproofing Company, Youngstown, Ohio.—The General 
Fireproofing Company’s 1943 net earnings were reduced $64,916 to 
$551,921, due to an additional refund to the Federal Government as a 
result of further renegotiations with the Army Air Forces regional price 
adjustment board. 

President George C. Brainard told shareholders this reduction will be 
reflected in its 1944 annual report. Original renegotiation proceedings 
had held up issuing the annual report and adjourned the shareholders’ 
meeting until July 29. Consequently it is expected that the company’s 
annual report and meeting will again be delayed this year.—AK. 


American Writing Paper Corporation, Holyoke, Mass.—-Net profits for 
1944 are reported as $184,312, or 51 cents each on 360,224 common shares, 
against $244,966, or 65 cents each on 375,200 common shares for 1943. Re- 
port states that the corporation in December, 1944, sold the Beebe & Hol 
breok properties. The sales resulted in a net loss of $374,474 which has 
been charged to the earned surplus. For some time, officers and directors 
have been giving earnest consideration to refinancing the present issue of 
general mortgage bonds in the hope that the burden of interest charges 
can be reduced, the company states. (New York Times, March 1.) 


Underwood Elliott Fisher Company— Underwood Elliott Fisher Company 
and domestic subsidiaries, year of 1944: net profit, $2,256,413, equal to 
$3.07 a share, against $2,483,057, or $3.38 a share, for 1943. December 
quarter: Net profit $725,276, or 98 cents a share, compared with $1,097,358, 
or $1.49 a share for final quarter of 1943. Net sales decline last year to 
$37,524,322 from $47,600,777 in 1943 resulted from completion of important 
war contracts. (New York Times, February 28.) 


Royal Typewriter Company, Inc., New York, N. Y.--For six months to 
January 31 net profit of $437,074, or 28 cents a common share is reported, 
against $683,285, or 51 cents a common share, for six months to Janu 
ary 31, 1944. Quarter to January 31: Net profit $221,167, or 14 cents a 
common share, against $244,086, or 17 cents a common share, for January 
quarter of previous year. (New York Times, March 2.) 


International Business Machines Corporation, New York, N. Y.—The 
corporation on March 10 reported for the year ended December 31, 1944, 
consolidated net profit of $9,711,355, after deducting $28,000,000 estimated 
U.S. federal and Canadian income and excess profits taxes. This profit, 
which was equivalent to $8.90 a share on the 1,091,443 shares outstanding 
at the end of the year, compared with net profit for 1943 of $9,204,884, 
after taxes, equivalent to $8.85 a share on the 1,039,546 shares then out- 
standing. Net profit before taxes was $37,711,355 in 1944, compared with 
$36,974,884 in 1943. Included in the total estimated taxes of $28,000,000 
is $22,802,000 excess profits taxes, after deducting post-war credits of 
$2,685,000. The net profit for the year 1944 is after provision for volun- 
tary renegotiation of war contracts made with the U. S. Government, 





computed in the same manner as was accepted by the Government for 
1943. In 1944, the company added $1,000,000 from earnings to the reserve 
for after-war adjustments and contingencies, bringing this reserve to a 
total of $8,000,000 at December 31, 1944. During 1944 there was invested 
$14,259,713 in rental machines, plant and equipment, and land and buildings. 








BUSINESS OPPORTUNITIES 


Wanted Abroad 


Fisher Corporation, Ltd., Plans Post-War Trade.—G. S. Mullins, director 
of mainland operations for Fisher Corporation, Ltd., announces formation 
of a new company known as Pacific-Asiatic Factors to operate exclusively 
in the import-export field in the Far East and South Pacific just as soon 
as circumstances permit. Offices will be maintained at Honolulu, Hawaii, 
and San Francisco. It is the organization’s intention to operate in Aus- 
tralia, New Zealand, New Guinea, Celebes, Borneo, Philippine Islands. 
Dutch East Indies, Malay States, French Indo-China, Thailand, Burma, 
China, and Japan. Direct selling agencies will be operated, wherever busi- 
ness circumstances dictate, for direct representation of manufacturers 
and suppliers. The parent organization—Fisher Corporation, Ltd.—operates 
in the Hawaiian Islands at the present time in jobbing, wholesale and 
retail distribution of all types of office equipment, furniture and supplies. 





Conrad and Company, England, Offers a Market.—‘‘We have a wide 
established eonnection already for distribution purposes and we could sell 
any type of filing equipment and supplies, office machines, loose leaf goods, 
desk sundries, and so forth,’’ writes Conrad & Company of Bengeo, Hert- 
ford, England. Distribution covers the whole of England, with offices in 
London. The firm states that large manufacturing sources employing some 
600 operators are available and both manufacturing (using American 
patents) and distribution could be handled. 


Stockholm, Sweden, Firm Wants to Handle American Lines—Frans Svan- 
strom & Company, Stockholm, Sweden, has signified its desire to get the 
sole agencies for some American firms making articles such as fountain 
pens and pencil sharpeners. The Sheaffer, Conklin, Waterman and Parker 
fountain pens are already represented in Sweden. The firm has a fine 
wholesale department which distributes throughout Sweden and also oper- 
ates an attractive retail store in Stockholm. 


Wanted at Home 


Don Strehiow to Operate Wyoming Firm, Seeks Franchises.—Connected 
for the past several years with the Kellner Typewriter & Supply Company 
at Sheridan, Wyo., Don Strehlow announces that is now operating the 
Sheridan Typewriter & Supply Company, which opened for business on 
April 1. He is interested in getting franchises of various nationally-known 
office supply, office furniture and business machine dealers and also would 
welcome catalogs from various supply houses interested in this new business. 


Manufacturers’ Catalogs Sought by Tucson Store.—The Arizona Station- 
ers, opening their new store at 758 South Stone Avenue, Tucson, Ariz., 
desire to receive new catalogs and literature from manufacturers and job- 
bers of office supplies, greeting cards, fountain pens, loose leaf and visible 
systems, office desks, office chairs, and filing cabinets. 


University of the State of New York Asks for Catalogs—The state edu- 
cation department purchase office, University of the State of New York, 
Albany 1, is desirous of receiving new catalogs or supplemental sheets 
bringing catalogs up to date, announces Head Clerk R. W. Bennett. 


Wisconsin Dealer Wants Trade Literature.—F. C. Klebs of Fond du 
Lac, Wis., selling office supplies, desires manufacturers’ catalog and 
price lists, 








NEW TRADE LITERATURE 





Addresservice Company, New York, N. Y., has just issued a new broad- 
side which tells the story behind its activities. As the first in a planned 
series of visual ads for the dealers, this broadside has a special die-cut 
insert illustrating and describing nine of the most popular addressing and 
embossing machines, as well as accessory equipment. Complete details 
and a copy of the two-color broadside can be obtained by writing directly 
to Addresservice Company, 298 Broadway, New York 7, N. Y. 











AN IMPORTANT C OF THE THREE C’S 


Over the years, Character, Capacity and Capital have been, and will continue to 
be, the prime requisites in considering the qualifications of the credit applicant. The 
requirements as to character and capital have remained constant, notwithstanding 
the extensive changes in legislation affecting the conduct of a business. We won't 
dwell on these. But we do offer some thoughts as regards capacity. With the in- 
creasing governmental demands in the form of legislation, new businesses, if they are 
to succeed, or businesses already established, if they want to survive, must have or 
develop a greater amount of ability than heretofore. 

In the last analysis, capacity consists in the ability to operate a business success- 
fully. Until such time as our business operations became as complex as they are 
today, with changing social concepts resulting increasingly in the entry of Govern- 
ment into business, the merchant was not required te cope with so many different 
problems in order to establish a satisfactory capacity. These increased burdens in | 
the establishment of capacity impose upon the merchant the requirement that he 
have greater ability and industry than ever before. 


(From the “Weekly Bulletin” of The Stationers and Publishers Board of Trade, Inc.) | 
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SAN FRANCISCO—WORLD SECURITY 


Golden gateway of hope for nations weary of conflict is San 


Francisco, site of the World Security Conference opening April 
25. May the delegates there translate the discussions of Dum- 
barton Qaks, Bretton Woods and Yalta into the actualities of 


peace for the today’s generations and those yet unborn! 


(Photo courtesy Atchison, Topeka & Santa Fe Railway Company ) 
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Importance of a Yardstick in 
Business Management 


URRENT conditions pose many 

problems which will require a 
better job of business analysis 
than the office appliance retailer 
has been inclined to give to this 
phase of management in the past. 
The dealer keeps records of op- 
erations, not only to determine 
how much he made but to find out 
how he made it and whether he 
profited as much as he should 
have. Too many dealers, however, 
are interested only in finding out 
how much they earned on Sales 
and are content to let the other 
two considerations slide. The first 
objective requires but a cursory 
scanning of operating figures and 
a quick look at the net profit with 
little or no further investigation. 
The last two considerations in- 
volve business analysis and require 
longer study, followed by aggres- 
sive action to correct defects. 


One essential to business anal- 
ysis is a yardstick. Every phase 
of life is relative. We wouldn't 
know one if we didn’t know two. 
We wouldn’t know laughter if joy 
was nonexistent. We understand 
values only by comparison and 
comparison is the keystone of 
business analysis. The dealer who 
gets a statement of operating fig- 
ures cannot appraise it intelli- 
gently unless he compares costs 
and ratios with other costs and 
ratios.. Thus, a yardstick of some 
kind is an important aid to man- 
agement. If it is not dependable, 
the dealer will get an off-focus 
perspective of his efficiency, and 
trouble will develop sooner or 
later. 

What is the most dependable 
yardstick to use? That is a ques- 
tion the dealer must decide, to a 


By FRED MERISH 


Business Analyst and 
Financial Counselor 


great extent, for himself. He can 
acquire the ability and facility to 
construct a dependable yardstick 
and use it intelligently to measure 
current results only if he keeps 
his figures under his orbs all the 
time. Business analysis requires 
sound judgment, a trait acquired 
only through experience and in- 
herited characteristics, sometimes 
called “mother-wit”. The pur- 
chase of ledgers and journals, the 
installation of stock control cards 
and other costing devices, will not 
be the Aladdin lamp to wise man- 
agement. The dealer must burn 
the midnight oil over his operat- 
ing figures to manage wisely. 
Those who have done little in the 
field of business analysis to date 
will find that it will take time to 
acquire a sound perspective, but 
the effort is worth while and ab- 
solutely essential today and in the 
critical post-war tomorrow. No 
businessman, can by-pass a deep 
study of operating results from 
now on and earn maximum profit. 
Those who haven’t the flair for 
such work, or just can’t get the 
hang of the thing, may go along 
in the same old-fashioned way, 
but they will have a much harder 
time keeping out of a foxhole than 
their predecessors in pre-war peri- 
ods of normalcy. 

Business for a long time will be 
buffeted from without and from 
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within by economic, governmental 
and international Gremlins and by 
group action of one kind or an- 
other, which, directly or indi- 
rectly, will affect costs and profits. 
Trying to follow the old way of 
life in the new era to come, pre- 
paring operating figures period- 
ically just to see where you stand, 
without going behind the figures 
to find the “why” of your position 
and then planning for betterment, 
just won’t be cricket any longer. 


What yardsticks have business- 
men used in the past to analyze 
their positions? In general, they 
have constructed this measuring 
device from five different types of 
figures: actual, normal, average, 
budgeted and group figures. Some 
yardsticks are built on only one 
or two classifications. This does 
not give best results. The depend- 
able yardstick is born of all clas- 
sifications. Unless the dealer, 
however, has a thorough _under- 
standing of the figures uSed in 
developing a yardstick and if they 
are not, in themselves, dernendable, 
this measurement wiil be off. 
Therefore, we give counsel in this 
article to provide a pattern to fol- 
low in conducting current oper- 
ations most profitably. 

In bridging over from war to 
post-war days, the dealer must 
feel his way with a short-term 
yardstick because conditions may 
change within the month. Market 
prices on merchandise may fluc- 
tuate widely, labor may demand 
more or be easier to procure, the 
demand for goods may soar or 
sink for a time after hostilities— 
all of which may throw out of line 
any yardstick covering an extend- 
ed period. But the dealer who uses 
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only prior-month figures to yard- 
stick current operations is com- 
paring actual results with actual 
results, and this comparison is 
dangerous at any time, particular- 
ly where business is seasonal. 
Overhead ratios are certain to be 
off in slack season periods, al- 
though dollar-and-cents results 
may not vary greatly if the dealer 
does a good job of cost control, be- 
cause overhead is more or less 
fixed in or out of season. On the 
other hand, the cost of sales will 
show variances, not so much in 
ratios as in dollar values, assum- 
ing that the dealer does not cut 
prices unduly to get business in 
slump periods. 


Prior-Month Figures Do Not Tell 
All That Should Be Known 


The usual procedure is to check 
seasonal periods against prior-pe- 
riod high and low spots, but here 
again there is a risk in going back 
a year or more for comparative 
data. In the meantime, much may 
have happened, particularly in 
times like these, to make it im- 
possible to simulate prior-period 
figures. Hence, their use is limited 
as a yardstick with which to 
measure current operations. Where 
a business movement is about the 
same from month to month, prior- 
month figures, with little or no 
adjustment, may be used as guides. 
But few businesses are in this 
category. Prior-month figures are 
useful, however, in compiling a 
yardstick because they are links 
in the chain that reveal the busi- 
ness trend, whether upward or 
downward, at an even pace or by 
erratic fluctuation. They also dis- 
close changes in trends or changes 
in any item of operation. 

Normal figures have so many 
definitions that we suggest scrap- 
ping the term. No one knows what 
“normal” is. In our opinion, “nor- 
mal” figures in the office appliance 
dealer’s mind belong to a period 
when profits were tops and head- 
aches few. But business is never 
an easy process. It requires guts, 
sweat and intelligent action al- 
ways. Sometimes you do get the 
breaks and do better than ex- 
pected or deserved. But these pe- 
riods should not be considered 
‘normal’, although it is only nat- 
ural that a mind may bend in this 
direction. The dealer who uses 
normal figures as his yardstick in 
business analysis may find, after 
candid investigation, that these 
figures covered a period which he 
considered “normal”, but which in 
reality was the result of a com- 
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bination of fortunate circum- 
stances. They, therefore, are not 
dependable guides. 

Average figures may cover any 
prior period, but the hazard in 
their use is that the period cov- 
ered will not produce the same re- 
sults as the period for which they 
serve as yardstick. Obviously, the 
ratios recorded for a depression 
period will vary with the ratios 
shown for a prosperous period 
and again the yardstick will mis- 
lead. Results won’t jibe because 
they can’t jibe. Pre-war figures 
are poor yardsticks to use today 
and in the post-war period; simi- 
larly, figures covering operations 
during the war are not likely to 
prove a dependable yardstick. This 
means that you must make sure 
when using average figures that 
the conditions covering both pe- 
riods are similar. In stable times, 
the dealer may use a yardstick 
covering a longer period of time. 
Some businessmen, in stable pre- 
war years, used average figures 
covering three to five prior years 
to gauge current operations. This 
you cannot do today nor in the 
post-war tomorrow because the 
business pendulum is swinging too 
rapidly over a much wider and 
more varied arc. Thus, if you use 
average figures today and in the 
post-war tomorrow, you should fix 
the month instead of the year as 
the unit of time, covering a range 
of from three to 12 months, de- 
pending upon the degree of sta- 
bility or instability and your own 
position. 

Budgets Must Be Flexible 


Budgeted figures are construct- 
ed after a review of actual, aver- 
age and group figures, plus a fore- 
cast of sales in total or according 
to departmental lines. If subse- 
quent events indicate that the 
budget should be changed to meet 
conditions not foreseen when pre- 
pared, the changes are made. We 
never heard of a management 
twinning budgetary figures with 
actual. Hence, budgets should be 
flexible. 

It is more important for dealers 
to budget today than at any pre- 
vious time in the annals of busi- 
ness, but take it easy. Do not com- 
plicate the routine unduly. As pre- 
pared by some dealers, budgets are 
more of a drag on analysis than a 
boon because they necessitate too 
much paper work. Your yardstick 
should be easy on the ego and 
effort. Don’t bring the Einstein 
theory into your measurements. 

Although budgetary figures 


should be prepared after reviewing 
all other types of business figures, 
these estimates alone, because of 
the gypsy in them, are not safe 
guides. They contain an element of 
prophecy, which, if not satisfied, 
makes comparison between esti- 
mated and actual costs dubious. 
And forecasting is going to be a 
tough proposition for the next few 
years. Budgets should be pre- 
pared, nevertheless, or you will be 
working without a plan. The vari- 
ance between actual and esti- 
mated figures is not so much a 
yardstick of managerial efficiency 
as of forecasting ability and busi- 
ness vision. You may manage 
well in two different periods, yet 
budgetary and actual figures may 
show widely different variances. 
A budget’s value is in planning. 

Never use budgeted figures as 
yardsticks after the period has ex- 
pired. They contain too many 
variables for safety. The variances 
between budgeted and actual costs 
are worth reviewing to determine 
the degree of similarity between 
actual and estimated results. This 
will aid in appraising the degree 
of variance over the different pe- 
riods, indicating your improve- 
ment or retrogression in your abil- 
ity to aim to make the twain meet. 


Use Group Figures as Guide Only 


Group figures, provided from 
outside sources, are gathered from 
businessmen in the same field. 
Sometimes they are used “as is” 
for comparative purposes but we 
advise against this. Use them only 
as guides in the preparing of your 
yardstick for comparative analysis. 
Also remember that group figures 
are of limited value unless pro- 
cured from dealers in the same 
field, with similar volumes and 
in towns of about the same size, 
because ratios differ with these 
factors. 

Much in business is an estimate. 
That’s why business analysis is so 
important. It minimizes the risk 
if the yardstick used to get per- 
spective is dependable. From the 
foregoing, it is apparent that the 
yardstick is not built of snap judg- 
ment, neither can you make the 
process so involved that you need 
calculus to compile the measuring 
device or use it for comparative 
analysis. The use of business fig- 
ures for comparative purposes is 
born largely of experience and a 
consistent study of operating fig- 
ures. So the important thing to 
remember is that you use a de- 
pendable yardstick; otherwise, you 
cannot appraise operating results. 
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BUILT-IN CONVENIENCE FOR REPAIR WORK—The interior of the “Mechanicar”’ 
rolling repair shop. A lathe, air compressor, stainless sink, wash basin for immers- 
ing machines, and a heavy metal punch are included in the truck’s equipment. 


Mohile Typewriter Repair 
Shop Solves War Problem 


By BERT MERRILL 


WAR-INSPIRED service for 

repairing typewriters and all 
types of office machines is the new 
“Mechanicar” rolling repair shop 
currently operated by Contra Cos- 
ta Office Machine Company, Rich- 
mond, Calif. 

W. H. Estment, head of the office 
machine sales agency, has special- 
ized in quick and efficient repair 
work as well as new machine sales 
for the past decade, his territory 
covering a vast office area includ- 
ing San Francisco, Oakland, Oak 
Knoll, Berkeley, San Leandro and 
Hayward. During that time his 
interest in “taking repair work 
direct to the source” produced the 
design for a rolling shop which 
seemed feasible on paper. How- 
ever, it was not until the advent of 
the war that it was felt*possible to 
put the plan into actual opera- 
tion. 

“When the war began, with its 
consequent loss of personal and 
crippling of delivery services nec- 
essary to office machine repair, 
we had to do something,” Mr. 
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Estment said, grinning. “It was 
either develop some mobile method 
for doing-on-the-spot work for 
hard - pressed customers or let 
them go altogether. With 90 per- 
cent of our office machine custo- 
mers clamoring for new machines 
and 100 percent efficiency on those 


already in use we knew it was 
high time to get our mobile serv- 
ice truck into use.” 


Taking the plan for the truck to 
OPA, Mr. Estment was able to get 
an excellent priority on materials. 
He placed an order with a San 
Francisco body builder almost im- 
mediately. “We were pleased to see 
how well the Government office 
realized the importance of func- 
tioning office machines to the 
war,” he said. 


Description of Mobile Shop 


The “Mechanicar,” as pictured, 
is an 18-foot panel-body truck 
done in two colors, and mounted 
on a ton and a-half Ford chassis. 
Built of high tensile lightweight 
steel enclosing a _ solidly-braced 
structure, it is heavy enough to 
operate a lathe and other heavy 
equipment safely. The interior is 
lined with plywood over an insu- 
lating materiai which keeps the 
shop comfortable, as well as muf- 
fling noise. 

Following a regular schedule, 
plus answering emergency calls 
whenever they come in, the truck 
ranges over northern California 
with a two-or three-man crew, de- 
pending upon the amount of re- 
pair work expected. It is set up to 
be driven directly into a school- 
yard to repair all machines in the 
school, or to be parked near the 
office wall of a defense plant, 
where each repair job can be 
turned out swiftly and the ma- 
chine returned to service. As many 
as 18 typewriters have been re- 
paired at a single stop and almost 
as many adding machines, calcu- 
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“MECHANICAR” ROLLING REPAIR SHOP—Contra Costa Office Machine Company, 
Richmond, Calif., has devised this means to bring repair service direct to its 
customers—schools, offices and factories. 
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lators and dictating equipment 
units. 

For easily handled repair work, 
the shop contains a lathe for 
turning parts, an air compressor 
for spray and pressure equipment, 
stainless sink and wash basin for 
immersing machines, and a heavy 
metal punch. Each is electrically 
powered and the unit has a 100- 
foot extension cord for plug-in 
power wherever it stops. (This 
power source was chosen rather 
than place an extra load on the 
truck engine). Spaced around the 
walls as shown in the accompany- 
ing picture are drawers and cabi- 


nets for parts. There are also 
grinding wheels, metal refinishing 
sprays, acid baths and soldering 
equipment facilities. 

The rolling repair shop is set up 
to rebuild typewriters and adding 
machines completely, or make 
small repairs with equal rapidity. 
Where it is necessary to keep a 
machine out for a long period, a 
stock of “loaner” typewriters and 
adding machines is always carried 
to replace those undergoing serv- 
ice work. 

“Tt has been an inestimably val- 
uable good will builder,’ Mr. Est- 
ment pointed out, “and, of course, 


Shelves Are Stock Containers—bive 


tHE PRIMARY function of 
| seins is to carry stock, but 
the potential display value of 
shelves should also be exploited. 

Shelf display elements are 
largely negative, therefore: 

1. Don’t let stock get full of 
gaps—keep it neat and orderly. 

2. Don’t let sizes and colors of 
containers clash. Keep stock of 
uniform size on each shelf, if pos- 
sible, and keep colors together as 
far as is practicable. 

3. Don’t let stock become dirty. 
Keep it clean so that it will not 
soil the hands of the salesperson 
or customer examining it. 

4. Don’t forget to keep stock 
priced, either on the container 
itself or on tags placed in accord- 
ance with company policy. 

5. Never place small price tags 
on front edge of shelving. This 
practice causes arguments and 
mistakes, since misplacements are 
common. 

6. Keep drawers neatly tagged, 
and keep them shut when not in 
use. 

7. When placing small boxes on 
a shelf, the size of the boxes often 
does not allow filling the bin to 
capacity. Usually there will be a 
space left for another box. In a 
case of this kind, leave the space 
at the end of the bin nearest to 
the street entrance. The reason 
for this is to make the bin appear 
completely filled when a potential 
customer is looking at it from the 
street entrance. The boxes will 
then be up against the upright 
support between the shelves, and 
all that will be seen is the edge. 
If the shelving is directly in front 
of the street entrance, across the 
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By Chain Store 


Display Manager 


far wall side of the store, the space 
between the boxes should be 
equally divided so that the bin 
will appear completely filled. 

In other words, merchandise 
kept on shelves behind a counter 
is too far away from the customer 
to have much sales appeal. That 
is all the more reason why it is 
important to keep stock clean, 
orderly and properly priced. 

Salespeople should be instructed 
to pause momentarily when tak- 
ing a container from the shelf, to 
draw forward another and thus 
avoid a gap. 


Utilizing Shelf Space for Display 


The first suggestion under this 
heading is the unit display usually 
iluminated, on a shelf from which 
all other merchandise has been 
removed. When a store has more 
Shelf space than the manager 
knows what to do with, a display 
of this type is probably worth 
while. It brightens up that side of 
the store, and if the product is 
effectively displayed, it will occa- 
sionally lead to an inquiry and a 
sale. 

The second idea is a display 
board mounted against the shelv- 
ing, either fixed in position or on 
hinges, with merchandise mount- 
ed on the board. It is useful in 
filling up shelf space, and also in 
covering up a section of more or 
less unattractive cartons. When 
a hinged board is used, the space 
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the side panels themselves are roll- 
ing billboards which never fail to 
attract attention. As we roll into 
each selected service spot, we in- 
variably attract the attention of 
other office managers who are 
usually counted on to telephone in 
and make an appointment for 
service. Along with that, we usu- 
ally draw interested businessmen 
customers wherever we stop — 
much in the same way housewives 
used to rush out when the Scissors 
grinder came around the neigh- 
borhood. It’s a service we mean 
to continue and perhaps expand 
after the war.” 


‘em Display Punch 


behind it serves as a place for 
stock. Every item on such a board 
should have a price, not in too 
large figures, but large enough to 
be read by a customer across the 
counter in front. 

Sub-shelf space—the shelves be- 
low the ledge—should be used 
chiefly for large cartons or other 
large containers. Too often this 
space is used as a catch-all for 
odds and ends, thus violating the 
principles of uniformity and sys- 
tem. 

Shelf space also includes the 
drawers in the shelving. In stores 
equipped with the long 24-inch 
drawers, these should be extended 
along the wall in a row about 
three high, with the bottom draw- 
er from eight to ten inches from 
the shelf ledge. This allows canned 
goods and other presentable con- 
tainers to be kept above the draw- 
ers and leaves a space below them 
for cartons and the less attractive 
containers. 

These high-ledge displays, while 
of very little sale value, serve an 
ornamental purpose and should 
therefore be governed by the prin- 
ciples of ornamental display. 
Adapt them first of all to the 
height of the store. If the ceiling 
is low so that there is only a foot 
or so between it and the ledge, 
very little, if any, display should 
be attempted. Similarly, in a 
three or four-foot space, do not 
put in large objects that come up 
right next to the ceiling. Balance 
is the biggest single factor in or- 
namental display. Size up the 
length and height of the space 
available, then insert the size and 
number of products that balance 
well in this area. 
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SURVEY of office appliance 
dealers of the Rocky Moun- 
tain region reveals that many are 
alleviating wartime labor short- 
age by hiring ‘teen-age boys. Such 
labor works out well if the deal- 
er considers the following things: 
1. First of all, consider the job 
to be filled. Would a teen-age boy 
be qualified to handle it? Would 
he have the strength? The endur- 
ance? The mental ability? The 
personality? Teen-agers may be- 
come valuable employees (have 
become so for many) but there is 
still a great difference between a 
youth and an adult. 

2. When placing a teen-ager on 
the job, be sure to give him care- 
ful instruction of what he is sup- 
posed to do. Young people are 
often shy or reticent about asking 
questions. Hence, always make 
sure those you hire understand 
what is wanted of them. Do this 
and nine times out of ten they 
will carry out your instructions to 
the letter. 

3. Do not attempt to be too 
strict or exacting. Boys will be 
boys and that is that. Even so, in 
the long run they’ll do their level 
best for an employer who trusts 
them. 

4. Avoid working the young per- 
son for unusually long periods. 
The teen-ager does not have 
adult endurance and his efficiency 
will tend to drop if work is con- 
tinued for too long a stretch. 

5. As to pay. Naturally the teen- 
ager can be hired for less money 
than an adult, but don’t try to 
get him for nothing. Pay him well, 
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By LESLIE LINCOLN 


and pay him weekly. Adults may 
work on a monthly basis, but not 
youngsters—they have to see the 
color of their money promptly. 

6. In the event a youthful em- 
ployee makes a mistake on the 
job, avoid scenes, loss of temper, 
and so on. Instead, take him aside, 
explain the error and show him 
the correct way of doing the task. 
The teen-ager is at an impression- 
able age and, whereas he needn’t 
be handled with gloves, he must 
be given due consideration. Just 
because he is young is no reason 
for his being stepped on. 

7. In hiring the young person, 
adopt a friendly attitude—never a 
patronizing one. (In fact, this goes 
for all relations with him.) After 
explaining the job to him, it is an 
excellent plan to ask him frankly 
if he thinks himself qualified to 
handle the work. In nine cases out 
of ten he will give you an honest 
answer. 

8. The variety of jobs the teen- 
ager has taken over nowadays are 
legion. With competent training 
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he can be made to do excellent 
work. The best training plan is to 
set him to work on an apprentice- 
ship basis under an adult em- 
ployee. Teaching of this sort is 
easier for him to understand than 
straight lecturing and instruction. 

9. Be tolerant of the occasional 
whim of the teen-ager. An occa- 
sional Saturday afternoon off for 
the ball game or a short after- 
noon in order to get ready for a 
dance should be permitted when 
praticable. Of course, such a thing 
will not or should not become the 
general rule, but a little under- 
standing of teen-age desires will 
do much to keep up youthful em- 
ployee morale. 

10. Part-time jobs are especial- 
ly well filled by the young person. 
High school boys can often be 
obtained to take jobs after school 
hours. The same goes for Saturday 
and holiday work. 

11. Do not be afraid to delegate 
responsibility to a youngster after 
he has proved his merit. Many 
young people are just as capable 
of handling’ responsibility as 
adults. Given the chance, they can 
show you trustworthy, responsible 
work. For best results start them 
out slowly, gradually increasing 
the load. 

12. Last of all, make sure to 
check on all local legislation re- 
garding minimum ages, salaries, 
and so on, for the young person. 
Also check regarding maximum 
hours he is permitted to work. 
Ignorance of the law can be 
mighty embarrassing and expen- 
sive to the office appliance dealer. 
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SPECTAL RIBBON AND CARBON SECTION 





Are You betting Your Share? 


R. OFFICE SUPPLY DEALER, 
M are you satisfied with the 
volume you are doing with carbon 
paper and ribbons? Are you mak- 
ing real profit in this department 
of your store operation? Have you 
analyzed the potentialities of pos- 
sible business that you can do with 
these items in your locality? 

If your answer is “no” to any of 
the three questions, then this little 
story may be of interest to you. 

Far too many dealers are giving 
too little attention to the promo- 
tion and sale of their carbon pa- 
per and ribbons. For several years 
our store, too, was content to coast 
along with just a normal amount 
of business in this field. Within 
the last two years, we have or- 
ganized ourselves and have given 
particular thought and planning 
to developing our sales of carbon 
paper and ribbons. As a result, we 
have quadrupled our business. 

Our experience, I believe, is no 
different from that of any other 
dealer who is really interested in 
boosting these sales. Our big in- 
crease was not done simply by 
waving a magic wand; rather, re- 
sults were gained by a careful 
analysis of the business we had 
been doing in comparison to the 
potential sales. Added to this, we 
have put in long hours and hard 
work making calls. The astounding 
results we have enjoyed are no 
different than those you can ob- 
tain, Mr. Dealer, if-you are willing 
to set up an intelligent program. 

In these days of wartime busi- 
ness, every dealer is confronted 
with restrictions on manufacture. 
Many of the items sold in normal 
times are not available and many 
lines are very limited, making it 
necessary for the dealer to keep 
continually looking for additional 
items which will maintain his 
sales volume. 


Restrictions Have Not Hampered 


This has not been wholly true 
in the history of ribbons and car- 
bon paper inasmuch as this in- 
dustry was declared essential in 
the early part of the war. Of 
course, certain restrictions have 
been made, but in general manu- 
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By WILLIAM E. GOFF 


Bill Goft, Inc., 
Madison, Wis. 


facturers in this field have been 
able to supply their dealers with 
a very complete line of merchan- 
dise. This particular point is very 
important, because the effort you 
make in developing carbon paper 
and ribbon business means that 
you can fill orders without worry- 
ing about not being able to get 
prompt service on your deliveries. 

Of all the items you Sell in your 
store, have you ever considered 
the fact that none of them will 
give you greater net profit per 
item sales than your ribbons or 
carbon paper? All of these facts 
being positive, why not put em- 
phasis on this particular field, 
where you can get all the mer- 
chandise you require and the max- 
imum in net profits? 

In setting up our present opera- 
tions in the sales of carbon paper 
and ribbon, here are the eight 
points which we amplified: 1. The 
manufacturer; 2. A complete 
stock; 3. Store preparation; 4. 
Knowledge of your merchandise; 
5. Sales in the store; 6. Sales calls 
in the customer’s office; 7. Well- 
prepared sales presentation; 8. 
Asking for the order. 

1. The Manufacturer.—Does 
your manufacturer have a com- 
plete line of carbon paper and rib- 
bons? There are several good reli- 
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able manufacturers in this indus- 
try who do make complete lines of 
merchandise for the dealers. Such 
established and reputable manu- 
facturers do national advertising 
which is of great value to the 
dealer. Your manufacturer should 
be happy to supply you with in- 
formation on his goods in the way 
of window display cards, sales in- 
formation bulletins and monthly 
sales promotional letters. These 
all open up new avenues of 
thought for the dealer in the pro- 
motion of his carbon paper and 
ribbons, as well as keeping him 
well informed on any changes or 
new merchandise coming into the 
market. 


Because of the stress of war, all 
businesses have been faced with 
the difficulty of getting salesmen. 
That is true, of course, with the 
manufacturer, too. But even 
though the calls are less frequent, 
the wide-awake manufacturer will 
see to it that his salesmen call on 
the dealer periodically to give him 
whatever help he needs. The sales- 
man is of such great importance 
in building up a good account that 
the wise manufacturer, regardless 
of size, is not neglecting his 
dealers. When the manufacturer’s 
representative calls on you, Mr. 
Dealer, plan to have your sales 
force and store employees “sit in” 
with this representative to gain 
further knowledge of his products. 
One of the important things that 
this manufacturer’s salesman can 
do for you, as a dealer, is to make 
office calls with your salesman. 
This will not only increase the 
sales capacity of an experienced 
salesman, but will be of tremen- 
dous help for any new salesmen 
you may be training in your store. 

2. A Complete Stock.—Without 
a complete stock of merchandise 
with which to serve your custo- 
mers, you cannot ever expect to 
build up a substantial business in 
the carbon paper and ribbon field. 
You should know the requirements 
of your customer in your particu- 
lar field and stock according to 
these requirements. We have found 
that for us it is best to stock three 
grades or three qualities of both 
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ribbon and carbon papers. That 
is, we carry the highest-grade line, 
a medium grade and a relatively 
low-priced range. The competi- 
tion with us is such that we find 
this is necessary. Our sales efforts 
are always directed toward the 
sale of our top quality and the 
highest-priced merchandise, and 
our experience shows that once 
we get a customer established in 
using this better quality material, 
he will be dissatisfied with any- 
thing lower in quality and price. 

In stocking ribbons, two or three 
grades will usually be sufficient. 
Our biggest seller is the $1.00 grade 
of ribbons but, because we have a 
demand for a lower-priced ribbon, 
we do carry a 75-cent seller. Along 
with these ribbons we carry, when 
available, silk ribbons and make 
an effort to sell them to all of our 
customers. You may be surprised 
at the volume of silk ribbons sales 
Many buyers are interested in and 
looking for the high-quality per- 
formance and long life that can 
be obtained only from silk ribbon. 
Thus, once a customer gets started 
using silk, he is very likely to con- 
tinue. This builds up greater sales 
and makes a more satisfied custo- 
mer for you. 

In selling carbon paper it is 
best to offer the trade three 
weights—light weight, standard 
weight and medium weight. Ex- 
plain to your potential customer 
that the light or featherweight 
paper is a four-pound manifolding 
sheet for making six or more 
copies at one time, that the me- 
dium weight carbon is a sheet of 
about five and a-half pounds for 
making three to six copies, and 
that the standard weight carbon 
is a seven-pound sheet which is 
generally used for correspondence 
or office use in turning out three 
or four copies. It is rarely neces- 
sary to go into the heavyweight 
carben used for billing work or 
correspondence where only one 
copy is required. 

The other essential factor to be 
presented is that your carbon pa- 
pers have three finishes—the hard 
finish, which gives a gray, sharp 
writing copy; the medium finish 
for medium black writing, and the 
intense finish which gives a jet 
black writing copy. If the proper 
weight of carbon paper is selected 
for the number of copies required 
and the finish or degree of black- 
ness is satisfactory, the appear- 
ance of the copy will be pleasing. 
It is as simple as selecting a lead 
pencil. 

3. Store Preparation.—Don’t 
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HELPING TO SELL CARBON PAPERS—This window display prepared by Old Town 


Ribbon & Carbon Company, Inc., helps enterprising dealers sell carbon papers. 


overlook the fact that in selling 
carbon paper and ribbons proper 
display is necessary. Make period- 
ical window displays by using the 
manufacturer’s window cards and 
other aids, and arrange your stock 
in neat, easily-accessible order. By 
this means your customer will be- 
come acquainted with it to the 
extent that he takes down a box 
of carbon paper or a ribbon from 
its place on your shelf and ex- 
amines it. A well-displayed card 
directing your customers to your 
carbon paper and ribbon depart- 
ment will pay you dividends, and 
in these times of help shortage 
many of your customers will fre- 
quently wait on themselves. 


4. Know Your Merchandise.— 
To many dealers, carbon paper 
and ribbons are. so familiar and 
common that they have never 
been given the proper amount of 
study. This information can best 
be learned from your manufac- 
turer’s catalog or through the 
medium of sales letters or in- 
formational bulletins which your 
manufacturer sends to you peri- 
odically. Do not throw these bits 
of information aside or put them 
into your files until you have 
thoroughly digested them. Every 
bit of literature on carbon paper 
and ribbons that comes into your 
store should be passed along to 
all of your sales people. 


Carbon and ribbon selling re- 
quires skillful study so that you, 
Mr. Dealer, will have a far greater 
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knowledge of this merchandise 
than does your customer. Dig into 
all avenues of knowledge and 
properly prepare yourself as an 
authority on the various weights 
and finishes of carbon paper, as 
well as grades and qualities of 
typewriter ribbons and adding 
machine ribbons. In that way you 
can best serve your customer. 


We have found in selling carbon 
paper that our customer has been 
most interested when we started 
to talk about some of the problems 
of poor copies. We point out sev- 
eral factors which might be caus- 
ing this trouble. For example, we 
hear a great deal about carbon 
“treeing” or wrinkling. Generally, 
this means that the carbon has 
been mishandled or the sheet has 
not been inserted evenly with the 
rest of the paper. Or it might be 
that the platen and feed rolls on 
the typewriter need a slight ad- 
justment. 


5. Store Sales.—All of your sales 
people should first be trained to 
learn from the customer who 
walks into your store just what he 
needs. If it is carbon paper that 
he wants, find out how many 
copies he expects to make. Then 
you can give him the proper 
weight and finish. If it is a ribbon 
that your customer wants, find out 
the kind of typewriter that it is to 
be used on, particularly whether 
it is a standard or a silent one. If 
the customer uses a pica type, 
generally a medium-inked ribbon 
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will be best for his requirements. 
However, if he uses elite type you 
will better service him by selling 
a lighter-inked ribbon. 

6. Sales Calls in Your Custom- 
er’s Office.—If you limit yourself 
to an expenditure of sales effort 
only on those customers who come 
into your store, you will never be 
able to build up any substantial 
increase in your carbon paper and 
ribbon business. You must follow 
through with an intensive and 
well-organized plan of sales calls 
in your customer’s office. The old 
adage that you must make calls 
to get results is certainly true in 
this field and our experience has 
been that the very large percent- 
age of our business is brought in 
by contacts which we make out 
in the field. 

By making calls on your custo- 
mer, you are going to be in a bet- 
ter position to analyze his require- 
ments and to serve him properly, 
for you'll be able to see what kind 
of a typewriter he uses, the weight 
and kind of paper he wants and 
the number of copies he requires. 
You'll also have the opportunity of 


getting acquainted with the steno- 
graphers who actually use this 
merchandise, and of discussing 
problems with them. 

7. Well-Prepared Sales Presen- 
tation.—Unless a salesman is well 
prepared and knows what he is 
going to say when he calls on a 
customer, he is not going to be 
too successful. Your sales presen- 
tation should be short and to the 
point. Carbon paper and ribbon 
cannot be sold by telephone calls 
or by letters—it takes a personal 
call. The salesman who shows 
great enthusiasm for his merchan- 
dise and genuine interest in the 
customer’s carbon and ribbon re- 
quirements is going to gain the 
respect of the buyer, plus his busi- 
ness. 

8. Asking for the Order.—Many 
salesmen in this field think that 
they are making real headway if 
they can get their prospective 
customer to take a few samples 
for trial use. We are convinced 
that this idea is erroneous because 
samples of carbon paper left with 
Mr. Prospect may never be used 
or, if they are used, no trial or 
test is actually made. We have 


found that our best results are 
obtained by summarizing our 
sales presentation with a positive 
request for an order for one or two 
boxes of carbon paper and a dozen 
ribbons. By making such a sale 
you are getting your customer to 
give your merchandise a real test. 

So far in our discussion we have 
said nothing about pencil carbons. 
Don’t overlook this particular field; 
it is part of the carbon paper 
business and should be brought to 
the buyer’s mind when you have 
him thinking along the lines of 
copy work. 

Among the newer items to come 
into this industry, and until re- 
cently handled by quality sales- 
men or direct by manufacturer, 
are dupliforms, used in connection 
with spirit or direct process dupli- 
cation. If you are a dealer who 
has not learned about this most 
profitable and big sales volume 
item in your carbon paper line, 
you should at once get full infor- 
mation on spirit and hectograph 
carbon papers and land some of 
this big business which your com- 
petitor has probably found all 
around you. 


Inked Ribbons and Carbon Papers 


Important Sales Builders 


By JAMES A. COCKEY 


Vice-President, 
Baltimore Stationery Company, 
Baltimore, Md. 


URING the critical period of 

this war, before it and after 
it, there has been and will be a 
tremendous market for the sale of 
typewriter ribbons and carbon pa- 
per. How much of this business a 
company enjoys depends largely 
on what, in their opinion, their 
ribbon and carbon business means 
to them. Wherever writing is done 
there is need for ribbons and car- 
bon. We have long since passed 
beyond the stage where it is neces- 
sary to make originals of all im- 
portant transactions. Carbon 
copies are the order of the day. 
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In order to have _ specialized 
training, it is necessary to have 
trained men to do the job. Knowl- 
edge is power. It is my belief that 
trained, capable and highly effi- 
cient salesmen are the lifeblood of 
every organization. There will be 
many trained men in every field 
after the war, and the salesman 
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who is able to do the best job in 
his particular line is the man who 
will be writing orders when others 
may be saying that the business 
just isn’t there. 

We read many advertisements 
now to the effect that when men 
and materials become available, 
certain products will again be 
manufactured. Typewriter ribbons 
and carbon paper have been 
rather plentiful during the emer- 
gency. There may have been some 
changes in the line, but they have 
always been available. The best 
time to sell ribbons and carbon is 
now. The quantity that is now 
being used is, I believe, far beyond 
any figure ever before recorded. 
If you are not getting your share 
of this business, it is time to take 
an inventory of yourself. 

I believe the best way to sell rib- 
bons and carbons, as well as many 
other items, is first to sell your- 
self on the brand you are selling. 
If you cannot do this, it is time to 
change. Most brands are good and 
have special characteristics which 
make them outstanding. It is up 
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to the salesman to find these sin- 
gular qualities, learn them and tell 
his customers about them. If you 
are convinced you have a superior 
product, it is going to be very 
difficult for the customer to say 
“No.” You can’t expect the cus- 
tomer just to buy because you are 
a nice fellow. Give him sound 
logical reason why he should buy 
your product. 

There are seven basic rules 
which I believe are necessary for 
the sale of typewriter ribbons and 
carbons. They are as follows: 

1. Know Your Product.—Know 
every detail about your particular 
brand of ribbons and carbon. Be 
able to tell your customer of what 
materials they are made and how 
they are processed to give maxi- 
mum durability and grade of work. 
The consumer is always interested 
in performance. Determine the 
interesting and important facts 
which enter into the finished 
product, condensing these so that 
you are able to tell your story 
briefly, but effectively. 

2. Diagnose the Case.—As an 
engineer is able to visualize and 
build, so should you be able to 
analyze your customers’ problems 
and to make good and intelligent 
recommendations. In nearly every 
case there is a particular ribbon 


or carbon that will best do the 
particular job under consideration. 
It is no more difficult to sell the 
right one than the wrong one. 
Don’t gamble—know your product 
and eliminate guesswork. Your 
customer does not want to be the 
guinea pig for others. The place 
for experiments is the laboratory 
or factory. 

3. Obtain Customer’s Good Will. 
—Get your customer’s good will by 
working closely with him, giving 
him the very best advice on select- 
ing the right ribbon or the best 
piece of carbon for the job. If you 
do this he will certainly rely and 
depend on you, and you will have 
made a friend and secured a cus- 
tomer. 

4. Maintain Good Will.—Once 
you have attained his good will, by 
all means maintain it. You can 
only do this by the most careful 
attention to all of his problems, 
whether they be large or small. 
What may seem a small problem 
to you is undoubtedly a major 
problem to him. 

5. Service and Follow-Up.—Ex- 
ert every effort to see that the 
delivery is made promptly, or ac- 
cording to schedule. Follow this 
up by personal contact to see that 
the performance is as you had 
promised, and that the customer 


Merchandising Hibbons 


By W. T. WOODHOUSE, JR. 


Manager, 
Woodhouse Stationery Company, 
Washington, D. C. 


NKED ribbons and carbons in 

my opinion, are two of the most 
important items handled by the 
Stationery and office equipment 
stores. Without them, business, 
large and small, would be at a 
standstill. 


Over a period of years, inked 
ribbons and carbons have been 
one of our most profitable lines. 
This we attribute to the concen- 
tration of sales efforts, and to the 
fact that we selected a line that 
had quality, range, eye-appeal 
and a national background. We 
have been the exclusive distribu- 
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tor of this national line for 15 
years. I cannot recommend too 
strongly the advantage of exclu- 
sive representation of either an 
imprint or a quality line. It will 
definitely pay dividends and, to 
a great extent, will eliminate com- 
petition. There are a great many 
manufacturers who are looking 
for this type of representation. 

Fortunately, we have not ex- 
perienced any great difficulty in 
satisfying our customers, even 
with silk ribbons being out of line 
for the past several years, along 
with metal spools, the temporary 
absence of which necessitated the 
rewinding of ribbons on the cus- 
tomers’ old spools. Our customers 
accepted this as a part of the 
Government’s program to con- 
serve metals for more essential 
war use, and have co-operated 
to the fullest extent. 

The one thing that our sales 
force had to adjust themselves to 
was not to be so over-anxious in 
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is fully satisfied with the results 
obtained. Your best customer is 
always a Satisfied one. 

6. Get the Order.—lIt is possible 
for the salesman to paint beauti- 
ful pictures to the buyer, but if he 
is not able to really make the sale 
he has used his valuable time and 
that of the buyer—perhaps not to 
the advantage of either. After you 
have effectually told your story, 
ask for the order. When you have 
obtained it, get out. Don’t jeop- 
ardize a good sale by idle talk that 
may weaken it. Leave the cus- 
tomer in a frame of mind that will 
make him glad to see you on your 
next visit. 

7. Results Count.—If you know 
your product, believe in it, are 
courteous, neat in appearance, 
businesslike, affable and sincere, 
and will keep the six preceding 
points ever before you, you will 
almost certainly sell a large vol- 
ume of carbon paper and type- 
writer ribbons. 

If you do not now possess the 
qualities I have just enumerated, 
it is very important that you at- 
tempt to achieve them now, then 
go out and do a bang-up job. Both 
ribbons and carbon paper are 
needed for the conduct of busi- 
ness; how much of this business 
you get, I repeat, depends on you. 


and Carhons 


getting an order that they re- 
sorted to making rash guarantees 
of what ribbons and carbons 
would or would not do. In many 
cases, Such pressure methods 
would result in a dissatisfied or 
possible loss of a customer, not 
only on ribbons and carbons, but 
on other requirements as well. 
There are certain facts about 
selling ribbons and carbons that 
every salesman should know when 
presenting his line to a customer. 
A few of these are: Never attempt 
to tell a customer that your rib- 
bon or carbon has this or that 
formula, and that your competi- 
tor’s product is not as good as the 
item which you are offering. This 
will only lead to the loss of busi- 
ness or possible embarrassment 
later on. Your customer is in- 
terested in only one thing—the 
job the ribbon has to do. He 
wants the following results out of 
his ribbons and carbons: 
Ribbons properly inked so 
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that the finished work is sharp, 

clean, and non-smudging; light 

or heavy impressions, and rea- 
sonably long wear. 

The salesman should know that 
his prospect has little knowledge 
of how to get the best results, and 
therefore depends on his recom- 
mendations as to the proper rib- 
bon or carbon to use. The sales- 
man should, when possible, talk 
with the secretary who, in the 
majority of cases, is either di- 
rectly or indirectly responsible as 
to what make of ribbons or car- 
bons will be used in that office. 

The first thing to determine, 
when calling on a customer, is 
what make of typewriter is used. 
If the salesman is_ properly 
trained, he will know immediately 
whether the machine in use has a 
light, medium, or heavy strike, 
whether the operator has a light, 
medium, or heavy touch, number 
of carbon copies desired, quality 
of second sheets, weight of second 
Sheets, and the thickness of the 
letter head or original copy. With 
this information, he should be 
able to make suggestions for the 
best results—whether the ribbon 
Should be light, medium, heavy, 
or extra heavy inked, and the 
carbon papers 4-, 54-, 7- or 10- 
pound weight, with the proper ink 
formula. With this procedure the 
results could only be favorable, 
which means a Satisfied customer. 


The High-Pressure Trickster 


I believe that the selling of rib- 
bons and carbons has been one of 
the most highly spécialized groups 
of items in our line. Unfortunate- 
ly, however, you will find 
in this field numerous high-pres- 
sure salesmen, particularly those 
representing agencies and direct 
selling outfits. This type of sales- 
man is usually called a “one- 
timer’, and even though he might 
sell one of your customers by us- 
ing “tricky” demonstrations and 
other high-pressure methods, the 
item which he offers rarely ever 
does the thing that the customer 
wants, even though the latter is 
reluctant to admit having been 
“taken in” by the so-called “ex- 
pert.” With this type of sales 
promotion, however, the high- 
pressure salesman usually does a 
swell selling job for you, and your 
customers will invariably return 
to their regular ribbons and car- 
bons. I will relate an experience 
which bears this out: 

“This self-styled ‘expert’ on 
ribbons and carbons (who had 
all the answers) called on one 
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of our customers, presenting a 
‘flash’ business card of a ribbon 
and carbon company in Cali- 
fornia. This customer was using 
our best grade of imported tis- 
sue carbon. After making some 
tricky demonstrations of im- 
pressions and sharpness, point- 
ing out the non-smut quality of 
his carbon, he convinced the 
customer that here was a sheet 
which would better serve his 














W. T. WOODHOUSE, JR. 


purpose, at less money than he 
was paying. The salesman left 
after delivering and collecting 
cash for ten boxes. On my next 
trip to this office, the customer 
advised me of the purchase of 
this fine carbon paper, pointing 
out the quality and also how 
much his firm had saved. How- 
ever, after several weeks, I was 
given an order for the same 
carbon which we had been fur- 
nishing for years. Upon being 
told that the carbon purchased 
from the California salesman 
could not be used, I asked if I 
might see a sample. To my 
amazement, it was found to be 
the cheapest grade of domestic 
sheet, not much better than a 
one-time carbon, which would 
normally sell for about $1.00 per 
box. The customer had paid 
$2.97 per box, as against our 
top-grade sheet, which they had 
been using, at $3.50 per box. 
This customer is still using both 
our ribbons and carbons!!!” 


We have found that, with WPB 
restrictions on the use of cloth 
and lightweight papers, our job 
has been to convince customers 
that by using the proper inked 
and quality ribbon, as well as sev- 
eral weights of carbon for vari- 
ous types of work, they could in- 
crease the length of use, at the 
same time reducing the cost con- 
siderably. This we have been 
somewhat successful in accom- 
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plishing. You would be surprised 
at the confidence this procedure 
establishes with the customer. I 
believe that the offering of coupon 
books on both ribbons and car- 
bons, in view of present material 
shortages, definitely makes it 
easier for both the customer and 
the dealer. The customer is as- 
sured of his requirements being 
met over a period of time, and this 
method of selling also better en- 
ables the dealer to anticipate his 
inventories. 


Ribbon and Carbon Promotion 


The dealer should have his 
typewriter ribbons and carbons 
displayed in a prominent section 
of his store as sort of “silent sales- 
man.” Well-arranged and attrac- 
tive displays in show windows 
automatically increase sales by 
bringing a greater number of cus- 
tomers into the store. 

Bear in mind that of the many 
thousands of items in the station- 
ery and office equipment business, 
the ribbon and carbon depart- 
ment can be made the most profit- 
able—if you take advantage of 
the many sales helps of your 
manufacturer and see to it your 
sales force is properly trained in 
the selling of these two items. 
The stationery salesman has to be 
a trained specialist, which can 
only be accomplished after long 
and expensive training for both 
the employer and himself. He 
should have: 


1. The CURIOSITY of a cat. 

2. The TENACITY of a bull- 
dog. 

3. The DETERMINATION of a 
taxicab driver. 

4. The DIPLOMACY of a way- 
ward husband. 

5. The PATIENCE of a self- 
sacrificing wife. 

6. The ENTHUSIASM of a 
flapper. 

7. The FRIENDLINESS of a 
child. 

8. The GOOD HUMOR of an 
idiot. 

9. The SIMPLICITY of a 
jackass. 

10. The ASSURANCE of a col- 
lege boy. 

11. The TIRELESS ENERGY of 
a bill collector. 

12. A SENSE OF RESPONSI- 
BILITY. 

13. And above all, HONESTY, 
BOTH TO THE CUSTOMER 
AND HIMSELF. 


With these characteristics, HE 
CANNOT FAIL! 
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The Hibbon and Carbon Business in 
the Last Three Years 


By H. D. DOUGLAS, JR. 


Vice-President, 
H. Dorsey Douglas, Inc., 
Oklahoma City, Okla. 


URING the early construction 
I] stages of war plants in this 
part of the country, we, as an 
office equipment concern, sought 
the large volume of carbon and 
ribbon business which was poten- 
tially available in our territory. 
Prior to this time our carbon and 
ribbon department was, for the 
most part, just another tier of 
shelves to serve customers who 
came into the store or who our 
salesmen were able to write up or 
renew contact with in the usual 
course of business. The potential 
100- or 500-box orders of carbon 
and the 10-gross orders of ribbon 
looked pretty rosy to the average 
salesman. 

We were in a position to handle 
considerable business at this time, 
our stock being not too large, but 
in keeping with a store of our size. 
We were able to give immediate 
delivery not only on regular car- 
bon paper, but also on special 
sizes, as well as master sets, hekto- 
graph carbon and ribbons of all 
kinds. The quality, of course, was 
quite important and immediate 
delivery even more important. The 
tendency then was to purchase in 
large quantities so that we could 
make immediate delivery and 
frankly, our shelves became loaded 
far beyond our requirements. 

But we soon found that compe- 
tition for this business increased 
from various sources. Naturally, 
this brought down the quality of 
carbon which many of the pur- 
chasing agents decided to buy, 
particularly when highly competi- 
tive bidding entered the picture. 

Our first step was to reduce our 
inventory somewhat and organize 
a real department with an indi- 
vidual at the head of this phase 
of the business. We hired a 
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man to specialize in carbons and 
ribbons, assist the other salesmen 
and watch our inventory so that 
we could meet all reasonable 
needs. We tried two or three men, 
paid them well, but found that 
they, too, looked for the competi- 
tive war business rather than cre- 
ating regular commercial custo- 
mers and selling quality and serv- 
ice to prepare for post-war busi- 
ness. The single box or single rib- 
bon orders of our commercial 
trade proved not so attractive to 
our specialty salesmen, who lacked 
the foresight we wanted them to 
have. On the other hand, we 
created and sold several nice re- 
peat orders for hektograph master 
sets and spirit fluid, as well as the 
regular line. 

We found that business of this 
character required more knowl- 
edge of accounting and systems, 
as well as of the printing business, 
than the average specialty man 
possessed or could be taught in 
a short period of time. This re- 
quired so much assistance from 
the management, already saddled 
with pressing problems of other 
Government business, that we 
again neglected the carbon and 
ribbon department. 

Another year has now elapsed, 
during which time we have been 
reorganizing our carbon and rib- 
bon department again. Now the 
department is operated as follows: 

1. Location. The carbon and 
ribbon department is in the front 
part of our retail store, adjacent 
to the social stationery and type- 
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writer paper. We carry all of our 
regular stock of ribbons and part 
of our regular stock of carbon 
paper in the store. On the floor 
just below, we have a small stock- 
room devoted to special ribbons 
and carbons which are carried for 
certain customers, as well as bulk 
storage of carbon paper which 
would merely take up space on the 
first floor. We also carry on the 
lower floor our stock of gelatin 
rolls, but the spirit fluid is carried 
in eur warehouse because it is 
bulky and is not usually an over- 
the-counter sale. 

2. Stock. We are now carrying 
a $4.00 grade of carbon in letter 
and legal sizes, three weights and 
one finish; a $3.50 grade of carbon 
in both sizes, three weights and 
three finishes, and a $3.00 carbon 
and a $2.50 carbon in both sizes, 
two weights and one finish. This 
is the extent of our typewriter 
carbon stock with the exception of 
the carbon, which we stock in 
ream lots in one finish and two 
weights. The hektograph and 
spirit carbon we stock in legal size 
in one finish only. The pencil car- 
bon we are carrying in two sizes 
and one finish only. We also fur- 
nish this in ream lots in one 
finish. 

We are stocking typewriter rib- 
bons at $16.50 a dozen and $10.00 
a dozen for all machines, in one- 
color and two-color ribbons in 
medium finish only. We are stock- 
ing a $9.00 ribbon and a $7.00 
typewriter ribbon in one and two 
colors, medium inking, for L. C. 
Smith, Remington and Underwood 
machines only. This is the extent 
of our typewriter ribbon stock, 
with the exception of ribbons for 
special machines. 

We are stocking gelatin rolls 
and spirit fluid with the minimum 
and maximum stock record show- 
ing such details as the name of 
the customer who is purchasing 
the item, the type of machine and 
the quantity which he purchased. 


3. Coupon books. We travel 
seven men over the state of Okla- 
homa and four men within the 
metropolitan limits of Oklahoma 
City. About 50 per cent of our 
carbon and ribbon business is sold 
on the coupon basis. Our coupon 
books are made up with either six 
or 12 coupons, each of which is 
good for one or more boxes of 
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ribbons, or even dozens of boxes 
of ribbons, depending upon the 
value ascribed to each coupon. 

4. Stock record. Our stock rec- 
ord shows the items which are 
subject to be requisitioned by cou- 
pons, also those items which are 
purchased regularly by some large 
users who do not buy coupons but 
purchase merchandise outright. 
When the next to the last coupon 
(of a different color) in the book 
is redeemed, we advise the sales- 
man handling this particular ac- 
count so that we may continue to 
serve his customer. 

5. Turnover. Our inventory of 
ribbons, carbon and _ associated 
items is taken every 30 days. 
Sometimes, if we have an unusual 
amount of business, it must be 
taken at shorter intervals. We 
have very few drop shipment or- 
ders from the factory, most of 


them being 30-day freight ship- 
ments. It requires the manu- 
facturer 30 to 60 days to ship our 
merchandise and we figure that 
we should have, at all times, about 
a 60-day stock on hand and a 30- 
day stock on the way. We are anx- 
ious, at all times, to be able to 
redeem all outstanding coupons 
so that no customer will be dis- 
appointed with his coupon book. 
We are also anxious to fill all 
orders for a reasonable quantity 
of ribbons and carbon for popular- 
type machines in popular finishes 
of inking. Of course, special cases 
arise frequently, and we readily 
explain to the customer that it is 
a special and will require at least 
30 days to deliver. Our stock turn- 
over in the carbon and ribbon de- 
partment varies from four or five 
times a year, which is readily un- 
derstood because of the large 





amount of coupon business. This, 
of course, means that the custo- 
mer buying coupons pays for them 
on a regular basis as he would his 
office supplies, but it is not neces- 
sary that we carry all of the stock 
to cover the coupons. 

Nothing has been said about 
standardizing on carbon paper and 
ribbons from a single manufac- 
turer. This has always been our 
policy and we intend to continue 
as long aS we can represent the 
manufacturer exclusively in our 
trade territory. Our salesmen don’t 
object so seriously to losing busi- 
ness to competitive brands as they 
do to a dealer with the same 
brand. By standardization, we can 
maintain a balanced stock of clean 
fresh merchandise and the sales- 
men can spend their time getting 
new customers for coupon books 
and renewing expiring books. 


Packaging—A Post-War Factor 


By HARRY J. DeBURGOS 


Division Manager, 

Allied Carbon & Ribbon 
Manufacturing Corporation, 
New York, N. Y. 


ORE AND MORE, the public 
M is becoming package-con- 
scious. In fact, in the mind of the 
consumer, there is a very definite 
relationship between package and 
quality. If the package is attrac- 
tively designed, the buyer or pros- 
pect feels that the contents must 
be good. 

By the same token, items attrac- 
tively packaged are easier to Sell. 
Those of us whose existence de- 
pends on selling should take cog- 
nizance of this important factor in 
merchandising and guide our- 
selves accordingly, if we are going 
to hold our own in the highly 
competitive post-war market. 

As a case in point, if carbon 
paper is packaged in a poorly- 
designed or uninteresting looking 
box, it is difficult to sell. That it 
can be sold, I do not question— 
but it will take extra effort and 
time and some solid selling to 


overcome the poor impression es- 
tablished in the prospect’s mind. 
On the other hand, the same car- 
bon paper in a modern, attractive 
package will undoubtedly make a 
good initial impression on the 
buyer, will lower his resistance, 
and the sale can be completed 
with less difficulty. 

It is well to remember, particu- 
larly with reference to carbon 
paper, that it is good business to 
handle a quality line, one that is 
likely to please most users. While 
the package will do much to put 
over the sale, it will not hold the 
business. Your merchandise is on 
its own after it is delivered, and it 
will stand or fall on its merits. 
Remember also that the initial 
sale is always costly; it is on 
repeat business that we must de- 
pend for our profit. 

It is the purpose of every selling 
organization to get as wide a dis- 
tribution of its merchandise as 
posible. There are, of course, vari- 
ous ways of doing this. Attractive 
packaging, among other things, 
will definitely pave the way to that 
end. In other words, all other 
things being equal, the attrac- 
tively packaged item will sell more 
readily. The problem of designing 
a good-looking package should be 
placed in the hands of experts. 


These men will be guided by the 
item to be packaged and also by 
its eventual destination. As an 
illustration, if a package is being 
designed for merchandise which 
is sold primarily to women, it 
would possibly lend itself to 
brighter colors. On the other 
hand, if its destination is to be an 
office, you would expect a design 
which would be appropriate to its 
final home. 

The main thing is to design a 
package which is (1) practical, (2) 
easy and convenient to use, (3) 
modern in design and color, (4) 
appropriate to its contents and 
use, (5) have “family relation- 
Ship” to the rest of the line. 

How does this apply to the 
dealer? The dealer should con- 
sider packaging seriously before 
deciding on his purchase. If it is 
easier for the manufacturer to sell 
the dealer because of attractive 
packaging, then it follows logically 
that the dealer will find it easier 
to sell the consumer. 

As it should be, our attention 
today is focused on the war and 
the eventual victory and peace to 
come. But let’s keep a weather 
eye on the post-war period and 
not overlook any one of many es- 
sentials in good merchandising. 
Packaging is one of them. 
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Use of Duplicating Equipment by 


Cities and Villages 


By GIL ALMUSIN 


Office Equipment Manager, 
University Co-operative Co., 
Madison, Wis. 


HERE ARE many ways in 

which a city or a village can 
use duplicating equipment in pre- 
paring various pieces of literature, 
forms and other material requir- 
ing multiple copies. With one 
piece of equipment available in a 
centrally located office, other de- 
partments could use the equip- 
ment and accomplish substantial 
savings in printing costs. Many of 
such projects are statistical in na- 
ture and the results of the proj- 
ects are most valuable if they are 
published and made. generally 
available to the public and various 
municipal officials. 


Council Proceedings: Most states 
have laws requiring the publica- 
tion of summaries of council pro- 
ceedings. By condensing these pro- 
ceedings for publication and du- 
plicating complete proceedings for 
distribution to aldermen and other 
interested parties, a tremendous 
Saving can be effected. Likewise, 
duplicating tentative drafts of or- 
dinances and resolutions which are 
to be submitted to the board or 
council for consideration makes it 
much easier for that body to pass 
upon these proposals when du- 
plicated copies are provided. The 
city clerks can also prepare, by du- 
plicating, outlines of business to be 
considered at meetings. Annual re- 
ports covering the operation of all 
phases of the government during 
the proceeding year can likewise 
be duplicated. In many ways the 
duplicator has a decided advan- 
tage over other means of issuing 
reports because of the wide range 
of style, choice of charts, dia- 
grams, illustrations, and so on, 
which can be easily drawn on 
stencils. Duplicating is a method 
which may appeal to both small 
and large cities. 
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Following are a number of other 
uses to which duplicators can be 
put in the preparation of muni- 
cipal forms: 


Monthly Reports: For example, the 
city treasurer or comptroller must 
furnish a monthly summary of the 
financial status of the city, in- 
cluding a detailed statement of 
receipts and disbursements. De- 
partment heads must also report 
activities of their departments as 
the council may require. 


villages frequently codify their 
municipal ordinances for distri- 
bution to other municipalities, 
libraries and for dissemination 
among the various city officials 
and departments. 
Forms and Reports: The depart- 
ment of public works, sewage 
plant, water works, state depart- 
ment, health department and 
numerous other departments use 
various forms which seldom 
change from year to year. These 
can be duplicated and the stencils 
for the various forms filed away 
for future use, thus cutting costs 
tremendously. 

The national association of 


Codes of Ordinances: Cities and chiefs of police has a recom- 
mended set of forms and records 
for police departments. A model 
record and reporting system for 
fire departments has been pre- 
pared by the National Fire Pro- 
tection Association. These forms 
can be duplicated at very low cost. 
Instructions to Election Officials: 
The city clerk must take full 
charge of municipal elections. 
Duplication simplifies his problem 
of instructing many new election 
officials each year. 

Purchasing: Specifications for 
equipment can be duplicated and 
handed to prospective bidders. 





—— 


























INNE R(Q)CIRCLE 


FORTY-PLUS IN RIBBONS AND CARBONS: Back in 1904 Harry 
Holden purchased a 25 per cent interest in the Miller-Bryant-Pierce 
Company of Aurora, IIl., and later acquired a 37% per cent interest. 
For 24 years, until the business was sold to L. C. Smith & Corona 
Typewriters, Inc., he served as secretary of MBP. He acquired a 
broad knowledge of the ribbon and carbon business, but his special 
interest was always in the sales division. It was while functioning as 
secretary and sales manager that he hired a young man named Frank 
Cooper, who stayed on as a traveling sales representative of MBP for 
12 years, from 1907 to 1919. Then Frank severed connections and 
established the Cooper Carbon Coated Paper Company, later con- 
solidated with two other ribbon and carbon manufacturers to form 
the Codo Manufacturing Corporation, of which he is now president. 

After the MBP business was sold in 1928, Mr. Holden retired for 
a few years. One day Frank Cooper called and invited him to become 
affiliated with Codo. The response was in the negative. Harry’s re- 
tirement was permanent. But Frank didn’t give up. In 1933 his per- 
sistence resulted in a three-year contract. Harry joined as vice-presi- 
dent and is still going strong. In close harmony with Mr. Cooper 
and Wilbur W. Lenz, secretary of the company and production mana- 
ger at the plant in Coraopolis, Pa., Mr. Holden has helped to make 
Codo one of the leading and still growing manufacturers in the 
ribbon and carbon industry. As vice-president and manager of the sales 
division of the western department of Codo he is now working for 
the man who used to be his salesman way back when. 
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With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


Trends in Uttice Furniture 


By JOHN J. REINECKE 


Secretary, Wood Office 
Furniture Institute, 
Washington, D. C. 


(Address before the N. Y. 
s Office Equipment Dealers 
Club, February 15, 1945.) 


HERE have been many develop- 

ments in the wood office furni- 
ture field since I saw you last. 
Basically, the most important of 
these developments—in my judg- 
ment—is that the Wood Office 
Furniture Institute and its mem- 
bers have grown in wisdom and in 
strength in the year that has 
passed. Just: remaining in exis- 
tence in such a strenuous period 
is something of which to boast— 
and particularly is this true of the 
wood office furniture field. 

We of the Wood Office Furniture 
Institute are stronger in our de- 
termination today to win back, in 
peacetime, the markets we once 
lost in peacetime. We are stronger 
in our knowledge of our capabili- 
ties. We are stronger in our mem- 
bership. Perhaps some of you have 
not heard that five of the large 
wood office chair manufacturers 
have joined the Institute. This, of 
course, is not a majority of the 
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chair manufacturers, but it is a 
good representation and we have 
hopes of getting the others into 
the Institute in the future. We 
already represent approximately 
75 per cent of the wood desk and 
other wood office furniture manu- 
facturers, sO you can understand 
why we claim to represent the 
wood office furniture industry to- 
day. 


New Products in the Offing 


Both our product engineering 
and our raw materials research 
have gone on apace. Of the new 
products that will be forthcoming 
as a result of the Wood Office Fur- 
niture Institute, I cannot tell as 
much as I wish that I could tell. 
Many of the details must continue 
to be our secret. 

A year ago, we had not seen 
even the first drawings on which 
our designers had been working 
for many months. Since then, we 
have seen many drawings and, as 
could be expected, we were not too 
overjoyed with all of them. But 
they did furnish us a basis for 
comparison and they did open new 
vistas. We sent some back to the 
drawing board for further study. 
Since then, we have had glimpses 
of many more new designs and I 
am proud to say that I sincerely 
believe you will be surprised when 
you see the designs that are being 
readied for the furniture factories 
when the war ends, or when we 
can really start our post-war pro- 
duction. 
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As we all realize, production will 
not begin the day the war is over. 
We might be able to have samples 
of our new products within two or 
three months after the War Pro- 
duction Board and other agencies 
have given us the green light, but 
it is doubtful that there will be 
many of the new products for sale 
in less than six months from go- 
ahead day. You might not see our 
new products in quantity for even 
a year after that time—but I give 
you my word that you will see 
them! 


Experiments Will Pay Off 


We promise you that we will 
eventually use some wood that has 
been treated by methods that 
have been developed during this 
war period far beyond anything 
thought possible only a few short 
years ago. On some of these raw 
materials, we are doing original 
research and I will show you some 
of the results of this work a little 
later. On other raw materials, we 
are taking some radically new ma- 
terial which seems to have an ap- 
plication in our field and are con- 
ducting complete tests in our 
laboratory in Washington. 

We can now Say definitely that 
there will be new desks and new 
chairs for you. They will be some- 
thing that you have not seen be- 
fore. But the odds are that you 
will feel at home in them—and 
that you will be proud to sell 
them. They will be modern, but 
not modernistic. They will be 
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“clean,” with easy-flowing lines— 
and the gingerbread will be sent 
back to the kitchen where it be- 
longs. More functional features 
will be introduced—one or two of 
you saw the sample of the drawer 
suspension which I had in Chicago 
last October. The drawers of this 
pedestal had been loaded heavier 
than would ever be the case in or- 
dinary office use, and were then 
opened and closed 65,000 times. 
They still worked easily and 
quietly. This is an illustration of 
some of the features which we 
hope to use in office desks, and 
the details involved in developing 
and testing them before they are 
ready for acceptance. 


A Chair Is Still a Chair, But— 


Take the new chair designs, for 
example. When we began discuss- 
ing the improvement of office 
chairs by product engineering, one 
prominent office chair manufac- 
turer said to me, “I am _ well 
aware that minor improvements 
can be made, but a chair has 
pretty definite limitations. It has 
four legs, a seat, a back and arms. 
I can understand how you might 
improve a desk a great deal, but I 
don’t have much hopes of improv- 
ing an office chair. A chair is still 
a chair.” 

I was inclined to agree with 
him, but nevertheless we went 
ahead and contracted to pay a 
large sum to a group of industrial 
designers. Today, we both—all of 
us, I might say—are proud to ad- 
mit that we were sadly mistaken. 
We have not only seen the newly- 
designed chairs, we have seen that 
the old chair could be improved in 
dozens of ways. We have made 
them more beautiful, we have 
made them more comfortable and, 
with our new materials and our 
new finishes, we will make them 
more durable. 

Our research program alone is 
worth outlining to you. While we 
have all been loyal to wood—as 
have you and your customers—we 
have realized that our raw ma- 
terial was responsible for many of 
the criticisms of office furniture 
made by our group. You know, as 
well or better than I, of the 
criticisms concerning scratched 
surfaces, cigarette burns, splin- 
tered legs that tear stockings, 
scuffed and scarred bases, and 
many others. 

In our research program, we are 
going back to our raw materials 
to correct these faults. We are 
putting wood in a test tube and 
examining the results under a 
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microscope. The research labora- 
tory in which we have an interest 
has several experts devoting their 
full time to a study of improving 
the properties of wood. All of you 
have no doubt read at one time 
or another about some of the re- 
sults either of experiments at our 
laboratory or at other wood labor- 
atories. In this laboratory, as per- 
haps a few of you know, we are 
experimenting with impregnated 
and compregnated woods, and 
conducting other tests and experi- 
ments. These woods will be used 
to improve the desks and chairs 
and other wood office furniture 
you sell, and we will see to it that 
you eventually are familiar with 
all the selling points connected 
with these new developments. 

As you all know, it has been 
difficult for you in the past be- 
cause if you would order, Say, a 
walnut chair to match a desk or 
another set of walnut chairs, you 
might get a chair of a very differ- 
ent shade. We want “walnut” and 
“light oak” and certain other de- 
scriptive terms we use to mean 
the same among each of the man- 
ufacturers who belong to our In- 
stitute. You can then order from 
any of them with full confidence 
that you will get the same shade 
or color you would receive if you 
order from another. 


Catalog Committee Formed 


Furthermore, so that you will 
understand all facets of our work, 
we have formed a catalog com- 
mittee, whose work will interest 
all of you. This committee is su- 
pervising the designing of a cata- 
log which each of the members of 
the Institute will follow as to size, 
terminology, codes, and many 
other features. This will make all 
of our catalogs easier to use. It 
will make more detailed informa- 
tion possible. It will prove, we 
believe, to be vastly more helpful 
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to you in your job of selling our 
products. 

We promise to continue produc- 
ing shorter lines—and we hope 
you will help us to keep this prom- 
ise. The situation which was born 
of a wartime need has been profit- 
able for you and for us. Let’s keep 
it that way and not return to the 
days of the thirties when someone 
would say, “If you will make me 
a special desk with ten legs, I 
think I can sell it.” Or someone 
else would say, “Make me a chair 
without a back and I can place 
two dozen of them immediately.” 


The manufacturers in those days 
could not resist such temptations, 
for the market was going down 
and they needed all the volume 
they could get. But I appeal to 
you now—and in the future—to 
resist the temptation to go back 
to those practices. We are going 
to give you a product of which 
you will be proud. We hope you 
will concentrate your selling ef- 
forts on a few well-designed and 
well-chosen items that will give us 
both profitable operations. We 
promise you to concentrate on 
constantly improving these prod- 
ucts. 

In days gone by, when the pay- 
roll clerk, Joe Doaks, received a 
desk for his work, it was identical 
to the one used by Mary Jones, the 
statistical clerk. The top was the 
same. The drawers were the same. 
The sides were the same. It was 
just a flat top desk—and it seemed 
impossible to vary the desks to 
suit the individual jobs or per- 
sonalities. 

But since we have delved into 
wood and its potentialities, and 
designing and its promises, we 
are going to try to follow the ex- 
ample of the automobile manu- 
facturers. Back in the old days, 
you and I might both have wanted 
to buy black Buicks. We could 
have bought them, yet each car 
would likely reflect our individ- 
uality. 

Perhaps you would want white 
sidewalls, a lot of chromium and 
all the gadgets. I would want only 
the standard job with a clock and 
a radio. We would have the same 
car, as I say, but it would reflect 
our individual tastes and purposes. 


Our market studies have shown 
that an office worker wants and 
needs the same choice in his office 
furniture. We intend to see that 
you get such furniture from us in 
the post-war days to come. It will 
bring, let us hope, a new prosper- 
ity to my group and to your group. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR- 
AGE ... CO-OPERATION 


E ARE INDEBTED to a Cleve- 

land office outfitter for this 
apt message from an advertise- 
ment in a trust company’s an- 
nouncement in his city: 

“Among the essentials of busi- 
ness policy in the reconversion pe- 
riod a high priority must be given 
to the reorganization and retain- 
ing of all sales forces. Today, vir- 
tually no real selling is being done 
anywhere in this country, and 
practically no training of future 
salesmen is under way. When we 
have real competition once more, 
it will be found that we must not 
only produce goods but that we 
must also distribute them. Those 
who assume that when peace re- 
turns people are going to spend 
their savings spontaneously are 
probably due for a rude awaken- 
ing.” 

Nominated for featuring this 
month is the following terse gem 
by Bert Barnes observed by a cor- 
respondent in the pert hand-book, 
Sell: 





A WAY TO EASE THE 
RUSH OF ’45 IN THE BUSY 
DAYS AHEAD 

Why not try these: 

Be brief-politely. 

Be aggressive-tactfully. 

Be emphatic-pleasantly. 

Be positive-diplomati- 

cally. 

Be right-graciously. 

Be optimistic-knowingly. 

Only six things to do. And 
if you can do them they 
will preserve your peace of 
mind—unless, of course, 


you already have that su- 
perb control that all busi- 
ness people desire, but sel- 
dom fully attain. 








And in the same crisp appreci- 
ated envelope from the same 
source were these three additional 
brilliant stimulators for you to 
peruse and USE. But first let us 
pause for station identification: 
“THIS IS BUSINESS BUILDERS. 
Remember, send your Business 
Builders to the co-ordinator of 
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this page, Care of Shaw & Borden 
Company, Box 2153, Spokane 2, 
Washington.” And now hearken 
to the following triad that, added 
to the foregoing, truly makes our 
No. 1 Correspondent this month 
ring the bell with a DOUBLE 
FEATURE. We know you'll heart- 
ily agree: 





Four-step Success Formula 
Attributed to Kenneth 
Goode: 

(1) Find out what people 

like. 

(2) Do more of it. 

(3) Find out what people 

don’t like. 

(4) Do less of it. 

7” cs * 

REPUTATION is never 
completely earned; it is a 
continuing responsibility. It 
isn’t what you say, but 
what customers say that 
makes you favorably known. 

oa * * 

JOB ANALYSIS. Says the 
Mathew Record: “He who 
works with his hands is a 
laborer. He who works with 
his hands and his head is 
a craftsman. He who works 
with his hands and his 
head and his heart is an 
artist.” And, adds_ the 
Phoenix Flame, “He who 
works with his hands and 
his head and his heart and 
his feet is a SALESMAN!” 








KEKE KEEK KK RKEKRKKRKRKKKKKK KKK KK KK K 


This month and every month! 
REMEMBER 

THE AMERICAN RED CROSS 

And your War Bond buying, too! 
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Several years ago, OFFICE APPLI- 
ANCES published The Pocket Book 
Series. Notable among these was 
one by O. H. Chamberlain, Jr., 
then general sales manager of Na- 
tional Cash Register; and another 
equally invigorating treatise by 
Louis Victor Eytinge. Mr. Cham- 
berlain’s subject was themed on 
“Salesmanship,” Mr. Eytinge’s on 
“Writing Business Letters Which 
Get the Business.” We were re- 
minded about both by five differ- 
ent correspondents this month. As 
space permits only reference to 
one of these two in the current 
page of Business Builders, we will 
take Mr. Chamberlain’s pertinent 
reference this time, leading off 
with that of Mr. Eytinge next 
month. Incidentally, one of our 
letters was from a district man- 
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ager of National Cash Registe., 
who kindly enclosed three excel- 
lent booklets, currently available 
to interested office outfitters, cap- 
tioned “Retail Salesmanship,”’ 
“Controlling Merchandise and Ex- 
penses,” and “Display Selling.” 

To get to some of the highlights 
of Mr. Chamberlain’s digest, enjoy 
with us these samples: 

“__The real test is this—will it 
attract or distract the prospect? 
Will it win or lose his interest?” 

* * * 

“Words”, said Mirabeau, “are 
things. Without them all of our 
knowledge and reasoning power 
would avail us little. They influ- 
ence our will when spoken to us. 
Spoken by us rightly, they influ- 
ence the wills of others. We are 
just as responsible for them as for 
our acts. For they are acts.” 


* * * 


“_Tntuition is a sort of sixth 
sense and it arrives at a decision 
without evidence. The salesman 
who cannot take a hint, who 
doesn’t see he is failing to make 
progress until it is too late, never 
gets very far. But the salesman 
who senses situations, moods and 
crises is one of whom his company 
and his customers all say, “He has 
the easiest way of selling.” He it is 
who really has the selling instinct. 


* * * 


“__The salesman’s greatest diffi- 
culties arise from his own lack of 


self-mastery.” 
* * * 


“__A great deal of wear and tear 
on a salesman’s physical self can- 
not be avoided. It is a life which 
requires virility, strength, and 
good health to furnish necessary 
optimism. To handicap one’s self 
deliberately with bad habits is one 
of the surest forms of selling 
suicide. Aside from any moral or 
religious consideration, and as a 
purely selfish business proposition, 
the salesman owes it to himself to 
take care of his body. The Ten 
Commandments are a pretty fine 
course of salesmanship in them- 
selves. For have they not given 
birth to a race of salesmen?” 


* * * 

For our April terse-trailer list 
to this: There is never a surplus 
of people ready to take Respon- 
sibility. 

Enthusiastically, 
Ralph B. Ortel. 
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OPA Announces Maximum Prices Sef for 
Synthetic Rubber Bands; Allow Limited 
Use of Metal Swivel Irons for Chairs 


SET PRICES ON SYNTHETIC RUBBER BANDS 


Maximum Price Regulation No. 220 of the Office of 
Price Administration in regard to maximum prices for 
synthetic rubber bands made from buna-S (GR-S) is 
amended by adding 1315.1557d to read as follows: 

(a) Applicability. This section, and not 1315.1553 
to 1315.1557, inclusive, establishes maximum prices for 
sales by manufacturers of synthetic rubber bands made 
from buna-S (GR-S). This section also establishes 
maximum prices for sales by wholesalers and dealers 
of these rubber bands. A “sale by a dealer” is a sale 
by a person who purchases for resale to a user. 

(c) Maximum prices for sales by dealers. The maxi- 
mum prices for sales by dealers of the synthetic 
rubber bands covered by this section shall be as 
follows: 


Maximum Prices Before Cash Discounts! 
(Package put-up) 





1 Pound % Pound 1 Ounce 5 Pound 

Prices per pound Box Box? Box? Bag 
1-4 pounds $1.50 $1.80 $2.50 ten 
5-9 pounds 1.26 1.62 2.25 1.47 
10-49 pounds 1.14 1.29 1.57 1.3% 
50-99 pounds 1.06 1.20 1.46 1.03 
100-199 pounds 1.00 1.13 1.37 0.94 
200-499 pounds 0.97 1.09 1.33 0.94 
500 pounds, over 0.91 1.03 1.26 0.89 

iThese prices are subject to the cash discount and freight 
allowance terms which the dealer had in effect during 
October, 1941. 

“The price per box for sales of less than one pound shall 
be $0.50, 

®The price per box for sales of less than one pound shall 


be $0.20. 


o 
ALLOW LIMITED USE METAL SWIVEL IRONS 


The use of metal swivel irons in office chairs is 
subject to the provisions established in Limitation 
Order L-260-2, governing the substitution of metal 
parts for wooden ones in the production of furniture, 
the War Production Board ruled March 3. 

As explained in Interpretation 2 to L-260-2, manu- 
facturers may substitute metal swivel irons for wooden 
ones in making office chairs under L-260-a only to the 
extent that they do not thereby increase their dollar 
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value of furniture production in any quarter over 
that in the fourth quarter of 1944. 

For example, if a furniture manufacturer’s chairs 
with metal swivel irons have the same dollar value 
as his chairs with wooden ones, he may not use the 
wood that he saves per chair to make more chairs 
than he made in the last quarter of 1944, even though 
he would not exceed his wood quota under L-260-2. 

All persons who put metal swivel irons into incom- 
plete office chairs are regarded as manufacturers 
under L-260-a and are subject to the restrictions of 
the order. 

This does not apply, however, to persons who re- 
model completely finished office chairs merely by put- 
ting in new metal swivel irons in place of wooden 
ones, since they are not making new furniture. Fur- 
thermore, according to the interpretation, such per- 
sons are not “repairers” or “reconditioners” under 
CMP Regulation 9A and may not use a rating assigned 
under that regulation to obtain swivel irons. 


a) 
CHANGE RULING ON NON-RETAIL PENS, PENCILS 


Fountain pens and mechanical pencils sold to Gov- 
ernment agencies, for ships’ service stores or post 
exchanges, for export or to exporters, or to com- 
mercial, industrial and institutional users, need not 
be tagged or imprinted with the retail ceiling price. 
This is in accordance with an order announced by the 
Office of Price Administration and made effective 
March 3. 

The OPA took this action to relieve manufacturers, 
who are required to tag or imprint the articles with 
the retail price, of an unnecessary burden. Tagging, 
designed to protect consumers against overcharges, is 
not needed for sales through military stores, OPA 
explained, since sales by these stores to military per- 
sonnel are made at prices much lower than regular 
retail prices. 

At the same time, dollar-and-cent prices at retail 
were set for 60 additional new models of fountain pens 
and mechanical pencils. 
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OPA Price Increase Standards 


for Retailers 

@@ THE LONG-SUFFERING retailer caught 
between the devil of increasing costs and the 
deep blue sea of maximum price regulations is 
apparently to get some relief. 

In an OPA release of March 12 James F.. Brown- 
lee, deputy administrator for price, outlined 
some standards to be used by the OPA in deter- 
mining whether wholesalers and retailers will 
be required to absorb their suppliers’ price in- 
creases instead of passing them on to consumers. 


This statement of policy was in reply to 
queries of distributive trades such as department 
store, variety, mail order, shoe, dry goods, furni- 
ture and hardware fields. The policy applies to 
retailers and wholesalers dealing in all commod- 
ities, however, and therefore should be applicable 
to the office equipment and supplies field. 

It has been an established policy since OPA 
was first organized that retailers and wholesalers 
were required from time to time to absorb price 
increases granted at the manufacturing level. 
It was not until recently, however, that stand- 
ards have been worked out for the distributive 
trades in as much detail as those applied to 
manufacturers. 

Mr. Brownlee in his March 12 statement con- 
firms OPA’s policy of permitting ceiling price 
increases at the wholesale and retail levels to 
cover suppliers’ price increases only if this ad- 
justment is necessary to meet either the earn- 


ings’ standard or the product standard. That 
is (1) to permit an industry as a whole to main- 
tain its earnings at peacetime levels or (2), 
to prevent the margin on a commodity that does 
not represent all or most of a grade’s volume 
from falling below the trade’s operating expense 
rate. 

Strict adherence to this statement of policy 
should give the retailer relief from hardship. It 
remains to be seen, however, if what sounds well 
in theory can be translated into OPA practice, 
which is no more nor less than adequate ceiling 
prices. 


-_>--- — 


No NSA Regionals This Spring 

@@ IN RESPONSE to the call not to hold 
gatherings involving more than 50 people who 
would need to use the heavily loaded transporta- 
tion facilities of the nation in order to attend, 
regional governors of the National Stationers 
Association, in consultation with President R. D. 
Latch and General Manager C. P. Garvin, can- 
celed the meetings planned for this spring. In 
most cases the total out-of-town attendance 
would have been less than the maximum of 50 
established by ODT, but dealers throughout the 
country expressed themselves as favoring adher- 
ence to the spirit of the regulation even though 
circumstances might permit assemblies that 
would be within the letter of the law. This atti- 
tude is another indication of the splendid way 
in which the industry is supporting the national 
war program. 


HERE AND THERE 





PVT. ROCK, FORMER WILSON 
JONES MAN, SAVED BY COIN 

Pvt. Joseph J. Rock of Chicago, 
former correspondent of the credit 
department of Wilson Jones Com- 
pany, and known to many stationery 
dealers throughout the nation, owes 
his life to a British half crown. 

Pvt. Rock carried the half crown 
in his wallet among his personal 
papers as his outfit, the 83rd Divi- 
sion, moved through St. Male to- 
ward Brest in France. 

"| never reached the Brest area,"’ 
said Joe. “| was hit by mortar shell 
fragments while | was on watch in 
a captured German trench near 
St. Brieuc. | always kept my wallet 
in the left pocket of my fatigue 
jacket,'' Joe continued. "One of the 
flying fragments pierced my jacket 
and tore a hole through my wallet, 


heart.” 


28 


but the coin deflected it from my 


Wounds were suffered by Pvt. 





PVT. ROCK INSPECTS HIS 
LIFE-SAVING BRITISH COIN 
(Official U. S. Army Photo) 


Rock in his chest, arm and knee, and 
were it not for the half crown he 
wouldn't be alive to tell about it. 
X-rays showed a particle of metal 
still lodged in his lungs. The doctors 
think it likely a piece of the half 
crown. Now Pvt. Rock wants to 
know if that makes him part British. 


ESTERBROOK PENS SHOWN 
IN GETTYSBURG MUSEUM 
One of the oldest schools in the 
United States now converted into a 
museum is the historic Dobbin House 
in Gettysburg, Pa. Some months 
ago, Esterbrook, as the oldest pen 
manufacturer in the nation, received 
a request to donate a display for 
this museum, giving a picture of the 
history and development of steel 
pen writing instruments. 
As the result of the constructive 
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we 


thinking of Ed Haden and Harold 
Steinberg of Esterbrook, a three- 
part exhibit was prepared. The cen- 
tral motif depicts the development 
of the pen industry from the wide 
variety of pen nibs used with a pen 
holder and an ink well of the middle 
nineteenth century, to the equally 
useful variety of nibs used in the 
more efficient fountain pen of the 
twentieth century. 

The early styles of pen nibs in de- 
signs more fantastic than useful 
demonstrate the whimsical artistry 
of the pen tool makers which un- 
doubtedly was encouraged by a simi- 
larly quixotic demand. However, the 
arrangement traces the gradual 
change from the fanciful to the more 
conservative utilitarian styles, includ- 
ing the precision art and drafting 
pens, the lettering pens, and the 
standard popular pens used in 
offices, schools and homes the world 
over. Finally is shown the develop- 
ment of an equally varied series of 
Sterbrook Renew-Points of the mod- 
ern and non-corrosive alloy, Dura- 
crome, for the Esterbrook fountain 
pen. 

Flanking the central exhibit are 
two framed panels, one showing the 
processes of manufacture of a 
steel pen, the other depicting the 
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ESTERBROOK MUSEUM EXHIBIT— 
On exhibit at historic Dobbin House 
in Gettysburg, Pa., are these Ester- 
brook pens, giving graphic insight 
into the history and development of 
steel pen writing instruments. 


various parts of the Esterbrook foun- 
tain pen in a consecutive arrange- 
ment. 

The original display in Dobbin 
House will become a part of an edu- 
cational trailer caravan traveling 
all over the United States in order 
that millions of school children, the 
writers of tomorrow's history, may 
see the development of the pen in- 
dustry. 
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NEPHEW OF HARRY S. AYRES 
TELLS OF JAP PRISON LIFE 
BEFORE THE YANKS ARRIVED 


Clifford T. Ayres, a nephew of 
Harry S. Ayres, Speed-O-Print Cor- 
poration, has written to his parents 
telling of the privations he and his 
wife suffered in 37 months intern- 
ment at the Japanese prison camp 
of Santo Tomas on Luzon. They 
were liberated on February 3 by the 
Yanks under General Douglas Mac- 
Arthur. 

The letter is the first one Clifford 
Ayres had been able to write to the 
States in three years. Dated Febru- 
ary 6 at Santo Tomas internment 
camp, the letter states: 

Dear Folks: 

Here it is after 37 long months: 

It is now 11:45 p.m. here in the 
shanty as | type these few lines by 
the light of a lantern. The electric 
power is off. 7 a.m. is the deadline 
for this first air mail. We are safe 
now but had the Yanks not have 
reached here when they did at 
9 a.m., February 3, we would prob- 
ably have had to go on our March 
of Death as the boys from Bataan 
did in April, 1942. We were in the 
process of slow starvation and we 
are very weakened; Ruth weighs 83 
pounds and | but 131. Ruth came in 
at 129 and | at 222. Since last year 
at this time we have had only what 
the yellow b would give us— 
namely 210 grams of mixed rice, 
corn and soy beans per person per 
day. That is about 9 ounces of 
food, if you're to call it that. 

The death rate has been tremen- 
dous; malnutrition was the cause, of 
course. By bribery and taking 
chances on running the wall, we sold 
our jewelry, pens, lighters, or what 
we could to a crooked Jap sentry 
who would get us some extra rice— 
about 12 pounds for a carat dia- 
mond or 4 pounds for an Elgin wrist 
watch such as mine. 


Of course you would suspect that 
an old radio ham like me would be 
up to some tricks. | was able to 
operate during all of the time. | 
was suspected only once and then | 
outtalked the Nip who worked me 
over. Of course, my knowledge of 
the Jap lingo helped me through. 
The morning of the day of libera- 
tion | knew that they were nearing 
us and | informed certain trusted 
parties. When evening came we 
bellied to the wall to let in some 
Filipino guerillas to give star signals 
to the Yanks so that their tanks 
could find us. Their casualties were 
very light as they fought their way 
in and the captain of the Jap guards 
was killed at once. 
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TOM McMAHON, VETERAN 
TYPEWRITER SALESMAN, 
NAMED COUNTY HISTORIAN 


Thomas J. McMahon, for 49 
years connected with the typewriter 
industry as a salesman before re- 
tiring from Underwood Elliott Fisher 
Company 2% years ago, has a new 
position at Albany, N. Y. 

On February |2 the Board of 
Supervisors of the County of Al- 





THOMAS J. MCMAHON 


bany created the new position of 
county historian. They apparently 
knew whom they wanted for this 
post because just one day later 
"Tom" was sworn in and by Feb- 
ruary 16 he was on the payroll. 

This recognition was given to a 
man who had made an almost 
phenomenal record as a salesman 
and one who was sought after as 
an after-dinner speaker. 

The selection was deemed so im- 
portant at Albany that the news 
was put on the radio station and, 
according to "Tom", it ''went over 
Albany like a blanket of roses.” 





HUSBAND DONATES PRIZE! 
GUESS WHO WON IT?» 
HIS OWN MISSUS 


Arnold Neustadter is president 
of Zephyr American Corporation, 
New York City, manufacturers of 
Autodex and Swivodex. When 
Mrs. Neustadter went to a dinner 
the other day at which 41 prizes 
were to be given to the 750 per- 
sons present it was appropriate 
that she should take with her as her 
husband's donation a Swivodex and 
an Autodex. And who should re- 
ceive the first prize awarded? None 
other than the little wife. And 


what was the prize? A Swivodex 
and Autodex. 
Commodity shortages being 


what they are today it is quite nat- 
ural the items are back in Mr. 
Neustadter's stock. Looks like he 
can't lose for winning. 
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HORDER’S NEW STORE NEARS 
100 PER CENT DISPLAY GOAL 





12,000 Merchandise Items Effectively Arranged 





HE “Store of Today and Tomorrow.” This is no 

idle boast by Horder’s, Inc., but rather a retailing 
dream turned into reality in the modernized store 
opened to the public on February 22 at Wabash and 
Lake Streets, Chicago. 

As the culmination of months of research and engi- 
neering, Horder’s has come close to the goal of “100 
per cent display” in the planned utilization of 5,000 
square feet of space. It is the arrangement of some 
12,000 items of merchandise for effective salesmanship 
—the result of Horder’s expending more than $31,000 
in research work—which makes the store unique. in 
the stationery field. The results achieved are a tribute 
to George A. Dean of Horder’s and Latour Oshel of 
Northwestern Weiss Manufacturing Company, Mil- 
waukee, Wis., who collaborated on designs and ar- 
rangements. 

The housewife seeking a tube of paste for her 
recipe scrapbook or the office manager wanting to 
place a $1,000 order for new appliances will find the 
store designed to make shopping a pleasant task. 


Display and Stock Items Divided 


Accessibility and yet division of display and stock 
items is an outstanding feature of the modernized 
store. 

The customer who wants to view merchandise before 
making a selection will applaud the arrangement 
made for sale of pencils, papers, labels and other 
popular items. The full length of the store on the Lake 
Street side is given up to stationery offerings such 
as these. All the items are shown in a top section 
of vertical display space beneath which is a flat shelf, 
glass enclosed. It is possible to make selection with 
ease and then when the choice is pointed out, the 
Horder clerk merely pulls out the proper slide or 
drawer, which is marked to correspond with the dis- 
played items, and the merchandise is at hand, ready 
for wrapping. If the stock items are too large for 
these display files, they are kept in enclosed cabinets 
which also serve as counters, adjacent to the display 
section. 

Or, again, if a customer wishes box and pound 
papers, he will find single sheet samples attached 
to slides filling the entire rear of the glass-topped 
display and service counter unit. Once the selection 
is made by the customer, the clerk picks out the pur- 








chased item from the paneled bin to the rear of the 
counter. 

Keeping the stock items separate from the display 
merchandise results in the sale of items which are 
fresh, unwrinkled and undamaged by handling. 


Convenient Layout for Wrapping 


A new departure is the elimination of much of 
the necessity for sales people walking to an isolated 
wrapping counter to give service on smaller items. 
The general floor arrangement at the left of the 
Wabash street entrance is such that merchandise of 
the type which can be placed in envelopes is first 
displayed. Next is found the merchandise suitable 
for bagging, and at the rear are placed most of the 
items necessitating wrapping. This wrapping can be 
done at an “island” counter near the center of the 
rear section, accessible to the sales counters. 

The lower level or subway floor of the store is used 
for display of office furniture and equipment, for the 
receiving and shipping room, and a spacious storeroom. 

Strolling through the store, an observer is conscious 
of modern service features such as these: 

1. The lighting system embodies the first installation 
of tubular cold cathode lighting in Chicago. 

2. Convenient stations for the clerks are the U- 
shaped counters at various points in the store. Thus, 
the aisles are kept clear and additional counter space 
is provided. 

3. Plastic lettering guides customers to various 
merchandising sections. 


Special Finish Walnut is Used 


4. A special finish walnut, used for fixtures, pillar 
coverings and exposed sections of walls, is coupled with 
glass for attractiveness. 

5. A special fountain pen bay or bar is built island- 
fashion, providing plenty of room for the sales clerk 
and the customers. 

6. Daylight lighting is enhanced by the fact that 
none of the wall shelving or special display arrange- 
ments on the two street sides are higher than eye 
level. 

7. The self-service idea has been utilized in the 
display of many smaller items of merchandise. 

8. Only samples are shown on shelves. 

9. The display drawers are self-indexed, inter- 
changeable for display of smaller items such as carbon 
paper, papers, and pencils. The faster-moving items 


can be kept at the top. 


Officials Attend Preview of Store 


A preview of the new store was held on February 
20, with E. Y. Horder present, accompanied by H. G. 
Horder, son of the founder and president of the com- 
pany; F. P. Seymour, vice-president; George A. Dean, 


ROCK-A-FILE DISPLAY PAYS DIVI- 
DENDS.—W. J. Saunders & Company, 
Chicago, found this Rock-a-File display 
brought results, as attested by the vol- 
ume of inquiries and orders received. 
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HORDER’S, INC., CREATES THE “STORE OF TODAY AND TOMORROW” 


Upper left: general view disclosing the accessibility and 
yet division of display and stock items. Upper right: view 
from rear of the store along the Lake Street side, showing 
effective utilization of space without crowding. Center left: 
“island” counters. Center: bas-relief likeness of E. Y. Horder 


sales manager, and Thomas White, manager of the 
modernized store. Many suppliers and their repre- 
sentatives were present for the preview. 

The store in itself is the best tribute which could 
be made to its founder, E. Y. Horder, who had said, 
“A nationwide business from a small beginning—this 
is my testimony to free enterprise.” These words are 
enscribed on a bas-relief likeness of Mr. Horder, dis- 
played at the entrance to the lower level of the store. 
oe 

UEF NOW UNDERWOOD CORPORATION 

At the annual meeting of the Underwood Elliott 
Fisher Company, held March 22, the stockholders 
voted to change the name of the company to the Un- 
derwood Corporation. This news appeared briefly in 
the daily newspapers of March 23, just as this issue 
was being put to press. A more detailed report will be 
published next month. 
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displayed at stair landing. Center right: map counter and 

loose leaf book display. Bottom left: “island” type fountain 

pen bay and extensive greeting card display counters. Lower 
right: office furniture display in the store’s lower level. 


PETER SINCLAIR WITH FIRM FOR 60 YEARS 


Peter Sinclair, St. John, N. B., recently marked the 
sixtieth anniversary of his joining the staff of J. & A. 
McMillan, one of the oldest office supply firms in the 
world. The business was established in 1822, and from 
1885, with the exception of some years when he was 
at sea or with other firms, Mr. Sinclair has been con- 
nected with McMillan’s. His present stretch of em- 
ployment has been for 31 years and he is now head- 
ing, in good health, into his seventy-sixth birthday. 


Mr. Sinclair has worked under four heads of the 
McMillan business, including three generations of the 
McMillan founding family—James, John and Alexan- 
der—and under the present president, Ira C. Rock- 
well. He is the only McMillan employee who has 
worked under four of the firm leaders and under three 
generations of the McMillan family—-WM 
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NUMA NEWs 





(National Office Machine Dealers Association) 


Members of the National Office Machine Dealers Association are urged to send in 
suggestions for the betterment of the industry. Tell about your sales experiences. 
Offer ideas on how the association can operate more successfully. A short question- 
and-answer column devoted strictly to inquiries relating to the office machine industry 
can be developed. Answers will be as prompt as possible and every effort will be 
made to assure accuracy. Answers and other trade information which cannot be pub- 
lished in OFFICE APPLIANCES will appear in the regular NOMDA bulletins. Ad- 
dress your correspondence to John Dannenfelser, 133 E. Spring St., New Albany, Ind. 


An Action Program for Coming Year 
Text of a Heport for the Membership of NOMDA 


By GENE FE. TAYLOR 


President, 
Bloomington, III. 


HY do we have trade associations and what are 

their values and purposes? Such an association 
as ours should justify its existence with work accom- 
plished, and if the NOMDA should function only as a 
fellowship club its existence would not be justified. 

In my study of association history and development 
I have written and visited many officials of other trade 
associations. Pamphlets, books, and letters issued by 
scores of associations have been studied, catalogued, 
and used as an educational basis for our own program. 
American industry supports over 8,000 trade associa- 
tions. These range in size from the Portland cement 
association with 75 members to the retail grocers’ asso- 
ciation with a membership above 60,000. Forty thou- 
sand truck operators belong to their trade association. 
Less than half the total number of trade associations 
operate on an annual budget of as much as $15,000. 
NOMDA income is in the higher budget group through 
revenues from dues, convention operations, advertising, 
and miscellaneous sources. But we aren’t one of the 
wealthy associations. Many organizations operate on 
an annual income above $100,000, and at least one as- 
sociation receives more than a million dollars a year. 
The most virile and effective associations need above 
$25,000 a year. 

Some of the small associations pay only one part- 
time employee, and some of the large groups use as 
many as 750 paid workers. The size of the association 
is not the factor that determines the 
number of workers it employs. The num- 
ber and quality of services rendered is a 
prime factor in governing the number of 
employees needed in an _ association’s 
work. The Portland cement association 
with its 75 members uses 450 paid em- 
ployees. The 200 members of the insur- 
ance underwriters association require a 
paid staff of 750 people to carry out the 
functions of the group. The 60,000 retail 
grocers use only 20 paid employees. 

From 1938 to 1941 over 300 trade asso- 
ciations went out of existence. Some died 
and some were absorbed by larger trade 
associations. These 300 groups were ap- 
parently not rendering services that their 
members thought worth paying for. Here 
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is a list of some 35 different services being carried on 
by various trade associations: 


1. Conventions. 19. Uniform record keep- 
2. Conferences. ing. 
3. Current bulletins. 20. Credit information. 
4. General information 21. Collection of debts. 
center. 22. Commercial arbitra- 
5. Employee relations. tion. 
6. Government relations. 23. Traffic problems. 
7. Public relations. 24. Exhibitions. 
8. Manufacturers’ rela- 25. Foreign trade. 
tions. 26. Educational activities. 
9. Consumer relations. 27. Insurance consulta- 
10. Field staffs. tion. 
11. Industrial research. 28. Legal consultation. 
12. Commercial research. 29. Price filing. 
13. Sales promotion. 30. Patents, copyrights 
14. Standardization, sim- and royalties. 
plification. 31. Employment place- 
15. Compilation of statis- ment. 
tics 32. Co-operative buying. 
16. Republication other 33. Co-operative selling. 
statistics. 34. Co-operative shipping. 


Co-operation with 
other trade asso- 
ciations. 


17. Trade practices and 35. 
business ethics. 

18. Uniform cost account- 
ing. 

Few, if any, associations include all these services, 
and NOMDA interest is confined to a lim- 
ited number of these points. Economic 
and technological changes tend to alter 
the scope and nature of association serv- 
ices and functions. 


NOMDA Offers Five Services 


Right now NOMDA is giving its mem- 
bers five of these services, and prelimi- 
nary activity assures the development of 
two other services within the very near 
future. Present services include: 

1. Conventions. 

2. Bulletins. 

3. Government relations. 

4. Trade practices and business ethics. 

5. Legal advice. 

The Government may not permit our 
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onger hours of typing 
Wiveroum\witaeli tomes eriererins 
have brought out the 
true worth of many a typewriter. 
Clarity of “write,” easy action, 
speed, and freedom from 
break-downs — these 
qualities of the Smith-Corona 
have earned it a top 
reputation for efficiency... 
and a soft spot in the 
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convention this year, but bulletins are being sent to 
members and governmental relations are excellent. 
An outstanding code of ethics has been prepared under 
the direction of Bill Garrison of Marietta, Ohio, and 
this was adopted by the members who attended the 
Atlantic City convention. A beautiful two-color copy of 
this code will be mailed each member very soon. Mem- 
bers needing legal advice can get it from our attorney, 
Charles Krause, Jr., 40 West 40th Street, New York. 

In addition to the five services currently offered we 
plan to add 12 new services for NOMDA members. Item 
No. 1 will soon be available to each of our mem- 
bers. We are making available TO OUR MEMBERS 
ONLY a service man’s repair instruction manual. This 
book will afford detailed and accurate instructions as 
to all important adjustments on the five standard 
machines. Mechanical studies will be continued in the 
field of noiseless typewriters, adding machines, calcu- 
lators, and duplicators, and supplementary books are 
expected to cover the entire field of office machines. 
The original book will probably cost dealers about 
$12.50. 

Item No. 2 will include the preparation of ac- 
curate statistics. No basic and reliable figures regard- 
ing the office machine industry’s over-all operation 
exist. Are there 3500 or 7000 office machine dealers? 
If we don’t know the number of dealers, how can we 
determine the number of mechanics, salesmen, man- 
agers, and other personne! elements in the industry? 
What do we know about average rates of pay, average 
net profits and average gross profits? We don’t know 
the average number of machines an average mechanic 
works on in an average month’s business. We don’t 
know how many machines an average salesman sells a 
month or what he gets for the machines he sells. We 
don’t know the average cost of operating an average 
office machine store in an average city. We don’t even 
know the dollar volume of new machines sold. When 
I attended a meeting of over 100 dealers in Chicago 
recently one prominent dealer showed me confidential 
figures of the quantity of typewriters reportedly de- 
livered by each of the five manufacturers during 1944. 
His information showed that company A did the bulk 
of the production job. Later that day a manufacturer’s 
representative showed me figures indicating that com- 
pany A was the third largest producer and that com- 
pany C had the overwhelming lead in 1944. Each man 
assured me that his figures were official Federal figures, 
but neither man knew what part of the Government 
the figures came from nor who vouched for their accu- 
racy. Basic statistics are desirable and necessary. We 
mean for our members to have them. 


Need Study of Available Data 

Some surveys have been made and the few statistics 
now available should be republished and critically 
studied. A 1940 figure based on the operation of 117 
office machine stores indicates an average operating 
cost of 37.4 per cent. Comparison of available figures 
with current material will reveal operating trends 
which concern us. 

Our fourth new service includes intelligent study 
and effective action in the field of dealer relations 
with manufacturers. The new committee heading this 
work has been partly chosen, and action has already 
been begun. I am promising you definite progress in 
this work before the end of this year. Leadership of 
this committee will be in the hands of people who have 
the confidence and respect of both dealers and man- 
ufacturers, and the operation of the committee will in 
every sense be fair, friendly and above reproach. We 
will secure the advice and co-operation of trade ex- 
perts in planning the approach of this committee to 
its very important work. NOMDA locals are urged to 
have a general and planned discussion in April of the 
problems that interest them in their relations with 
manufacturers. Such reports should be mailed to 
chairman Joe Heaton, 44 North Union Street, Paw- 
tucket, R. I. 
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The fifth NOMDA service will include the adoption 
of fair trade practices and the use of standarized trade 
terminology. Committee Chairman Bill Garrison gave 
the directors a comprehensive report of the work of 
his committee in these fields, and the directors voted 
specific approval of the proposals he plans to submit 
to the Federal Trade Commission. His report included 
the classification of all machines as to age and me- 
chanical condition and suggested definitions and 
terminology designed to protect the security of legiti- 
mate dealers. 

Our sixth item of work is in the field of sound 
accounting practice. Qualified accountants are giving 
this problem study, and accounting practices of co- 
operating members are being studied. Dr. George Starr, 
head of the business research department of Indiana 
University, has promised his active co-operation and 
advice in preparing uniform accounting methods de- 
signed to meet the peculiar needs of our industry. 

Item No. 7 relates to the standardization and im- 
provement of auxiliary forms and records. Our aim 
is to devise better records that will require less work. 


Will Study New Products 


The eighth item. is our continuous study of new 
products and new manufacturers in the office machine 
field, and our efforts to evaluate these products and 
relate them to our own lines of business. Particular 
attention will be given to this study of new and related 
lines and the membership will be kept carefully and 
accurately informed. A new dictating machine, a post- 
age meter, new duplicators, check protectors and other 
items are making their appearance on the market or 
will do so very soon. Our association is co-operating 
with both manufacturers and dealers in their mutual 
problems of better distribution and larger profits. 

The ninth service will embody the further develop- 
ment of our secretary’s function as a source of general 
information. Personal inquiries relating to merchan- 
dise sources, technical information and all types of 
dealer problems will get prompt and careful attention. 

An improved and expanded bulletin will be Item 
No. 10 on our program. The new bulletin provides 
space for members to advertise lost or stolen machines, 
or other products they may wish to buy, trade, or re- 
pair. A special feature will include letters from mem- 
bers or extracts from letters relating to the office 
machine industry or some phase of it. It will be a sort 
of “what do you think about it” column in which dif- 
ferent opinions will be fully represented. We hope to 
make this bulletin informative and full of facts about 
the plans and work of the association. Members’ con- 
tributions to this should be addressed to Publications 
Chairman, John Dennenfelser, c/o Petery-Hedden 
Company, New Albany, Ind. 

Items No. 11 and 12 relate to the war problems of 
Government surplus and the training and use of vet- 
erans for office machine service. An active committee 
in our organization is in constant touch with Federal 
officials and a program which we think will be fair 
and should offer all of us a chance to participate in 
buying surplus should be completed very soon. 

NOMDA was responsible for causing the Veterans’ 
Bureau to add office machine service to their list of 
apprenticeable trades. This happened only a few weeks 
ago. Our New York and Boston organizations under 
strong local leadership are developing service schools. 
Our national committee is trying to devise a plan ac- 
ceptable to the veterans’ administration that would 
permit any region in the country to prepare its own 
training program through the use of a prepared out- 
line that an area representative of the administration 
could accept promptly. 

Our association is strictly a democratic organization. 
We have only one commodity to offer and that is 
SERVICE. NOMDA is eager to serve all members— 
large and small. The viewpoint and advice of every 
interested member is earnestly solicited. 
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TAP! TAP! TAP! goes the typist 
RAH! RAH! RAH! goes the boss 


Panama Ribbons and Panama Carbon Paper are No. 1 





on the Office Hit Parade. To cut overtime, make work 
a pleasure and get perfect results the first time, use 
Panama Evr-Flat Carbon Paper and Panama Super- 


Ultimo Typewriter Ribbons. ; 


PANAMA-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 
Manufactured by 


MANIFOLD SUPPLIES COMPANY 


COAST TO COAST DISTRIBUTION 
18s TH ERO AVENUE . BROOKLYN ‘J 6. Mesum 
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ACME MAKES NEW VISUAL SALES ALBUM 


Two handicaps so often encountered in preparing 
visual sales presentations—that of assembling ma- 
terial in an easily-presented manner and of meeting 
the salesman’s need for convenience and compactness 
—have been overcome by the unique features of 
“PHOTOdex”, a new album manufactured by Acme 
Visible Records, Inc. 

Beautifully bound in rich, genuine leather, attrac- 
tively stamped with a decorative border in gold on the 
front cover, this album opens like a book to lie flat 
on a desk or table. Fifty Acme visible pockets have a 
capacity of 100 8x10 prints or 200 5x7 photos, or any 
desired combination of the two sizes. All prints may 
be visibly indexed, with indexing protected by the 
celluloid edge of the card. An especially desirable 
feature is that these pockets are designed to hold 
photos in place securely without the use of art corners, 
stickers or adhesive of any kind. Photos may be 





“PHOTODEX” VISIBLE RECORDS ALBUM 


moved, changed, or replaced instantly and without 
disturbing desired sequence or filing arrangement. 

The Acme Visible method of securely holding photos 
also has eliminated the necessity for using envelopes 
or coverings of celluloid which are subject to scratch- 
ing and “clouding.” 

The “PHOTOdex” Album, 11x15x2 inches in size, 
is packed in individual boxes, and is priced at $19.50 
each. It is a product of Acme Visible Records, Inc., 
122 South Michigan Avenue, Chicago 3, III. 

— => __ 


UPKEEP KIT PRODUCED FOR TYPEWRITERS 


With millions of the nation’s overworked typewriters 
becoming less efficient every day, a timely new prod- 
uct has made its appearance in the form of a “keep 
it running yourself” maintenance set containing three 
of the essentials for good typewriter operation. 

Called the “Bluebonnet Triple Upkeep Kit,” the set 
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is boxed complete with type cleaner, platen renewer 
and typewriter oil. All are furnished with correct 


applicators. 
The type cleaner and platen renewer have pleasant 





ol 
BLUEBONNET TRIPLE UPKEEP KIT 


odors and are non-inflammable and non-explosive. 

The manufacturers say that the triple upkeep pack- 
age is not intended to take the place of attention 
by trained servicemen, but rather is to supplement 
their ministrations. They recommend a weekly “triple 
treatment.” 

The set is priced at $1.50, complete with applicators. 
Made by System Service Company, Patterson, N. J., 
the kit is distributed through stationers by Bain- 
bridge, Kimpton & Haupt, Inc., New York, N. Y., and 


Stationers Manufacturing Company, Ft. Worth, Tex. 
oe 


CARTER MANUFACTURES NEW HAND CREAM 


Carter’s Ink Company is now ready to deliver a new 
product, Carter’s hand cream, designed to remove 








HAND CREAM 


Gor All Office Stains 
hetch aad thas 





CARTER’S HAND CREAM 


hektograph stains from the hands and to work equally 
well on hektograph writing ink, hektograph and spirit 
process carbon, and hektograph ribbons. It will also 
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"Bul 9 dont fool that way 
about you, Bow! 


GIRL: “Look, Boss, I don’t think you’re really mean because you 
want me to retype those letters—but you're certainly short- 
. sighted!” 

BOSS: “Let us say I just can’t read those carbon copies of yours 
because they’re so grubby and blurred!” 

GIRL: “But that’s what I mean! Now, if you’d buy me some 
Roytype Park Avenue Carbon Paper—all your carbons would 
look like this... 








It's clear, neet, and easy to read because it's 
made with deep~einked *Roytype Park Avenue Carbon 
Paper. 













rod 
GIRL: “And don’t think I can’t spell ‘neat,’ either. It’s spelled 
wrong here just to show you how a Roytype copy takes erasures! 
Watch closely, chief!” 





— 


[ It's clear, and easy to read } 


BOSS: “You've convinced me of Roytype’s magic! So order 
Roytype Park Avenue Carbon Paper for the office right away!” 
/4 GIRL: “Gosh, Boss, if you'd really like to cement our office ties, 
7 just let me add Roytype Typewriter Ribbons to that order. Roy- 

type Ribbons are made with a special process that permits the ink 
} to flow through the fabric into the used parts. This very reliable 
original was typed with Roytype Ribbon.” 





\‘ 
( ‘ 
BOSS: “Okay, okay. What's a secretary ROYTYPE 
without the proper attitude toward her Kibbons and Carbon Paper 
boss?” 
. made by the 


See your Royal Representative or 
Roytype Dealer today. Buy on 
the Coupon Plan and save money. 


ROYAL 
TYPEWRITER COMPANY 


2 Park Avenue, New York 16, N.Y. ) 











*Trade-mark Registered U. S. Pat. Off. Copr. 1945, Royal Typewriter Company, Inc. 
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NE GOOD LOOK at the Roytype ad 
on your left will show you how we 
feel! 


Because that ad is a potent example of 
what we’re doing for you—part of the most 
extensive and consistent national adver- 
tising campaign ever put behind typewriter 
ribbons and carbon paper! 


THERE ISN'T EVEN A CLOSE SECOND TO 
ROYTYPE ADVERTISING! And that’s been 
true for a long, long time. 


So if you want to take full advantage of 
the way we interest your customers... 


Stock ROYTYPE .. . display ROYTYPE 
... push ROYTYPE RIBBONS AND CAR- 
BON PAPER .. . made by the makers of 
ROYAL, ‘‘The World’s Number One Type- 
writer.” 


You’ /] get results in mounting sales and 
nice, steady profits! 


ROYTYPE is a complete line . . . designed 
to fit all typing needs, and with a price 
range to fit al/ your customers. 
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remove ordinary writing ink, stamping ink, and other 
office stains. Hands are kept smooth and soft. 
Carter’s hand cream is supplied in 7!-ounce jars. 
Designated as No. 307 in Carter’s catalog, it is made 
to retail at fifty cents a jar. 
cr a 


ROCKWELL-BARNES ADDS BLOTTING PAPER ITEM 


“Rockweave” embossed blotting paper is a new 
item in the Rockwell-Barnes Company line of special- 
ties for the stationer. The distinctive and exclusive 
design dandy-rolled into this first quality blotting is 
a replica of the unusual motif in the table legs made 
for T. J. Salsman, president of Rockwell-Barnes. The 
pattern actually appears to change when viewed from 
different angles. There are 13 sparkling colors in the 
100-pound stock, which come in the two popular 
sizes, 19x24-inch and 24x38-inch, in packages of -125 
sheets each. The colors help to make eye-catching 
window and store displays. A complete set of color 
swatches will be sent to dealers on request to the 
company at 35 East Wacker Drive, Chicago 1. 


—_— —__— 
NEW REMINGTON RAND MANAGER AT BUFFALO 


The appointment of Walter P. Lindsay as manager 
of the general offices of Remington Rand, Inc., Buffalo, 
N. Y., has been announced. The appointment results 
from the shift of all Remington Rand sales division 
offices from Buffalo to New York City this spring. 

Vice-president Stanley M. Knapp explains that Mr. 
Lindsay “will handle matters involving company policy, 
act as liaison official between the operations in New 
York and Buffalo and be responsible for the over-all 
management of the general offices.” 

Mr. Lindsay has been with the company for 28 
years. He was sales manager of the systems branch in 
New York City, later sales manager of the insurance 
division, and since the start of the war has been co- 
ordinator and office manager of the propeller division 
in Johnson City. 

Under the direction of Mr. Lindsay, W. R. Cummins 
will continue as office manager in Buffalo. 

: a 
F. M. ELLIS RE-ELECTED PRESIDENT OF FIRM 


Fred M. Ellis has been re-elected president of 
Columbus Blank Book Manufacturing Company at 
Columbus, Ohio. Other officers named are: N. M. 
Peterson, executive vice-president; H. B. Perkins, 
secretary-treasurer and general manager; T. Carl 
Smith, assistant general manager; J. B. Heckert, 
assistant secretary and auditor, and Harry E. Squier, 
production manager.—AK 





STEIN BROS. EXPAND WITH NEW FACTORY 


Ground was broken March 12 for the newest and 
most modern factory in the luggage and leather in- 
dustry, located at 4242 West Fillmore Street, Chicago. 
In starting construction of this factory, Leo Stein and 
E. R. Manning announced officially the entrance of 
Stein Bros. Manufacturing Company into the luggage 
field. Men’s soft luggage in ensembles to match the 
nationally-advertised Stebco brief cases, porfolios and 
zipper ring binders will be offered through an ex- 
panded sales force as soon as conditions permit. 

An entire square block of 75,000 square feet was 
acquired some time ago for this new factory. Priorities 
and conditions permit the start of the first unit of 
40,000 square feet at this time. The modern building, 
with every possible convenience for highly efficient 
production, was designed by A. Epstein, Chicago in- 
dustrial building engineer. 

In this factory development Stein provides one of 
the success stories of the industry, a story of steady 
progress from a small beginning 27 years ago. Pioneer- 
ing and creative originality have given Stebco dealers 
many of the industry’s outstanding brief case and 
zipper portfolio ideas and inventions. 

Addition of men’s luggage to the Stebco line will 
give Chicago, in the post-war period, one of the na- 
tion’s largest leather goods producers with an antic- 
ipated force of 300 employees. 


In War Production Since 1941 


The War Department has had first call on Stein 
production since 1941. As one of the first leather 
goods manufacturers to enter war work, the three 
present factories and warehouse have turned out 
hundreds of thousands of critical items, with a peak 
of 343 people working two shifts per day. Now it can 
be told that the Stein plant has been the Army Air 
Forces chief source of supply for the Type B-4 flyers’ 
clothing bags. 

Other items produced include bombardiers’ cases, 
inspectors’ tool cases, Q.M. brief cases, mechanics’ 
tool pouches, gun-cleaning rod cases, cold weather 
face masks, cartridge cases, parachute sling assemblies, 
aerial delivery containers, emergency life raft equip- 
ment, aviators’ kit bags, crewman flight cases and 
parachute bags. The highest inspection rating ob- 
tainable has been given to the Stein plant. 

Attending the ground breaking ceremonies Monday 
morning, March 12, were Leo Stein, president; E. R. 
Manning, general manager; Edward Lerner, works 
manager; S. M. Cole, sales manager; Frank Kasper, 
the oldest Stein employee; Frank Lederle of Luggage 
and Leather Goods, Walter Lennartson of OFFICE AP- 
PLIANCES, and A. Epstein and his staff. 
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STEIN BROS. LEATHER GOODS PLANT IN CHICAGO 
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Up against ‘‘Sticky”—that clinging, smeary, gum-gremlin in pencil carbon 


paper? You may think you're not, but your customers are. 


Banish this gremlin and you'll build your pencil carbon business. Quickly. 
Easily. Profitably. Columbia Nonstick Pencil Carbon Paper will do just 


that. 


Non-sticking, long wearing, clean, curl resisting regardless of moisture, 
weather, climate, Columbia Nonstick Pencil Carbon Paper offers you a 
priceless opportunity for extra carbon paper sales. Volume sales. To new 


customers. To old customers. To their printers. Here’s why: 


All your customers use pencil carbon in quantity for no end of delivery 
receipts, packing and shipping orders, salesmen’s books, etc. Often out in 
the weather, where a pencil carbon paper really has to “take it”. Think 
what a hit Nonstick will make with everybody who has to handle pencil 
carbon paper! Write us for a sample of Nonstick so you can try it yourself. 


And for prices and sales suggestions. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Inc. 


Main Office & Factory: Glen Cove, L. I., N. Y. 
New York Sales & Export: 58-64 West 40th St. * Midwest Sales: Kansas City, Mo., Dwight Bldg. 


COLUMBIA NONSTICK CARBON PAPER 
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E. J. LeBlanc, of the Office Equipment Company, 
Louisville, Ky., came through the rain to visit at 
OFFICE APPLIANCES’ home office February 21. A reg- 
ular Chicago visitor in February because of the school 
equipment convention, he made the trip as planned 
before the convention was cancelled, having business 
affairs to keep him occupied for a full week. He 
visited with a number of the local manufacturers 
represented by his company and examined the attrac- 
tive new Horder store described elsewhere in this issue. 


Howard S. Sanders, of the Stationers & Publishers 
Board of Trade, Inc., New York, signed the Guest Book 
on Washington’s Birthday. Primed with sound infor- 
mation on credit and finance, his visits always leave 
practical ideas on stationery store operation. The 
purpose of his trip to Chicago was to meet with manu- 
facturers constituting the western division of the or- 
ganization. Mr. Sanders is well known to many dealers 
through his addresses at NSA gatherings, both regional 
and national. 


Charlie Lipman, vice-president of the George B. 
Graff Company, was a welcome visitor and Guest Book 
signer on February 26. He wears his new title of vice- 
president with becoming modesty, offering assurance 
that his character hasn’t changed a bit. On one of his 
big swings, Charlie had left his headquarters in New 
York City about the middle of February, making calls 
on dealers all along the way to Chicago. While here he 
conferred with another Graff sales representative be- 
fore starting his return journey. One of the most 
widely known travelers in the industry, Charlie Lip- 
man has a personality that stimulates and a smile 
that wins. 


S. M. Downey of Alderson & Downey, manufacturers’ 
representatives at Los Angeles, registered with the 
office of this journal by telephone on the first day of 
March. He had been East to James- 
town, N. Y., to spend some time at 
the plant of Watson Manufacturing 
Company, and took a side trip from 
Chicago to Two Rivers, Wis., to 
see the Hamilton Manufacturing 


BOORUM & PEASE CO-STARS WITH 
DU PONT IN EXHIBIT.—At the Du Pont 
Products exhibit in Atlantic City re- 
cently, Boorum & Pease products using 
“Fabrikoid” were displayed. Bound 
books, loose leaf binders and other 
B. & P. items utilizing the coated and 
impregnated fabric were included in 
the exhibit of outstanding manufacturers 
using Du Pont materials. Over 1,038,000 
visitors saw Du Pont exhibits last year. 
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Company. The two partners called upon dealers 


throughout the West Coast area. 


Louis Stock of Rite-Line Sales Company, Inc., New 
York, called at OrricE APPLIANCES’ headquarters with 
Frank G. Wellner, who operates the Rite-Line Sales 
Agency of Chicago. Mr. Stock has a remarkable record 
as a copyholder salesman, having popularized the 
Line-A-Time in the New York area before the company 
was absorbed by Remington Rand. He probably has 
sold more copyholders than anyone else, and is as 
active in sales activities as he was 20 years ago. 


John L. Swope, of Findlay Printing & Supply Com- 
pany, Findlay, Ohio, was a visitor March 7. Formerly 
located in Chicago, he was in town on a buying mis- 
sion which he reported as being successful. 


Chet Smith, of Kansas City, Kans., representative of 
Codo Manufacturing Company in eight states west of 
the Mississippi, signed the Guest Book March 9. A 
grandfather at 38 and the head of a household of 
eight, Mr. Smith has every incentive needed to be the 
good sales producer he is. In Chicago he was in con- 
ference with Frank Cooper, president of the company. 


H. Ed Cooper of Minneapolis, representative of 
McMillan Book Company, favored OFFICE APPLIANCES 
with a visit on March 14. With a territory extending 
from Puget Sound to the Gulf of Mexico, Ed personally 
visits most of the states in that area during a year. 
In Chicago he stopped to see a few friends while on 
his way home for a brief vacation after spending 
seven weeks at headquarters in Syracuse. Long active 
in the Northwest prior to his present connection, and 
former president of Northwest Travelers Club, his 
ability and genuine friendiness made him unusually 
popular in his old territory, a condition that carried 
on into new fields when he became a member of the 
McMillan staff. 


Rosario T. Armand, of Canada Typewriter Exchange 
Supply Company, Montreal, signed the Guest Book 
March 19. The purpose of his visit to Chicago was to 
confer with officials of Shipman-Ward Manufacturing 
Company, for which concern his company serves as 
Canadian representative. Mr. Armand long has been 
active in association work. He has attended a number 
of the conventions of the National Office Machine 
Dealers Association in this country. A few days prior 
to his call he had participated in a meeting of the 
Canadian Office Machine Dealers Association at To- 
ronto. He was good enough to supply a picture of the 
executive group of that association, which appears 
elsewhere in this issue. 
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That's what you can promise and deliver in POSTINDEX . . . the 
fastest and most complete of all visual record systems! 





That's what every business executive must have to keep him 
constantly in full command of all the complicated facts of Sales, 
Production, Inventory, Cost, Purchasing and Personnel — now and 
postwar! 


He has the need — you've got the answer in POSTINDEX ! Profit 
from it now! Show him how POSTINDEX can simplify the compli- 
cated problems bound to arise when reconversion and postwar 
opportunity meet! Show him how POSTINDEX can free his mind 
from the burden of important business facts — yet keep him always 
in full possession of them! 


We have just published a new booklet on the modern ‘‘logistics”’ 
of sales control called: POSTINDEX—a “Command Post” for Sales 
Commanders. It explains how POSTINDEX can keep Sales Man- 
agers in full control of all the complicated facts of their entire sales 
operation all the time! A limited number of these booklets are now 
available for distribution to your selected prospects. Send for your 
copies today! 


If you are not now handling POSTINDEX, write for information 
to POSTINDEX Division, Art Metal Construction Co., Jamestown, N.Y. 


P.S. POSTINDEX will continue to sup- 
ply a full line of modern, efficient 
ARTWOOD Equipment until steel is 
again available. 
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Representatwes of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Yorn, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades —S Z i Britain and Ireland, 
4 St. Bride Street, London, 


London, February 1, 1945. 


Much discussion is taking place in London through 
the national press relative to a book, “Secrets of 
Industry,” written by Lewis Ord, an industrial con- 
sultant who started his career in the Canadian Pacific 
Railway service at the age of 13. 

The theme of Mr. Ord’s book is that business office 
systems are jamming the works and that these little 
bits of paper slow down, rather than speed up, the 
wheels of industry. The office appliance industry 
here is particularly aroused by the observations re- 
garding the American office systems industry and the 
growth of paper controls in Britain “encouraged by 
the people selling such systems in this country.” A. R. 
Jackson of Remington Rand suggests that the rosy 
picture Mr. Ord paints of office systems people walk- 
ing into British industry and meeting managers burst- 
ing with an active desire to acquire their products 
is an experience quite foreign to most salesmen. 

The position held is rather that the office systems 
people have been in a very stiff fight for many years 
against a generation which believed that an expansion 
of the “paper” methods in vogue in grandfather’s day 
were still good enough to control the altered pattern 
and scale of twentieth century manufacture and mar- 
keting. It is not true to state that the systems industry 
has fostered the growth of paper controls. Rather, its 
aim has been to simplify and rationalize the hap- 
hazard growth of paper work in British industry and 
commerce, and it has installed modern machines and 
recording systems in order to give improved control 
with less clerical effort.. To lessen the latter it is 
sometimes necessary to increase the physical amount 
of paper. 

Mass Production More Efficient 


The main premise of the book is that the batch 
system is less efficient than the mass production 
system and that it requires more paper controls and 
consequently a greater ratio of non-productive labor. 
Quoting A. R. Jackson again, this is incontestable and 
there cannot be any argument about the higher effi- 
ciency of mass production system as compared to the 
batch system. The latter, he contends, is simply a 
reflection of current British marketing methods 
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which spring from British social philosophy. A let- 
ter to the London Times recently stated, “as befits a 
nation with a very high standard of living, large 
variety in manufacture is demanded.” Mr. Jackson, 
who is public relations officer of the office appliance 
industry, has asserted that “Mass production is a 
technician’s paradise and a politician’s nightmare.” 
If one could conceive of a factory being so automatic 
as to dispense with labor entirely, then we would be 
up against a labor problem. 

One of the sections of Lewis Ord’s book is an an- 
alysis of non-production costs in America, England 
and the Continent. A survey of manufacturing pay- 
rolls of a number of motor firms tentatively estimates 
that the percentage of the total payroll on paper work 
was about 5.6 in America, 28 in England and 35 on 
the Continent. 

Overhead charges are one of the most important 
factors in the success of a firm. Decentralization of 
responsibility has become necessary. The suggestion 
that the office systems industry has fostered the 
growth of non-productive labor is farcical and con- 
trary to the main efforts of this industry. Paper work 
has grown since grandfather’s day because the variety 
of products and the complexity of the product has also 
grown with distribution to a much larger marketing 
structure. This growth gave birth to modern office 
systems, whose raison d’etre is economy. 


The office systems industry in England has done 
a remarkable job in this war. Without its aid the 
whole policy of decentralization and sub-contracting, 
a policy forced on Britain by proximity to the war 
itself, would have been exceedingly difficult, if not im- 
possible to control efficiently. 

Mr. Ord’s attitude toward the office systems industry 
may be the result of his personal business experi- 
ences. He has looked for the odd cases correlated to 
his bias and overlooked the 99 per cent of cases in 
contradiction to his theory. The industry has reason 
to be proud of its contribution to the war effort and 
no book, however cleverly written, can disprove its 
effort in the light of the users’ experience. 

All-metal office furniture equipment.—The industrial 
supplies department of the Board of Trade has recently 

(Turn to page 147, please) 
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PAPER DRILL 


DRILLS CLEANER HOLES 


Smead’s Kwik-Twst Drill actually cuts 
through the paper, boring a clean, 
sharp, round hole. Paper is drilled, 
not punched, which leaves no ragged 
edges to start pages tearing loose. 


DRILLS MORE SHEETS AT A TIME 


Smead’s Kwik-Twst Drill will cut 
easily and smoothly through a full 
half-inch of paper. A twist of the 
wrist and you’re through. 


LEAVES NO MUSS OR LITTER 


Smead’s Kwik-Twst Paper Drill elim- 
inates the annoying litter caused by 
ordinary punches. The drilled-out 
paper cuttings travel up into the han- 
dle. The handle may be emptied by 
unscrewing from the drill, this should 
be done often so that the handle does 
not fill with paper wads. 


DRILLS WITHOUT ADJUSTING OF GUIDES 


With each Kwik-Twst Drill is fur- 
nished a celluloid template for dri!l- 
ing holes to fit all standard types of 
binders. 


PORTABLE AND CONVENIENT 


The cutting edge of Smead’s Kwik- 
Twst Paper Drill may be quickly un- 
screwed, reversed, and inserted with- 
in the handle, thus protecting its edge 
and making it safe to carry. 


SMEAD’S KWIK-TWST PAPER DRILLS 
AT $1.00 EACH 


Furnished in One Size... For Drilling 
a Standard One-Quarter Inch Hole 


EXTRA BITS $.50 EACH 
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AND THEY MEAN DOUBLE SALES... 
DOUBLE PROFITS 


You SELL 7éem TOGETHER! 


S/w "*SAFEGUARD” OUTFITS 


To make it easy for you to sell we have 
put out the G/W Safeguard Systemina 
complete compact package containing 
everything needed to install a filing 
plan in a 1-, 2-, 3-, or 4-drawer file. 
With each order for a dozen or more 
sets you receive a colorful counter piece 
for displaying an actual one-drawer 
outfit, and a supply of the famous 
“Find-i-tis” booklet. 


Giw WOOD FILES 


The ideal housing for records controlled 
by ‘‘Safeguard.’’ Precision-built for 
finger-touch operation and lasting, de- 
pendable service. Made in 2-, 3-, and 
4-drawer letter and legal sizes—finished 
For descriptive literature and selling aids, in green or imitation walnut. Sell G/W 
write today tothe ‘‘Headquarters for Mod- Wood Files with the Safeguard System 
ern Office Engineering,” The Globe-Wer- for extra profit, dependable repeat busi- 
nicke Co., Norwood, Cincinnati 12, Ohio. ness and more customer good will. 


- Wernicke 











“SAFEGUARD’ FILING SYSTEM 
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Quality materials and at- \ % WAR BONDS 
tractive appearance for ‘ 

a definite sales appeal. 
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CHICAGO MACHINE DEALERS HOLD OPEN HOUSE 


When the executive committee of the Chicago Office 
Machine Dealers Association decided to make the regu- 
lar monthly meeting of March 12 an open house 
affair, it was expected that attendance would run 
high. Reservations were made for 75 but well over 
100 were present. The association is organizing under 
a new charter and March 12 was the last date on which 
dealers could become charter members. By the time 
the meeting was concluded 80 names were on the 
official charter membership roster. 

Harry Kingery, Kingson Service, president of the 
Chicago organization, opened the meeting with words 
of welcome to an out-of-town delegation of 15 mem- 
bers of the Illinois Office Machine Dealers Association. 
Elmer Thiessen, Kewanee, IIl., president of the Illinois 
group, responded by introducing the visitors. 

Jim Ward, recently returned to Chicago as vice- 
president of the Shipman-Ward Manufacturing Com- 
pany, was asked by President Kingery to serve as 
chairman for the balance of the evening. 

The first featured speaker of the evening was Col. 
W. H. Weimer, chief of the Veterans’ Employment 
Service of Illinois, who gave an illuminating outline 
of the manner in which the V.E.S. operates. 

As a division of the U. S. Employment Service, the 
V.E.S. interviews veterans, disabled or otherwise, helps 
them to get their old jobs back, if they want them, 
or assists them to find work in other fields. Through 
aptitude tests and training programs, V.E.S. performs 
an invaluable service. 

Col. Weimer asked that all employers list job open- 
ings with a local office of the V.E.S. It is his conten- 
tion that there is no job that requires the use of 
every human physical faculty. So far he has been 
able to prove this in his job placement work. Many 
a job that was assumed to require a man without 
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physical impairment has been found within the capa- 
city of a disabled veteran. 

In his concluding remarks, Col. Weimer referred 
to a V.E.S. manual that lists 1080 separate occupations 
in the Army and Navy and a corresponding list of 
comparable jobs in civilian life. He also spoke of the 
veterans’ education program which allows $500 a year 
for tuition and attendant fees, plus $50 a month for 
an unmarried veteran or $75 a month for a married 
veteran. Each veteran who entered the service be- 
fore reaching the age of 25 is entitled to the benefits 
of the education program for a time equal to his 
length of military service plus one year. 

C. Leroy Jones, sales manager for the Woodstock 
Typewriter Company, spoke briefly about the schools 
for typewriter mechanics which were developed under 
his jurisdiction when he was in the Office of the 
Quartermaster General of the United States Army 
last year. He pointed out that similar schools planned 
for a civilian economy would be invaluable. 


NOMDA President Presents Program 


The next speaker was Gene Taylor, Pantagraph 
Printing & Stationery Company, Bloomington, Ill., who 
took over as president of the National Office Machine 
Dealers Association last year when Jack Macon was 
forced to resign because of ill health. Gene told of 
his activities since becoming president, referring to 
a check-up he made with other trade associations for 
the purpose of expanding the services of NOMDA. He 
said that on the basis of income NOMDA is in the 
upper half of trade organizations in the United States. 

The only thing that a trade association has to offer 
is service. Gene read a list of 35 different kinds of 
services that are provided to members by associations. 
At the present time only five of these services are 
being made available by NOMDA, but plans are being 
laid to extend the program to include a number of 
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: ghavedising! 
Millions and Millions of 


Eye and Ear Impressions 


Here’s tops in advertising! . . . The top Sunday daytime radio 
show—Sheaffer’s World Parade, featuring Max Hill, Lou 
Breese, and his famous orchestra, the Sheaffer Penmen. 4-color 
ads in 68 of America’s top national magazines! . . . And top- 
position, 4-color smashes in more than 100 broad-coverage 
newspapers, including big 4-color ads in the nation’s most 
popular comic sections, read by everybody! Week after week, 
month after month—it all adds up to more than a BILLION 
eye and ear impressions during 1945! 


MAX HILL, direct from European war fronts . . . Far Eastern 
Authority, a man who knows about Japan... he was a prisoner 
of the Japs for seventeen months. 


W. A. SHEAFFER PEN CO., FORT MADISON, IOWA. 


SHEAFFER'S _ 
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others. The complete program of NOMDA as Gene 
outlined it is presented in a special section beginning 
on page 32. 

Interesting and humorous experiences in learning 
how to sell filing equipment, adding machines and 
calculators were reported by Elmer Thiessen. Elmer 
may not have known much about these products when 
he started but he certainly learned fast. 

Paul Jones, Chicago manager of the Royal Type- 
writer Company, was called on to throw some light on 
the production situation in reference to new standard 
and portable typewriters. He pointed out that there 
are no production limits but the shortage of man- 
power indicates that there will be no increase in the 
number of new machines available for some time. It 
is his belief that portables will be among the last to 
be put into full production. 

Congratulations were offered to dealers by Herb 
Foley, Chicago manager of L. C. Smith & Corona 
Typewriters, Inc., for the excellent service rendered 
on typewriters used in war plants. As long as the war 
continues, dealers’ activities will be largely confined 
to service and repair work. When the war is over, 
however, new products will be made and the dealer 
will be in a position to engage in a profitable mer- 
chandising business. 

Jim Ward himself was the final speaker of the 
evening. He touched upon the subject of surplus 
office machines stating that most of the typewriters 
now being released are so old that they are hardly 
worth buying. Later the picture will change, of course, 
but for the present dealers would be wise to hold on 
to their stock of machines, renting rather than selling 
them. In the meantime he advised all dealers to get 
their names on the list to receive copies of the Sur- 
plus Reporter issued by the United States Treasury 


Department. 
a oe 


BOSTON STATIONERS IN ANNUAL BANQUET 


The Boston Stationers Association held its annual 
banquet at the Hotel Statler on February 19 with 
more than 300 members and guests on hand for a 
real old-fashioned chinning bee before the dinner. 

The banquet was, of course, on a wartime scale, 
but it was served efficiently and in good style. Between 
courses, the ladies sparkled on the dance floor with 
their escorts. There was an abundance of music in 
which several impromptu barber shop quartets and 
multiples thereof joined in entertaining themselves 
and the diners vocally. 

After the dinner, Chairman Guy E. Hart of Joseph 
Dixon Crucible Company introduced Bernard Willander 
of Thomas Groom & Company, Boston, president of 
the association. Mr. Willander welcomed the ban- 
queters and paid tribute to the committee providing 
the successful evening. 

Following some snappy entertainment, dancing con- 
cluded the program. It was a friendly affair enjoyed 
by all. 


———__—_o= oe 


SHEAFFER HOST TO SAN ANTONIO STATIONERS 


Stationers of San Antonio were guests of the W. A. 
Sheaffer Pen Company at a luncheon and meeting 
held in the Gunter Hotel on March 1. Grant Olson, 
general advertising manager of the company, was in 
charge, assisted by L. H. Vasbinder, local representa- 
tive. 

Following the luncheon, a sound picture, “Right to 
The Front” was shown, and an announcement was 
made relative to a new line of pens being introduced 
by Sheaffer. 

Meetings similar to the one attended by 40 in San 
Antonio were held in Dallas, Fort Worth and in 
Houston. The company conducted 65 meetings of this 
kind in the nation to spread the news concerning 
new Sheaffer policies—BCR 
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NEW YORK OFFICE MACHINE DEALERS MEET 


With an attendance of more than 75 members 
and guests, the regular monthly meeting of the 
Office Machine Dealers Association of New York, Inc., 
was held on March 13 at the Hotel New Yorker. 

President Irving R. Ritchie, Addressing Machine 
& Equipment Company, introduced the following 
guests, most of whom were from out of town: C. A. 
Weimer, Weimer, Incorporated, Bridgeport, Conn.; 
M. W. Thompson, Thompson Typewriter Exchange, 
Plainfield, N. J.; W. A. Partee, Royal Typewriter 
Company, Stamford, Conn.; A. H. Ward, Western 
Typewriter Company, Wichita, Kans., president of 
the Kansas State Office Machine Dealers Associa- 
tion; Irving Vincent, Western Typewriter Company, 
Topeka, Kans.; Joseph Heaton, Pawtucket Typewriter 
Exchange, Pawtucket, Rhode Island; Ed Toussaint, 
Central Duplicating & Typewriter Company, Camden, 
N. J., president of the Penn-Jersey Office Machine 
Dealers Association; and Major Stanley Weiner, 
son-in-law of Harry Morse, Morse Typewriter Com- 
pany, Inc., New York. 

Secretary Jessie I. Taylor, Globe Typewriter & 
Adding Machine Company, Inc., read a letter from 
NOMDA Executive Secretary Joe M. Hicks, Washing- 
ton, D. C., announcing that all paid up members by 
April 1 would be listed in “Who’s Who,” the national 
directory. He urged all members to pay their dues 
at once in order that they might be included in the 
forthcoming edition, pointing out the advantages to 
be derived from these listings, and telling of the 
co-operation of office machine dealers throughout 
the country. 

President Irving R. Ritchie reminded his listeners 
of the Red Cross drive and urged all to give gener- 
ously. 

Paul Gross, Mailers Service & Equipment Company, 
chairman of the membership committee, reported an 
increase of five new members, making a total of 169 
to date. He, too, urged dues payment in order to 
insure “Who’s Who” listing. 

William Purvin, Superior Typewriter Company, 
chairman of the entertainment committee, announced 
that the meeting to be held on Tuesday, May 8, 
would be “Ladies Night.” He asked all to attend and 
to bring their ladies, promising a fine social evening 
with all the trimmings, including refreshments. 

James T. Lafferty, Underwood Elliott Fisher Com- 
pany, asked that names and locations of men in 
the armed forces be sent to the publicity committee 
so that they could be published in a booklet the 
association is planning to issue soon. 


War Veterans’ Rehabilitation Program 


One of the gtest speakers of the evening, John 
H. Singleton, acting service training officer of train- 
ing and education, sub-division of the Veterans 
Bureau, gave a comprehensive talk on the program 
of rehabilitation of war veterans. He thoroughly 
reviewed for his audience the entire proceedings for 
the employment and school for war veterans as me- 
chanics. At the conclusion of his talk, Mr. Singleton 
spent a busy 15 minutes answering questions from 
the floor to the complete satisfaction of interested 
dealers. 

V. David Lawrence, U.S. Apprentice Training Service, 
War Manpower Commission, spoke briefly, telling his 
audience that war veterans would be schooled in 
mathematics, blueprint reading, inspection and other 
related subjects in addition to mechanical operations. 
In closing, he said that the War Manpower Com- 
mission, the Veterans Bureau and the Board of 
Education were all deeply interested in seeing that 
veteran apprentices receive a thorough training so 
as to become skilled mechanics. 

Joseph Heaton, Pawtucket Typewriter Exchange, 
Rhode Island, on the standards and ethics committee 
1945 
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In fact, the American Business World has been turning around 
Boorum & Pease products for over a Century! Throughout America’s offices you'll 
find many items bearing our name—items such as BINDERS . . . LOOSE-LEAF 
EQUIPMENT... PAY ROLL FORMS... VISIBLE RECORD-KEEPING 
EQUIPMENT . . . TIME BOOKS . .. BOUND BOOKS and many others . . . 
but no matter how big or how small these items are, they have been sold exclusively 
through you—THE STATIONERS OF AMERICA. 
The American Business. World of tomorrow shall keep turning around our 
products, mainly because we shall strive to maintain our Century-old tradition— 
that of keeping you one step ahead of your customers’ needs! 








FOR EVERY RECORD—A WAY TO KEEP IT! 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. . 
BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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of the National Office Machine Dealers Association, 
pinch-hitting for Chairman W. J. Garrison, Marietta 
Office Supply Company, Marietta, Ohio, was the next 
speaker. He gave his listeners a resume of the past 
history of the NOMDA. From a small beginning he 
reviewed its growth up through the years. In com- 
menting on the large membership of NOMDA, he 
pointed out that members had become acquainted 
with one another, ideas were exchanged and many 
benefits were derived by dealers. 

New officers of the association, he declared, are 
attempting to build a structure on the foundation 
laid by former officers. New committees are being 
formed, groundwork laid and ethics are being im- 
proved. A minimum standard of wages for the in- 
dustry, also fair trade prices, are among the many 
problems confronting the new administration. In 
speaking of manufacturer-dealer problems, he be- 
lieves that relations are considerably improved and 
have reached a point where they are pretty good. 

In closing he read a list of standard terms pro- 
posed for typewriter dealers, along with age classifica- 
tions of machines. 


DR. STARR ADDRESSES INDIANA DEALERS’ GROUP 


Dr. George Starr of the Bureau of Business Research, 
Indiana University, addressed the Indiana Office Ma- 
chine Dealers’ Association on February 24 at the Hotel 
Severin in Indianapolis. Typewriter distribution prac- 
tices and how to improve them was the topic of Dr. 
Starr’s address. At the meeting, additional member- 
ships were accepted by the Indiana association. 

The next meeting has been arranged for Monday, 
April 23, at 10 a.m. at the Hotel Severin. All members 
and non-members are invited to attend, states A. B. 
Connolly, secretary-treasurer, inasmuch as matters of 
importance will be discussed and committee reports 
made. 


o 


The meeting, held at the offices of President Peter 
Roda on March 17 and 18, centered around the prob- 
lem of disposal of surplus typewriters through the 
War Assets Corporation, which will handle the dis- 
position of all government surplus after the war. 
Through manufacturers, the dealers will get 30% of 
that surplus. Front row, left to right: Harry J. DeLuca, 
Office Machines & Equipment, Montreal, secretary: J. 
Rubin, National Typewriter Exchange, Montreal, vice- 
president; Peter Roda, Ontario Typewriter Co., pres- 
ident; A. Whitley, Windsor, director for Ontario, 
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NSA MIDWESTERN MANUFACTURERS HEAR 
HANNA’S VIEWS ON CURRENT ECONOMICS 


Phil S. Hanna, financial columnist of the Chicago 
Daily News, expounded his views on present trends of 
Government and the nation’s financial setup at a 
luncheon meeting of the midwestern group of the 
Manufacturers’ Division, National Stationers Associa- 
tion, in the Union League Club, Chicago, on March 13. 
George C. Holt, W. A. Sheaffer Pen Company, vice- 
chairman of the Manufacturers’ Division, presided at 
the session. 

Mr. Hanna, who writes with a discerning and often 
critical viewpoint concerning the New Deal philoso- 
phies, turned the spotlight on the current Government 
system of borrowing to spend our way back to pros- 
perity and warned of the dangers in thus piling up 
an even higher national debt. 

In pointing out the dangers of too much disturbance 
by the Government with natural trends in business, 
Mr. Hanna had a word of cheer for the manufacturers 
assembled when he asserted that ills of business 
usually righted themselves. 

Concerning the proposed organizations to enforce 
international peace, Mr. Hanna asserted that such 
peace could come only with international trade. And 
such a condition, he also pointed out, means that 
Americans must buy from, as well as sell to, other 
nations in a balanced ratio. 

The columnist told of the fun he had in proposing 
Sewell Avery as secretary of labor when the name of 
Henry Wallace was submitted as new secretary of 
Commerce. He indicated that a humorous approach 
often gets over a point better than serious writing 
about a situation. 

Present at the meeting were C. H. “Jack” Johnstone, 
Wallace Pencil Company; John Smythe, Geyer Publi- 
cations; Frank S. Cooper, Codo Manufacturing Com- 
pany; Harry L. Fellowes and Walter J. Nickel, Bankers 
Box Company; E. D. Dinnsen, guest; A. C. Aigner, 





CANADIAN OFFICE MACHINE DEALERS ASSOCIATION OFFICERS AT MARCH MEETING IN TORONTO 


Second row: Frank McGinn, secretary, Manufacturers 
Association; W. T. Corney, Toronto, second vice-pres- 
ident; R. T. Armand, Canada Typewriter Exchange 
& Supply Co., Montreal, director for Quebec; T. Walsh, 
Walsh & Ross, Toronto, ex-secretary; C. L. Starr, Starr 
Business Machines, Montreal, ex-president. Unable 
to be present at the meeting were Harold Soulis, 
Soulis Typewriter Co., Halifax, director for the Mari- 
time Provinces, and T. J. Byrnes, Byrnes Typewriter 
Co., Vancouver, director for British Columbia. 
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GOODFORM ALUMINUM CHAIRGETAL 


METAL DESKS 








GF Metal Desks have served’ many, many thou- 
sands of users faithfully and well during the last 


twenty years. Their dependability is unchallenged. 


Goodform Aluminum Chairs, adjustable to each individual 
with a model designed for each type of work, brought a new 


standard of seated comfort to office workers. 


Together GF Metal Desks and Goodform Aluminum Chairs 
are an unbeatable combination because of their modern 
design, practical utility, rugged strength, and freedom from 


maintenance expense. 


These products are not now manufactured but when Victory is 


won, this same unbeatable combination will again be available. 





AIRSETAL FILING CABINETS + STEEL SHELVING + FILING SUPPLIES + SAFES + STORAGE CABINETS 





THE GENERAL FIREPROOFING COMPANY 


YOUNGSTOWN 1, OHIO 

















G. J. Aigner Company; Ray J. Eichenlaub and Edward 
P. Kuhlman, Service Steel Products Company; G. C. 
Holt, W. A. Sheaffer Pen Company; R. D. Latsch, 
Latsch Brothers; Eric F. Grundin, attorney, Chicago; 
J. Ed. Conlon, Rockwell-Barnes Company; E. R. Man- 
ning, Stein Bros. Manufacturing Company, Inc.; John 
Henn, Stanley Wessel & Company; E. R. Rodriguez, 
LaSalle Products Company; Robert Natenberg and 
Arthur Natenberg, Art Specialty Company; John A. 
Gilbert, Walter S. Lennartson and C. O. Schlaver, 
OFFICE APPLIANCES. 


gett a ; 
CONNECTICUT STATIONERS ELECT OFFICERS 

Holding a regular meeting of one-day duration 
instead of the Byrnes-banned convention, the Con- 
necticut Valley Stationers convened at the Hotel 
Bond in Hartford, Conn., on February 28. Presiding 
over the last meeting of his two-year administration, 
Ed Granfield treated the gathering of almost 100 
dealers, manufacturers and travelers to his hearty 
humor and ready wit. 

During the session a donation of $100 was voted 
to the Red Cross. Tom Stonehouse, who has been fol- 





GARRY DELL 


lowing his “beat” up and down the valley for almost 
27 years, was presented with a floral tribute by the 
dealers. 

New officers were elected, as follows: 

President, Garry Dell, Leo Burt and Company, 
Hartford; vice-presidents, Cort T. Worth, Esterbrook 
Pen Company; Charles C. Conklin, Conklin Office 
Supply, Springfield; A. D. Bierponch, Central Sta- 
tionery, Hartford; Joseph L. Perfetto, New England 
Typewriter Exchange, New Haven; secretary, Thure 
Bengston, Adkins Printing Company, New Britain; 
treasurer, Gilbert F. Mulford, Kilbourne Brothers, 
New Haven; auditor, J. F. Yates, New Haven. 

Directors, C. F. Carpenter, Davis & Nye, Waterbury; 
Otto A. Cavanaugh, Plimpton’s, Hartford; John F. 
Molloy, Meriden; Gustav Fischer, Hartford; Donald 
D. MacDonald, Bradley & Scoville, New Haven; Perry 
R. Jacobs, John R. Rembert & Company; John Previdi, 
Danbury; Edward Granfield, New Haven; Sidney Chal- 
lenger, Frank Fargo Company, Bridgeport; and E. W. 
Pape, Adkins Printing Company, New Britain. 

Membership committee chairman, William G. Mc- 
Donald, Hamden. 

eo 


W. A. SHEAFFER HOST TO PEN DEALERS 


Luncheons given by the W. A. Sheaffer Pen Company 
and sales staff at the Waldorf-Astoria Hotel in New 
York on February 19, 20 and 21 attracted some 200 
dealers daily. The meetings, addressed by C. R. 
Sheaffer, outlined in detail the company’s develop- 
ment, the logic behind the new service contract and 
introduced the latest Lifetime pen—the new “Tri- 
umph.” Featured on the programs was a movie show- 
ing the various war products the company has been 
building and explaining why this has resulted in cur- 
tailment of the output of writing instruments. 
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EASTERN NSA MANUFACTURERS MEET AT N. Y. 


Representatives of many manufacturers in the east- 
ern district and members of the National Stationers 
Association participated in a round-table discussion on 
March 1 at the Hotel Biltmore in New York City. 
Leader of the informal discussion of pressing problems 
of mutual interest was H. B. Van Dorn, Joseph Dixon 
Crucible Company, as vice-president of the Manufac- 
turers’ Division of NSA. 

A suggestion was made that the association adopt 
a telegraphic code for the use of its membership, 
thereby reducing the load on the service and making 
possible a reduction in costs of communication for 
both manufacturers and dealers. Although various 
members pointed out several possible pitfalls in such 
action, it was generally conceded that the suggestion 
would be helpful, if found practical upon examination. 

The discussion then turned to buying trends in the 
industry. Some evidence was seen by members of 
what might be termed “panic buying.”. It was con- 
ceded that dealers’ inventories, by and large, are 
acutely short of some merchandise. The group dis- 
cussed various plans now being used to distribute 
equitably the goods that could be made. It was dis- 
covered that some manufacturers have been compelled 
to discontinue acceptance of orders because their back- 
log was so great. The rationing of merchandise will 
probably be much more prevalent in the future than 
in the past, if the experience of the manufacturers 
present at the New York round table is representative 
of conditions generally. The acute manpower shortage 
in many territories, as well as tightening of markets in 
many raw materials, are the compelling factors. 

Germane to this general problem of merchandise it 
was suggested that the industry, as a whole, might 
gather the necessary data for presentation to govern- 
mental authorities to impress on them the essentiality 
of our products. Opinion was voiced that we may have 
overlooked an opportunity. Virtually without exception, 
the products of this field are essential to all business, 
said the NSA members. Until our business is recog- 
nized for its vital part and its products are added to 
the governmental lists of essential products, little help 
for manpower can be anticipated. Thus it becomes 
vital, in order to insure continuous stocks on their 
shelves, that dealers should be particularly zealous in 
obtaining priorities to send to the manufacturer when- 
ever possible. 

Sales management problems of manufacturers were 
presented for consideration. An informative discussion 
was led by Richard A. Jonas, Oxford Filing Supply 
Company, vice-president of NSA Sales Managers’ 
Division. 

Attention of the group was directed to the very im- 
portant subject of protecting patent and trademark 
rights. Apparently some manufacturers have been an- 
nouncing certain of their merchandise as “discontin- 
ued.” It was advised that this declaration be qualified 
to “temporarily discontinued” or simply “unavailable,” 
in order that the manufacturer’s trademark and pat- 
ent rights will not be placed in jeopardy. 

The problem of returning war veterans who desire 
to open new stationery businesses was the last subject 
of the day. It was related how a stationers’ association 
in an eastern city had already recognized the problem 
and formed a committee to counsel with those who 
proposed to enter the business as dealers. In the in- 
terest of the whole trade, it was the opinion of the 
group that every effort should be made by manufac- 
turers and dealers to place facts and figures before 
the newcomers so that the stability of the business 
will be disturbed as little as possible. 


a ee 


T.S.A. HOLDS MARCH MEETING IN NEW YORK 


At the regular dinner meeting of the Transcription 
Supervisors’ Association on March 12, held at the 
Hotel Sheraton in New York City, the theme, “Women 
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A great many of you alert, aggressive Retail Stationers have 
applied for the Master-Craft Franchise. You are the type of 
dealers we want, and after the war we are going to need your 
business — but we can't give you the franchise now. At least 


we can't and still be fair to our present dealers. 


We are producing all the loose-leaf goods that our manpower 
and materials will permit. A good-sized slice of our produc- 
tion is going for government and war plant use, and the 
remainder is scarcely enough to fill our present dealers’ 


requirements. 


If we gave you the franchise we would supply you with a 
stock of goods — and the only way we could do that would 


be to whittle down shipments to our present dealers. 


These dealers have been mighty loyal to us in the past. We 
believe they deserve the best support we can give them now. 
Maybe we're short-sighted. Perhaps it’s going to cost us a lot 
of new customers that we'll want after the war. But we're 
trying to back up these splendid dealers of ours the way we'd 
want to be supported, if we were a MASTER-CRAFT Dealer. 


One thing we will promise you stationers who have applied 
for the Franchise: Your application will receive first con- 


sideration aS soon as we are able to produce goods for you. 


Perhaps some of you like the Master-Craft line and the 
Master-Craft selling policy well enough that you will want 


to talk business with us at that time. How about it? 







MASTER-CRAFT CORPORATION 
Division of The Shaw-Walker Co. 
KALAMAZOO, MICHIGAN 
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MITTAGSVOLGER inc. Wh 


Nowhere will you find expressed in carbon 
paper the distinction, individuality, and pres- 
tige so inseparably associated with M&V 
Tackless Pencil Carbon specially developed 
to eliminate offset, smudge and bleeding. This 
fine example of the M&V master craftsmen’s 
work is made for that exacting clientele who 


seek the utmost in value, performance and 





POINTED FACTS ABOUT PENCIL CARBON 


durability. The highly specialized services of 
these skilled workmen insure the excellence 
and dependability of all M&V precision imade 
products, this is the reason why users of 
M&V Tackless Pencil Carbon can be sure 
that every sheet will produce the maximum 
number of clear sharp brilliant copies—a 


true “Tackless” carbon as the name implies. 





MITTAG AND VOLGER, INC. 


ESTABLISHED 


1881 





FINE CARBON PAPERS & INKED RIBBONS +© PARK RIDGE, NEW JERSEY 
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[ To those dealers who have or would like to set up a Systems Department, Acme presents ] 


an unusual opportunity for much profitable business. Wire or write for further details. 


EY Reprint of Our Message in National Magazines, April, 1915 
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in the Post-War World,’ was developed from the 
French viewpoint by Mme. Suzanne Blum and from 
the American side by Miss Frances Marlatt. Both dis- 
tinguished women are lawyers. 

Mme. Blum, who is now with the post-war planning 
division of the French Consulate, believes women will 
interpret the principles of peace in direct manner, as 
well as indirectly, through proper education of chil- 
dren. 

Miss Marlatt, past president of the New York State 
Federation of B. & P. W. Clubs, feels it of extreme im- 
portance that women be alive to their abilities, and 
that they pay particular attention to the study of 
economics. 

T.S.A.’s president, Miss Irene H. Clark, acted as mod- 
erator and fittingly concluded the meeting by quoting 
the last five lines of “The New Colossus,” dedicatory 
sonnet to the Statue of Liberty, written by Emma 


Lazarus. 
eS ee 


LUCKETT LOOSE LEAF AT 30-YEAR MARK 


The Luckett Loose Leaf, Ltd., Toronto, celebrated 
both the thirtieth anniversary of the concern and the 
inauguration of the “Twenty-Five Year Club” at a 
banquet last month attended by employees of factory, 
shipping room, and office, as well as those from the 
Montreal and Winnipeg branches. 

A feature of the program was a talk by J. S. Luckett, 
who touched on the antiquity of the stationery busi- 
ness and its importance to modern civilization. ‘No 
government, business, school or social life as we know 
it today could exist without the products distributed 
by the stationer,”’ declared the firm head. 

Mr. Luckett then pictured the humble beginning of 
“Lucketts”, with an original staff of one boy and him- 





ove 


WRIST WATCHES TO LUCKETT 25-YEAR CLUB CHARTER 


MEMBERS—Letft to right: G. M. Martin, W. Huff, R. L. Warner, 
J. W. Butterworth and J. S. Luckett (making presentation). 


self, the first month’s sales totaling $5.37. Growth was 
constant despite critical conditions of labor and mate- 
rial. He emphasized that a very large contributing 
factor to the success of the company has been the 
dealer policy adopted at the beginning and rigidly 
adhered to since. 

Hope was expressed by Mr. Luckett that employees 
now in the service would soon return to the company, 
and he closed on an unmistakable note of confidence 
in the future of Canada, in the stationery industry 
and in his own concern. 

Vice-president R. L. Warner then outlined the activi- 
ties of the firm in trade organization throughout 
Canada and the contribution made by it through its 
closer co-operation with the industry as a whole. 
Particular mention was made of the Stationers’ Guild 
of Canada. 

Western Manager C. V. Nobbs spoke briefly on trade 
relations in the West. 

The high light of the evening was a complete sur- 
prise to all but a few who had made the arrange- 
ments. Explaining that it was not through the efforts 
of any individual that the firm had progressed, but 
rather as a result of team work, Mr. Luckett presented 
engraved wrist watches to four employees as original 
members of the “Twenty-Five Year Club.” These 
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watches went to the four with longest term of service— 
J. W. Butterworth, metal department superintendent 
(1919); R. L. Warner, vice-president (1919); W. Huff, 
shipping room superintendent (1919); and C. M. Mar- 
tin, bindery superintendent (1920). Secretary-treas- 
urer C. J. Dutton then presented a similar watch to 
Mr. Luckett, drawing attention to the fact that he, 
as founder of the company, had served 30 years and 
therefore should be included in the original member- 
ship. 


<i ——___.__. 


L. I. KRILOFF MAKES VALEDICTORY ADDRESS 


Stepping out of office as president of the Chicago 
Stationers’ club recently, L. I. Kriloff set the stage for 
his successor, Whitney Hanson, with these remarks, 
quoted in part: 

“There is very little, if any, that one (member) 
can take away from the other. If we have sufficient 
foresight to work together during these better times, 
if and when adverse conditions should arise we will be 
less apt to compete or work against each other, 
which would result into a non-profitable era. Many 
of us have experienced that in the past. 

“In other words, the better we know each other and 
the more respect we have for each other—plus a will- 
ingness to do what we can for each other—the less 
competition will exist. 

“l’m certain that Chicago stationers do not have 
to be TOLD about the many mutual advantages in 
keeping this organization intact, working together and 
becoming a glowing example throughout the country.” 


—>--—___ 


STATIONERS’ 12:30 CLUB GREETS NEW PREXY 


A fine turnout greeted the new president, James 
Hurley of Oxford Filing Supply Company, as he pre- 
sided at the meeting of the Stationers 12:30 Club held 
February 26 at the Advertising Club, New York. 

President Hurley announced that a letter of con- 
dolence had been sent to B. T. Sandner, Russia Ce- 
ment Company, on the recent death of his wife. A 
basket of fruit had been sent to John J. Walder, 
Boorum & Pease Company, and a letter of thanks 
from Mr. Walder, who is recovering from an opera- 
tion, was read to the club. It was announced that 
Louis Wachtel, American Pencil Company, is recover- 
ing from his recent illness. 

The stationers adopted a motion by Treasurer 
Dwight Briggs, manufacturers’ representative, that 
the club contribute $50.00 to the Red Cross War Fund 
drive. 

—————= 


OLD TOWN SELLS LAST OF BRANCH OFFICES 


The Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, New York, announces the sale on February 
15 of its retail sales office in Chicago—the last of the 
firm’s pranch offices—to Russell-McKune, Inc., 225 
North Wabash Avenue. 

This completes a long-range program embarked 
upon by the Old Town Ribbon & Carbon Company 
to market its products exclusively through its local 
distributors in every principal trading area. The Old 
Town distributors’ organization has grown rapidly in 
recent years and the company announces that its 
goods are now sold through local dealers in practi- 
cally every city in the nation. 

sienna 


JAMES P. WARD EDITS SHIP-WARD NEWS 


James P. Ward, back in harness with Shipman- 
Ward, has celebrated his return by publishing the ini- 
tial edition of “Ship-Ward News.” Included is a fund 
of information about Government surplus office ma- 
chines and how they can be purchased. In the next 
issue he will tell how to buy office machines from 
Army and Navy camps and the quartermaster depot, 
and where to look for Army and Navy repair work. 
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An Old Town’ Eyclasike Franchise 


Presents You with Your Home Town Market! 
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a6 Here's a package for you . . . to make your home town 
1a 
er- market really and exclusively YOURS! 
on An Old Town exclusive* franchise gives you a first mort- 
ind gage on your trading area . . . it is yours to have and to 
hold and to grow — a valuable property! 
nc., *An Old Town Old Town is a complete line under one tested, respected 
ary e e . 
the Exclusive Franchise quality trade mark: 
225 
Means: ; a 
. Ribbons and carbons for every use . . . PLUS Spirit Dupli- 
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Old orders go through YOU. Duplicating Fluid. 
bs PRODUCTS: A more complete line, 
an simplified, grade-marked and Write, wire or telephone to see the Old Town representative. 
trade-marked. 
PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consis- 
| tent magazine advertising. ae 


an- PROFITS: Priced right to give you 
liberal margin of profit. Quicker 


ECONOMY 
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ork. RIBBON & CARBON CO. Inc. 
Foremost makers of Ribbons and Carbons for Every Use 
945 750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH 


RYAN NAMED ROYAL TYPEWRITER CHAIRMAN 

Major Allan A. Ryan, U. S. Army, has been elected 
chairman of the board of Royal Typewriter Company, 
Inc., according to a recent announcement. Major 
Ryan’s father, the late Allan A. Ryan, was once presi- 
dent of Royal and his grandfather, Thomas Fortune 
Ryan, founded the business in 1904. 

The third generation of the Ryan family to par- 
ticipate actively in the management of the Royal 
Typewriter Company, of which he has been a director 
for 15 years, Major Ryan, now 42, succeeds the late 


| 














ALLAN A. RYAN 


Herbert Vreeland. Mr. Vreeland was chairman from 
1913 until his death on January 31, 1945, at Palm 
Beach, Fla. 

Major Ryan, according to E. C. Faustmann, presi- 
dent of Royal Typewriter, will assume the board 
chairmanship when his military duties permit. He 
is now serving at the Sixth Army Group Headquarters, 
Allied Expeditionary Forces. in Europe. He enlisted 
September 8, 1943, at New York and was sent to Fort 
Custer, Mich., then to Stanford University, and in 
January, 1944, was sent overseas as a captain to enter 
the Allied Military Government school. He won his 
majority two months ago. 

Another member of the Ryan family with the Royal 
organization is Captain Peter Fortune Ryan, a younger 
brother of Major Ryan, now stationed at Merced Army 
Air Field headquarters, Merced, Calif. 

Before joining the Army, Major Ryan served two 
terms in the New York State senate. He lives in 
Dutchess county at Rhinebeck, where he operates 
Ankony Farm and breeds black Aberdeen Angus cattle. 

Born in New York City on July 4, 1903, Allan A. 
Ryan, Jr., was the son of Allan A. and Sarah Tack 
Ryan. While living in Manhattan, Suffern and Tuxedo 
Park, N. Y., he was educated in private and public 
schools. After graduation from Canterbury School, 
New Milford, Conn., he entered Yale University, where 
he majored in English and received an A.B. degree 
in 1924. In addition to literary activities, he partici- 
pated in football, hockey, rowing and track. 

Following his graduation from Yale, Major Ryan 
started to work for Benedict, Drysdale & Company, 
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IN EVERY DIVISION OF THE 


INDUSTRY 


brokers, and on April 17, 1930, became a member of 
the New York Stock Exchange. He sold his exchange 
membership on September 15, 1932, to Russell J. 
Sellers. Despite other interests, however, Major Ryan 
still participates in banking and brokerage through a 
special partnership in Gammack & Company, ex- 
change members. 

He enlisted October 26, 1926, in the 5lst Machine 
Gun Squadron, New York National Guard but, being 
an enthusiastic horseman, transferred on February 15, 
1928, to Troop E 101st Cavalry, from which he was 
honorably discharged October 25, 1929. 

Between extensive travels, especially in Europe, and 
business duties, he devotes himself to sports, particu- 
larly golf, hunting, riding and tennis. 


SS 


H. H. SUENDER NAMED ADVERTISING MANAGER 


H. H. Suender has been appointed advertising 
manager of The General Fireproofing Company, 
Youngstown, Ohio. In announcing the appointment, 
President George C. Brainard of the company states 
that Mr. Suender will handle The General Fireproofing 
national program of advertising and sales education. 
He succeeds W. S. Miller, who resigned to accept a 
position with the U. S. Treasury Department in con- 
nection with War Loan activities. 

Mr. Suender has been associated with The General 
Fireproofing Company for 15 years and prior to that 
time was president of the Office Equipment Company 
of Harrisburg, Pa., General Fireproofing dealers in 


that territory. 
From 1930 to 1933, Mr. Suender was The General 











H. H. SUENDER 


Fireproofing Company’s sales promotion manager. He 
was then made sales manager for the steel desk and 
aluminum chair division. During the present war he 
has served as manager of material control for his 
company, which is currently engaged entirely in the 
production of war materials. 

A broad background of sales and marketing knowl- 
edge of GF products is brought by the new advertising 
manager to his duties. 


1945 
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Silly, isn’t it! Browne-Morse engineers 
have not yet been seriously bitten by the 
postwar miracle bug. Sure, we have a lot 
of advanced plans in work, some of 

them all ready to go the moment the 
Victory-assured “‘green light”’ gives us the 
go-ahead. But, every one of these plans 
is soundly engineered, based upon 37 
years of quality experience, geared 


to the demands of modern business, . oa 
Sse 








and pointed toward continued profitable 


volume for our dealers. 








MUSKEGON, MICHIGAN 


Specialists in Quality Metal Office Equipment and Furniture 
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The Chuckle Corner, devoted to humor (with an occa- 
sional serious ey ee continues on its merry unin- 


hibited way. The editors want it to be YOUR column, a 
alliative for business-blues, a place where you can swap 
aughs with your fellow stationers. So send us your version 
of the funniest things that ever happened in your store. 
We'll pass ‘em along as proof of our pet theory that 
stationers are never too busy for an extra chuckle. 


Though st in swaddling clothes, The Chuckle Corner is 
wIready on the receiving end of some excellent "contribs." 
F'rinstance, there's the one relayed to us from NSA's genial 
helmsman, Charlie Garvin, via Charlie Everly (Office Appli- 


ances’ vice-president, who is still nursing a temperamental 
ticker and would appreciate hearing from youse guys). Any- 
how, here's the story: 

A busy insurance man, upon telling his friend that he ex- 


pected to give his wife a new fountain pen for Christmas, 
was asked, "Is it a surprise?” 

"I'll tell the world it is,"" was the retort, "she thinks she's 
zyoing to get a typewriter.’ 

Walter (Doc) Hanson Vari-Typer branch manager at Cleve- 
land, spins this yarn: 

Back in 1904, when | was cutting my eye teeth in the office 
appliance game, a young lady who had bought one of our 
NON-FILLING typewriter ribbons called me on the phone and 
announced importantly, "We can't use the ribbon we got from 
your company for writing letters.” 

Gently | met this abrupt statement with a subdued "Why 
not?" 

"We have to keep copies of all our letters,’ she continued, 
and the description on the box reads NON-FILING." 


And from Ralph Ortel of Shaw & Borden Co., Spokane, 
who authors our Business Builders page, comes this one: 

Some time ago, when a representative of Shaw & Borden 
was on a selling trip in central Idaho, his first call one morn 
ing was at a lumber yard. Desiring to present something 
different in the way of an approach, he began, "'! would like 


to discuss with you our ability to serve you with your filing 
requirements, and..." 
Here the proprietor abruptly cut in with, "Young man, this 


is not a mill, only a lumber yard, and we don't have any saws 






Much is being made of the issue of peacetime conscription 
in this country after the war. Personally, we're much in favor 
of such a program, BUT NOT NOW. To train men NOW for 
any future war in which combat methods will be as distinctly 
different as existed between World War | and World War Il 
would establish a new "high" in asininity. How much better 
and saner it would be to wait a few years, meantime devoting 
our money and effort to progress and the regaining of some 
semblance of normalcy. THEN institute the training program, 
utilizing newly developed methods and techniques, should war 
(which we hope can be eliminated forever) again loom on the 
horizon. 

a 

















Darn that janitor! | told him not to oil that stand again! 
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LOOKING AHEAD...? 


how fo assure success in a business of your own 


Where you find successful businesses 
— there you'll find also Steelcase Office 
Equipment. Conversely, if you want 
success in an office equipment busi- 
ness of your own, your best assurance 
1s a Metal Office Furniture Company 
dealership. Here is an opportunity 
you should not miss. If you are con- 
sidering establishing your own busi- 
ness after the war, remember this— 
no other line of office equipment offers 
such great possibilities for success and 
Profit as Steelcase. Look into this now 


—it's the loud knock of opportunity 


Metal Office Furniture C0., crano earws 7,4ucmoan 


‘STEELCASE 


Business Equipment, 























REMEMBER 


THESE ITEMS ? 


For years, war demands absorbed our 
full production on priority ratings. 
We can’t blame you for having al- 
most forgotten these old time profit- 


making friends. 


We are happy to announce that les- 
sening of rated demand now enables 
us to offer a measure of service 
against unrated requirements of our 
regular trade. Production restrictions 
are still in effect and ratings still re- 
ceive first consideration; hence quan- 
tities allotted must necessarily be 


limited. 


Orders will be scheduled for delivery 
in sequence of receipt—degree of 


service based upon pre-war record. 


VATIL 
MANUFACTURING 


COMPANY 


900 East 95th Street 
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“E” FLAG AWARDED TO COMMERCIAL CONTROLS 


Employees of plants A and B of Commercial Con- 
trols Corporation, Rochester, N. Y., were awarded the 
coveted Army-Navy Production Award on February 16 
at impressive military ceremonies attended by officers 
from both branches of the service. 

The ceremonies, honoring outstanding achievement 
in the manufacture of war matériel, were held in the 
manufacturing area of plant A and were broadcast 
over Station WHAM in order that families and friends 
of the honored employees might participate by listen- 
ing in. Dr. Alan Valentine, president of the University 
of Rochester, presided. At the conclusion of the half- 
hour program, war production was immediately re- 
sumed. 

Presentation of the award was made by Colonel 
Frank J. Atwood, chief of the Rochester Ordnance 
District. It was accepted by Charles R. Ogsbury, presi- 
dent of Commercial Controls Corporation, on behalf 
of the employees. The “E” pins were presented by 
Captain Henry T. Markland, USN., naval inspector 
of ordnance. 

Since Pearl Harbor, the corporation has been en- 
gaged in the manufacture of .30 caliber carbines, 
bombs, shell and mortar fuses and parts for the Spring- 
field rifle. In commenting upon the company’s record 
to date, as recognized in the presentation of the 
award, Mr. Ogsbury expressed deepest appreciation to 
suppliers and to the Rochester Ordnance District and 
its resident staff for the splendid co-operation with- 
out which such an outstanding production record 
could not have been possible. 

Peacetime products of Commercial Controls Cor- 
poration included metered mail systems, postal and 
parcel post scales, letter openers, envelope sealers, 
Multipost stamp affixers and the Ticketograph pro- 
duction control system. 


ea 


UEF HARTFORD WORKS WINS ARMY-NAVY “E” 


The Hartford works of the Underwood Elliott Fisher 
Company has won the coveted Army-Navy Production 
Award recognizing the fine record of the men and 


| women employees in making war equipment. 


“This award is your nation’s tribute to your patriot- 
ism and to your great work in backing up our soldiers 
on the fighting fronts,’ wrote Under Secretary of 
War Robert P. Patterson. 

Frederick U. Conard, vice-president and Hartford 
works manager, in a statement to the employees, 


| said, “The accompanying letter from Under Secretary 
of War Patterson is a well-deserved recognition of the 


splendid contribution to the war effort that has been 

made in the past by the employees of this plant. 
“The work that we are now doing is fully as impor- 

tant as that for which this award has been made, 


| and I am confident that each of you will dedicate your- 
| self to maintaining the high standards of quality and 


production that have resulted in this recognition. 
Until all of our enemies are defeated, we must continue 
to concentrate on supporting our fighting men with 
everything that they need.” 


ecUREER te eit ee 
100 TYPEWRITERS WANTED FOR THE BLIND 
Dr. Robert B. Irwin, executive director of the Amer- 


ican Foundation .for the Blind, 15 West Sixteenth 


Street, New York City, has appealed for at least 100 
used portable typewriters to aid blinded service men 


| who are undergoing rehabilitation training. 


Dr. Irwin, sightless himself, says, “One of the first 


| things a man who has lost his sight in the present war 
| usually wants is a portable typewriter. 


This he can 
learn to operate, and he finds it gives him a great deal 
of self-confidence and freedom to write to his friends 
in the way he pleases.” 

1945 
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I'M GOING IN THERE 
AND SELL SOME FAMOUS 
{ COLUMBUS / %J Se PENCILS 
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IT’S JUST AS EASY TO SELL QUALITY 
and IT PAYS OFF MUCH BETTERIE 


‘Galumbus’ 


A. W. FABER’S MATCHLESS BLACK 5c PENCIL 


Cor- 
| and 
alers, 

pro- 





v “mh” 


1 and profits nobody.—Shakespeare 
triot- Out of the headaches of wartime selling has emerged one blessing that will 
)diers endure long after peace comes. 
ry of 
= America has become Quality Conscious. The salesman who used to slink 
rtford in and timidly present higher priced branded goods, now stalks in with 
ones confidence. 
retary 
of the Y 

y : 

BecAstecua y 
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iction Ill blows the wind that 


This rebirth of good taste has made COLUMBUS a best seller in the 5c 





s been pencil field. Made with rich graphite that meets A. W. Faber'’s exacting 
cil standards, polished yellow with rounded hexagon corners, metal ferrule and 
made, positively smudgeless red eraser tip, strongly bonded in the best cedar wood 
/ your- —COLUMBUS is finding a warm welcome in many establishments that used 
— to buy cheaper pencils. 

— Sell COLUMBUS with pride and profit. 
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AND 

Amer- 

‘teenth : Remember the gruff 

ast 100 Purchasing Agent who 

-e men always said that the cheaper the pencil the better? 
Offer him COLUMBUS today and 

ne first i be delighted 

nt wal by the ’ 

he cat in his attitude. 

at deal 

friends 
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23 STOCK SIZES =, 


Due to the shortage of corrugated fibre-board the 
sale of Liberty Boxes, for the time being, must be 
confined to War Plants, Government Offices and 
Industries essential to the war effort. Reasonably 
prompt shipment can be made direct to any firms in 
the above catagories. Send your orders to us: 
1. Giving your customer’s name, address and order 
number. 2. Include a brief statement regarding his 
percentage of war work. 3. Instruct us to make ship- STORAGE BOKES 
ment direct and advise whether it should be made 
Prepaid or Collect. We will invoice you and place 
your name on all shipping labels. 


BANKERS BOX COMPANY 
Established 1919 


$36 SOUTH CLARK STREET CHICAGO 4, 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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BILLFORM “Processed” 
CARBON PAPERS 


Cwrl Resistant 


Every sheet of Storms’ BILLFORM 
PROCESSED Carbon Paper is CURL 
RESISTANT. Our special process makes 
this carbon paper stay flat where ordinary 
carbon will curl. It’s easy to handle, easy 
to load in forms. DISTINCTIVE IN 
APPEARANCE—REALLY DIFFERENT. 


erence 


H. M. STORMS CO. 


THE “COMPLETE LINE” 


561 GRAND AVENUE * BROOKLYN 16, N. Y. 
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HONOR STATIONER WHO BEAT “BARONS” 


The aggressive city leadership for 35 years of George 
E. Cole, pioneer Chicago stationer who, without hold- 
ing public office, became known as “Citizen Cole of 
Chicago,” was extolled at a luncheon meeting in the 
Union League Club March 2 to commemorate the 
hundredth anniversary of his birth. 

Before his death August 18, 1930, Mr. Cole had won 
the respect and confidence of both his associates in the 
stationery business and those who believed in honesty 
in government. He purchased the stationery business 
of Barnes, Bliss & Grissner at 86 Dearborn Street (now 
114 North Dearborn Street) in 1878. A. R. Barnes, who 
later organized a separate company, remained with 
Mr. Cole for some time and managed the printing es- 
tablishment. The stationery store of George E. Cole 
& Company remained at the Dearborn Street location 
until its removal in July, 1915, to the Conway building 
on Washington Street. On June 1, 1926, the firm was 
purchased by Horder’s, Inc. It is continued in the 
minds of the business public as the George E. Cole legal 
blank division of Horder’s. 

Despite his business connections, Mr. Cole devoted 
much time and energy to the betterment of Chicago. 
At a meeting of outstanding citizens summoned to the 
old Central Music Hall to plan a fight against boodling 
aldermen, Cole was placed at the head of the Munici- 
pal Voters League. Concerning this office, a biography 
of the stationer says: 

“When the famous citizens’ committee completed 
plans for making the League a power for civic honor, 
they sought a leader, a man of superb courage, one 
who could not be contaminated; -one primed with fear- 
less loyalty to the cause of the people. George E. Cole 
was selected. He proved true. In the hearts of honest 
men he was endeared for the good work he has accom- 
plished. They love him for the enemies he has made 
. . . boodlers and bribers fear this little giant of re- 
form.” 

Succeeding speakers at the Union League meeting 
honoring the hundredth anniversary of George E. 
Cole’s birth told of his cleaning up the “robber baron” 
council until it was a model for the nation. They 
stressed his fight for a “free press’ and his friendship 
with the Chicago Tribune and the Chicago Daily News. 

The speakers included Governor Dwight H. Green 
and old friends and associates, Hoyt King and George 
I. Haight. They paid tribute to a long fight for honesty 


in government. 
a ee 


CAREY G. GREGORY MAKING RAPID RECOVERY 


Carey G. Gregory of Gregory Fount-O-Ink Com- 
pany, Los Angeles, is reported to be rapidly recovering 
at home after being stricken with a heart attack and 
partial paralysis just before Christmas. Mrs. Gregory’s 
mother, 84, who makes her home with the Gregorys, 
also spent Christmas in the hospital. She entered 
Huntington Memorial Hospital in Pasadena with a 
broken hip two days before Mr. Gregory became a 
patient there. Now, she is also convalescing at home. 








icing of office machines is handled by Hanson Office Ma- 
chines, Eau Claire, Wis., from this shop. Expanding business, 
despite the fact that machine sales were frozen, made it 
possible for Hanson to take over two other shops in Eau Claire. 
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UNTIL VICTORY the armed forces 
will continue to have first call on Shaw-Walker’s 
manufacturing facilities. 


After Victory Shaw-Walker will continue its 
unparalleled record of firsts in designing steel equip- 
ment that speeds office work and saves office space. 





The revolutionary New Low Desk, the Free- 
Coasting Filing Cabinet, Fire-Protected Equipment 
for all records and the Wobble-Block Visible are 
only a few of Shaw-Walker’s recent firsts. 





Built Like a Skyscraper’ Steel Office Equipment 
is well worth waiting for. After victory when you 
can again buy any of Shaw-Walker’s 8000 items 











bal you too will say “It was worth waiting for.” 

on’t za ah 

Be Long " Built Lik 
After GHAW-WALKER 

Victory” : 





Muskegon, Michigan 









THE SHAW-WALKER 
MUSKEGON FACTORY 


Te Se reer ry 
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LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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THE BASSICK LINE is the world’s largest... when you sell Bassick 
office chair casters and floor-protection equipment you can guar- 
antee satisfaction... render a real service to your customer .. . and 
there is profit in selling casters. 

THE BASSICK COMPANY, Bridgeport 2, Conn. Division of 
Stewart-Warner Corporation. Canadian Division: Stewart-Warner- 


Alemite Corp., Ltd., Belleville, Ont. 
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THREE BARRELS APPEAL TO THREE MEN 

The other day, three visitors to The Esterbrook 
Pen Company factory from Mexico were attracted by 
three barrels—not filled with liquid refreshment, but 
instead with pen points that had been rejected by 
Esterbrook’s examining department. These gentlemen 
examined a few of the nibs, which, to their inexperi- 
enced eyes were in good condition, and immediately 





THESE ARE REJECTED—Into these 
barrels go rejected Esterbrook pens, 
which are later crushed and sold as 


scrap metal. Every nib is individ- 
ually scrutinized and must meet the 
high standards set by Esterbrook. 


wanted to buy them. They were disappointed and 
surprised when they were told that rejected pens 
were never sold except as scrap metal after they 
had been crushed. In the markets of the world, 
they were assured, there is only one quality of Ester- 
brook pens for sale—the best. 

It is the eagle-eyed watchfulness of the examining 





ESTERBROOK VETERANS — Oldest 
employees of Esterbrook Pen Com- 
pany examining pen points for de- 
fective workmanship or material. 


department that maintains the high quality of Ester- 7 


brook pens. Every nib is individually scrutinized and 
rejected for the slightest defect. It takes each ex- 
aminer from four to nine hours, depending upon the 


type of nib and the operator, to examine a factory? 
unit of approximately 18,000 nibs. After the examina-7 


tion is completed, the forelady checks the work by 
re-examining a few hundred nibs. 
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If any defective ~ 
nibs are found, the original examiner re-examines | 
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@ PRESSURE LOCK @ 
navity LocR BINDERS 


STYLE A 
FOR SLOT HOLE PUNCHING 

Four telescoping, % inch diameter 
posts house the locking mechanism 
and engage the punched sheets. 
Notched style punching prevents 
sheets from falling out when 
binder is open; yet permits their 
insertion or removal in a flash. 
Ask for circular No. D1174, 


wad 
¥ inch notched hole punching for 


and 
Style A pressure lock binders. 


pens 
they 
orld, 
ster- 


ining 


¥%g inch round hole punching for 
Style B pressure lock bindeis. 


Supports binder in open position at 
correct angle, for speedy removal cr 
replacement of sheets. 


STYLE B 
FOR FRONT FEED MACHINES 


Houses sheets with round hole punch- 
ing for front feed type of book- 
keeping machines. Unbroken edges 
of sheets permit easy insertion into 
machine. Two telescoping posts at 
each end keeps sheets in alignment. 
Removable locking bar with two tele- 
scoping posts locks sheets securely 
in binder. 


Ask for circular No. Di 174. 


ster- 
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in >>» WILSON JONES Co. <<< 


* ; ELIZABETH CHICAGO NEW YORK 
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The disposal of surplus 
office furniture has not yet 
become a problem of any im- 
portance, but this situation 
can change suddenly with 
the end of the European 
War. It is necessary that we 
understand the policy and 
procedure so that we can act 
promptly and without hesi- 
tation when the necessity 
arises. 


Treasury Procurement has 
been designated as the dis- 
posal agency for all Govern- 
ment surplus of office furni- 
ture. Thus, if the Army, 
Navy, or any Government 
Agency has any surplus fur- 
niture, they are supposed to 
turn it over to Treasury Pro- 
curement for disposal. As 
yet, Treasury Procurement 
has not offered any furniture 
except that which has defi- 
nitely passed the useful stage 
or is seriously damaged. I 
recently inspected some of 
this furniture and the desks 
either has missing drawers 
or has otherwise reached the 
junk stage, and the chairs 
showed signs of equally bad 


treatment. 


As surpluses of usable fur- 
niture have occurred, Treas- 
ury Procurement has di- 
verted it to other depart- 
ments or agencies where it 
is needed. As more becomes 
available, they will use the 
best of it to modernize Gov- 
ernment offices throughout 
the Country. However, they 
cannot absorb all the furni- 
ture which has been built 
since the start of the War, 
and this Government surplus 
as well as that in the War 
Plants will eventually find its 
way into the market. 

Surplus War Property Ad- 
ministration and Treasury 
Procurement have both es- 
tablished the policy of selling 
the surpluses through the 
dealers or the established 
trade channels. We heartily 
endorse such action, for we 
believe that you dealers can 
and should be the ones to 
handle the surplus office fur- 
niture. 

There have already been 
instances when Government 
agencies have sold furniture 
to anyone who offered them 
the asking price. If we are to 


prevent this from being re- 
peated at many times in the 
future and with larger quan- 
tities involved, we must co- 


operate, and dealers and 
manufacturers must work 
together to avoid disastrous 
results. 


The dealers and manufac- 
turers must continue their 
close relationships which 
have been built up during 
the War, and co-operate with 
the disposal agencies to make 
certain that surplus office 
furniture is sold in a way 
that will result in a mini- 
mum hardship on all con- 
cerned. 

The Officers and Members 
of the Institute are giving 
this matter careful consider- 
ation, and we are pleased to 
devote our time and our 
effort to the solution of this 
problem which is so vital to 
all of us. We will appreciate 
any comments or suggestions 
which you wish to offer. 


s 
‘ Secretary 














American Security Building 











WASHINGTON 5, D. C. 
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We hope it won’l be long before you can say ‘‘Fill ’er up’”’ and get it. 
When this is true, ‘‘Y and E”’ steel files and steel desks will also be available. 


As you, our agents and dealers know, there has been a tremendous 
stepping-up of war production recently. 


yy Just as things were looking brighter, new requirements became urgent. 
Our steel plant has been on 100% war production since Pearl Harbor. 
R 7 


- W ph S The government demand on our paper supply plant has also been very 
on? heavy. This coupled with the manpower shortage has made it difficult 

B for us to give you our usual normal service. Your letters, expressing 
patience and co-operation have given us renewed courage and de- 


termination. 


You can be sure we are doing everything possible to get ready to serve 
you just as soon as our war obligations are satisfied. The “Y and K” 
Franchise is your best assurance that you will be properly taken care of. 


FOREMOST FOR MORE THAN SIXTY YEARS 


YAWMAN 4nv FRBE MFG. (O. 


1015 JAY STREET, ROCHESTER 3, N.Y. 
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TIME-PROVED 
SUPERIORITY! 
e 








GRAND 
PRIZE 


Typewriter Ribbons 
and Carbon Paper 


Just as 50% of “Grand 
Prize’ production goes to 
meet the needs of the U.S. 
Government, the armed 
forces and the war indus- 
tries...so the time-tested 
superiorities of those de- 
pendable products are 
helping more and more 
business concerns to get 
the most from the present 
equipment. 


PACIFIC CARBON 
AND RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 





Head Office & Factory 
1451 Harrison St., San Francisco 3, California 
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the entire 18,000 pens without remuneration. This 
guarantees 100 per cent perfection in Esterbrook pens. 

Some time ago, as if to prove the rule by an excep- 
tion, one of the customers in Canada returned a 
Falcon 048 that was obviously defective. In accordance 
with the company’s policy, the customer was sent a 
new box of pens and the occasion was used to empha- 
size the care taken to prevent a defective Esterbrook 
pen reaching the public. 

Of interest is the letter from the customer, F. R. 
Campbell, for it says, “I have been using about 150 
pens like it (Falcon 048) a year for some 55 years, 
and the one enclosed is the first in some 8000 I have 
found defective.” 

Esterbrook replied that the pen Mr. Campbell re- 
ceived was so obviously defective that “we are inclined 
to think that it must have fallen back from the 
defective pens into the examined pens.” In apprecia- 
tion of his long-standing friendship for Esterbrook 
pens the Canadian was sent one dozen of his favorite 
gold-plated pens. 


—— 


VICTOR ADDING MACHINE CO. PROMOTES PAIR 


M. S. Bandoli, vice-president in charge of distribu- 
tion for the Victor Adding Machine Company, Chicago, 
has announced the appointment of R. W. Drayton and 
C. B. Acox to new posts. 

Mr. Drayton has been named supervisor of branches 
and will serve as liaison between the branch field or- 
ganization and the home office. Previously he was 














R. W. DRAYTON 


Cc. B. ACOX 


manager of the company’s Philadelphia branch, and 
before that served in a number of capacities. Mr. 
Drayton brings to his new assignment a well-rounded 
experience in branch operation. 

Mr. Acox will act as supervisor of the dealer depart- 
ment and will be responsible for all contacts between 
the home office and Victor dealers throughout the 
country. He will also serve as liaison between the re- 
gional managers and the home office. Mr. Acox has 
been associated with Victor for the past five years 
and served in a number of capacities, including that 
of district manager. Previous to his association with 
Victor, Mr. Acox had been in the home appliance field 
as a representative for one of the large oil companies. 


—_——_—>— ______ 


KARR COMPANY LEASES LOCATION AT GENEVA 


Unable to secure a suitable location in Muncie, Ind., 
the Karr Office Supply Company will be in operation 
early in April at Geneva, Ill., announces J. E. Karr. 
Having leased a desirable 25 x 85 store with full base- 
ment at Geneva, the firm will be in a position to serve 
the territory of the Fox River Valley. The Geneva lo- 
cation is in the center of an area in which Mr. Karr 
operated as a retail salesman for many years. Elmer 
L. Klorig, who has had 25 years of experience with 
Chicago stationery concerns, will be assistant manager. 
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— We Invite You to Exchange Ideas with Us 





PACIFIC - ASIATIC - FACTORS, Lid. 


1519 MONADNOCK BLOCK * CHICAGO 4, ILLINOIS 








 hefore THIS can happen: - 
=F pack Again / 


D> Dp 


aX 
VS. See 












eerie 

















When Portables come back, remember: 
THE TYPEWRITER FOR ALL THE FAMILY 
is well worth waiting for, because it’s 


built by 
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With Harter Chairs. 
Posture Makes Profits?! 


POSTURE SEATING for office workers is 
a ‘natural’ for bigger and better sales. 
After the war, Harter will manufacture 
a complete line of Posture Chairs for all 
office workers. Harter Steel Posture Chairs 
increase efficiency by eliminating a major 
cause of office-worker fatigue—incorrect 
seated posture. Seat and back adjust- 
ments are easily made to in- 

sure proper body support and 


weight distribution. 





BUY MORE 
WAR BONDS 





Wherever seated work is done in the 
office, it is done more efficiently and 
more comfortably on Harter Steel Pos- 
ture Chairs. 

A few exclusive dealerships for Harter 
Posture Chairs are now available, as well 
as franchises for Harter Executive Chairs. 
Write today for full details about our 


chairs of tomorrow. 


HARTER CORPORATION 
DEPT. O, STURGIS, MICHIGAN 
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Shores an Aubtentic Hote... 


in all Mashek brief bags and portfolios ...and these are no exception. 


Genuine pigskin, designed with a precise knowledge cf the needs 


of substantial businessmen ... finished with the fine detail that 


makes Mashek the first choice of discerning men. 


om FRANK MASHEK CoO. 
——— 


1914 NORTH MILWAUKEE AVENUE, CHICAGO 47, ILLINOIS 
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COLOR CHART BOOSTS SALES! 


These attractive cards—displayed with Quink 
—stimulate sales of colored ink. Ideal for build- 






















ing tinted stationery and matching colored 


IT’S THE ONLY INK CONTAINING Quink business. Keep up your stock of all 


Quink’s 9 brilliant colors in gallon, quart, pint, 


PEN-PROTECTING SOLV-X! 4 oz. and 2 oz. sizes. The Parker Pen Co., Janes- 





ville. Wis. 


This special ingredient, found only in Quink, 
cleans pens as they write, ends gumming and 
clogging. Stops the serious fountain pen trou- 
bles, such as metal damage and rubber rot, be- 
fore they start! Free-flowing, fast-drying Quink 
is extra resistant to light and water. Unexcelled 
for all types of fountain pens and steel pens— 
yet costs no more than ordinary inks! 


MOST PEOPLE PREFER QUINK! 


Men and women who buy ink for their own use 





prefer Quink over any other. A recent national 





survey in 1200 stores revealed that 2 out of 

every 5 bottles of ink sold in the United States Color charts, 7 x 514%" and neat card holders are furnished 
are Parker Quink. Naturally most people prefer FREE ‘upon request. Step up your sales. Order several 
Quink in their offices and shops, too. Quink charts and holders No. 6728. 


Copr. 1945, The Parker Pen Company 


| PARKER Quin 
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GUMMED 
CLOTH 
“ 


CORRUGATED 
BOARD PAD 






INEXPENSIVE 
EASY TO USE 








SS — 


THE IDEAL STORAGE BINDER 
FOR ALL TYPES OF LOOSE 
LEAF OFFICE RECORDS 


SALES sheets or other records can be bound in 
Wabaco Storage Binders by months for ready refer- 
ence at a cost that is almost negligible—in a way that 
is easy and quick. The binders are made of two separ- 
ate pressboard covers, reinforced and hinged at the 
edge with strong linen cloth, with metal fasteners to 
fit standard punchings, in any capacity. Bound books 
are smooth and will stack compactly or stand on edge. 
If desired, a neat back made of corrugated paper 
board under gummed cloth may be applied, as showy 
by the illustrations in the circle, to make a completely 
bound book. Write for prices and literature. 














BEARSE PRESENTED ARMY-NAVY “E” AWARD 


The Army-Navy “E” Award was presented on Feb- 
ruary 16 to the Bearse Manufacturing Company, 
Chicago, manufacturers of bags, coated fabric covers, 
and other textile products. Employees and guests, 
numbering approximately 750, attended the cere- 
monies at Lions Hall, 4306 West North Avenue. 

T. H. Bearse, president of the company, received 
the award from Maj. Herbert E. Stier of the U. S. 
Army, and presentation of the “E” pins was made by 





“E” AWARD FOR BEARSE MANUFACTURING COM- 

PANY.—T. H. Bearse (right), president of the company, 

receives the Army-Navy “E” award citation from Major 
Herbert E. Stier of the U. S. Army. 


Lt. Comdr. N. W. French of the U. S. Navy. Formal 
acceptance of the pins was made by Emil Wendt on 
behalf of the Bearse employees. 

The award for excellence in war production was 
earned by the Bearse Manufacturing Company per- 
sonnel for producing cotton bags, gun covers, motor 
covers, barrack bags, gunslings, ammunition bags, 
bomb tail covers, mosquito bars, head nets, and numer- 
ous other items involving textiles. 

Peacetime production of the company includes, be- 
sides cotton bags of many varieties, such items as cov- 
ers for typewriters and other office equipment. 


racist le cataritaineie 
MAVERICK-CLARKE PUBLISHES HOUSE ORGAN 


Maverick-Clarke Company, San Antenio, Corpus 
Christi and Houston, Tex., has started publication of a 
house organ, The Maclarco Hellboxr. It is a four- 
page 6x8-inch paper carrying personal items, letters 
from men formerly in the firm’s employ who are now 
in the service, and items of general interest to the 
personnel. 

Published for the employees of the Maverick-Clarke 
organization, the paper is directed by a committee of 
five consisting of E. J. Baker, plant superintendent; L. 
G. Smasal, foreman, composing room; Eugene Baker, 
foreman, lithographing department; Earl Howard, 
foreman, pressroom; and Loyal Dugger, foreman, bind- 
ery. All are at the San Antonio headquarters store. 
These men are assisted by reporters from the depart- 
ments of the three stores—BCR. 


Rea at 
RYAN HEADS AMERICAN REGISTER COMPANY 


On February 28, W. N. Ryan was elected president 
of the American Register Company, South Boston, 
Mass., designers and manufacturers of business forms 
and systems. 

The new president joined the company as a sales- 
man in 1925, having had ten years’ experience in the 
same line, and became New York City district man- 
ager in 1926. He was elected vice-president in 1931 
and went to Boston as general sales manager in 1938. 

Mr. Ryan is a member of the advisory committee 
of the autographic register industry, Printing and 
Publishing Division, War Production Board. 
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‘'DEMAND THE BEST!'" 





J-S.STAEOTLER,INCG. 


53-SS WORTH STREET 


NEW YORK,N.Y. 
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NEW ENGLAND TRAVELERS CLUB NOTES 


Renown as a hunter is being won by Henrietta Mann 
of the Philip Morris Company at Nashua, N. H. who 
recently shot an eight-point, 150-pound buck deer. 
This past fall she had a heavy score of partridges and 
pheasants, proving that the old saw about the weaker 
sex doesn’t apply when Henrietta goes hunting. 


* * * 


Philip Rooney has purchased Bailey’s, Inc. at Brock- 
ton, Mass. Dexter and Hattie Brown plan to stay with 
him for a month, after which they will retire from 
active business. ... Other news from Brockton is that 
W. B. Mason Company has recently moved into its 
own five-story building located at 59 Center Street in 
Brockton. . . . And over at Beverly, Mass., the N. H. 
Foster Store is now owned and operated by Miss 
Merrill. 

ok * * 

Lewins Stationery Store, New Bedford, Mass., is now 
in new and much larger quarters. Manager Sylvester 
Xavier directs one of the largest and most beautiful 
stationery stores in New England. 


* * * 


Work has been started for a complete renovation of 
the Hutchinson Book Store in New Bedford. This 
modernization will provide more display space and an 
attractive new front. 

* ad * 

Manager Arthur King of Ward’s at Boston has ob- 
tained the services of Ken Page, in recent years De- 
troit manager for Columbia Ribbon & Carbon Com- 
pany, to head up Ward’s flourishing ribbon and carbon 
department, which he helped to build during the years 
he represented Columbia in Boston. 


* < 


Harry Azoff, proprietor of the Federal Stationery 
Company, Boston, has leased the adjoining store. Par- 
titions were removed and the new and enlarged 
quarters prepared for expanding trade. 


* * * 


C. H. Morgan, Lawrence, Mass., stationer, has retired 
because of ill health. The business will be carried on 
by his daughter and her husband, Mr. and Mrs. How- 
ard Dolan. 

* a * 

Leroy U. Jerman, Jr., son of vice-president and gen- 
eral manager of Hotchkiss Sales Company, is reported 
missing in action in Belgium. . .. Another service 
note concerns Michael G. Walper of Walper Stationery 
Company, Boston. He is reported to have been seri- 
ously wounded in the battle of Yeyte and has been 
hospitalized on Saipan. 

cg * ok 

Many of the New England dealers are painting and 
decorating their stores for spring. For example, E. C. 
Eastman Company at Concord, N. H. has been im- 
proved with paint and fluorescent lighting. New greet- 
ing card racks have been placed the full length of 
one side of the store. L. E. Muran Company’s store, 
Boston, has also undergone some face-lifting in this, 
the golden anniversary year. The NET CLUB extends 
congratulations. 

(The above items are from the February issue of the 
New England Travelers Club News). 


ee ee 
NAME CALCULATING MACHINE DISTRIBUTORS 


Appointment of two former Ohio State University 
athletes—John J. and Mike Kabealo—as distributors 
for Marchant calculators in Franklin and 19 other 
central Ohio counties has been announced by Edgar 
Jessup, president of the Marchant Calculating Machine 
Company, Oakland, Calif. 

The new distributors revealed plans for conducting 


| schools for instruction and said agents in various coun- 


ties to handle sales of the machines would be named 
soon. 
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The New Way to Protect Tabs and 


Top Edges of Printed Indexes 


(All Sizes Except Narrow Uprights) 
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Special Folders? YES! 

















Special Guides? YES! 
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They’re Double Thick Where 


the Wear is the Greatest 
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The hundreds of thousands of #2 Account and Collection Files in daily 
use by every type of business and profession is evidence of their adapt- 
ability for keeping records of small or temporary accounts. Charges are 
made directly on the statement sheet and filed alphabetically between the 
pressboard guides or dividers, the indexing tabs of which are covered with 
transparent celluloid. Sheets are quickly inserted or easily removed by 
raising the top and lifting metal arches. Two sizes—4"x 9" and 53"x 88". 
Ask about special printed statements for your customers. 
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MONROE Cle’ MICHIGAN 
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NEW YORK CHICAGO BOSTON 


The Weis Manufacturing Co., Inc Associated Stationers Adams, Cushing & Foster 
54-56 Franklin Street Supply Company Incorporated 


OKLAHOMA CITY OM A ForT WorRTH: Carpenter Paper Company 















The BEST in 
AIR MAIL 
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‘DON’T KNOCK! —_ | 
COME “RITE” IN! — 


For BIGGER and BETTER | 
SALES and RESALES | 


The “RITE’’ DOORS! 


The “RITE’’ NUMBERS! 
THE “SKY” IS THE LIMIT TO OUR QUALITY. 


SKY-RITE IS NATIONALLY ADVERTISED 
40 MILLION READERS A MONTH 


iGENCY PAPER COMPANY 74 VARICK ST., NEW YORK 13, N. 


ACTORIES: NEW YORK, CHICAGO DISTRIBUTORS COAST TO 





FAMOUS LAST WORDS; 


‘‘1t’s somewhere 
in the file!’’ 





Filing and Finding 
the FINDIT way 


is doubly essential today! 





There's no fussing and fuming over misfiled cor- 
respondence if the BARKLEY FINDIT SYSTEM 
is used. Both efficient and economical, its flexi- 
bility and completeness makes it adaptable to all 
requirements. So simple in operation that any 
correspondence is instantly and obviously avail- 


able. 


Made up of permanent Control Guides, Miscel- 
laneous Folders that bear the number of the con- 
trol guide so they can't be implaced, Individual 
Folders for important accounts, and permanent 
Individuals name guides for the most active per- 
manent large correspondents. 





Established 1921 


C. L. BARBRLEY & CU. 


Manufacturers of Filing Supplies 


517 S JEFFERSON STREET CHICAGO 7, ILL 








FRED M. ECHOFF NEW SWPC REGIONAL HEAD 


Fred M. Echoff, manager of the Chicago branch of 
Remington Rand, Inc., on March 5 became regional 
director of the Smaller War Plants Corporation in the 
Chicago area. His appointment was announced in 
Washington by Maury Maverick, SWPC chairman and 
general manager. 

The Chicago region comprises the states of Illinois, 
Indiana, Wisconsin, Iowa and Upper Michigan with 
offices in the National War Agencies Building at 226 




















FRED M. ECHOFF 


West Jackson Boulevard. Also coming under Mr. Ech- 
off’s direction are 15 district SWPC offices, located in 
Chicago, Decatur, Peoria and Rockford, Ill.; Daven- 
port and Des Moines, Iowa; Indianapolis, Evansville, 
Fort Wayne and South Bend, Ind.; Milwaukee, Madi- 
son, Green Bay, Eau Claire and Wausau, Wis. 

Mr. Echoff has been with Remington Rand for 13 


years, four years of which he was general sales man- 
| ager. He is president of the Executive Club of Chicago 
| and chairman of the Chicago Noise Abatement Com- 
| mission. 


“In order to continue war production at an acceler- 
ated rate and aid prime contractors in breaking any 
existing bottlenecks, our district and field men will 
devote special efforts to subcontracting for smaller 
plants,’ Mr. Echoff said in succeeding Thomes Burtch 


| of Topeka, Kans., who has accepted a special assign- 


| ment for the Washington SWPC office. 


In announcing Mr. Echoff’s appointment, Mr. Mav- 
erick said, ‘“‘We are fortunate in securing the services 


| of Mr. Echoff. His thorough knowledge of business 


problems and his wide acquaintanceship throughout 
the Midwest will make him invaluable to the Smaller 
War Plants Corporation.” 

oS 


THIESSEN RESIGNS FROM RATIONING 


Elmer Thiessen of Thiessen Office Equipment Com- 
pany, Kewanee, Ill., has resigned from the Henry 
County War Price and Rationing Board after many 
months of service in order to devote full time to his 
expanding business. Mr. Thiessen is president of the 
Illinois Office Machine Dealers Association. 


BOARD 


ee 
ARNOLD SWARTZ IS VICTIM OF STROKE 


Arnold Swartz of the Swartz Office Supply Company, 
La Crosse, Wis., suffered a stroke early in February. 
His right arm was left paralyzed but his condition is 
improving and the arm apparently will be O.K. Mr. 
Swartz will be confined to his home for a month or 
six weeks. 

— ff ~- 


PINNS RETURNS TO PERFECT RUBBER FIRM 


Bob Pinns, discharged from the U. S. Army after one 
and one-half years’ service, is back with Perfect Rub- 
ber Seat Cushion Company. Mr. Pinns is now covering 
the Middle West as representative, with headquarters 
in Chicago. 

1945 
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| JOBBERS RETAILERS 
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MAINLAND OF Fi Caa 
53 W. Jackson Blvd. 1613 Russ Bldg. 


Chicago 4, Ill. San Francisco 4, Calif. 


























Tr picall 
ery 


There are many things that are Typically 











American but none more so than our 








stately giant redwood trees. Majestic in 
their reflection of nature's abundant vital- 
ity, the first view of these giant trees some- 
times towering to the height of three 
hundred feet, is breathtaking. Who could 





fail to be impressed by the vastness and 
magnificence of this natural beauty . . . 
these trees bespeak the opulence and abun- 


dance of America's vast resources. 


As typically American as the giant red- 
wood tree is the industry that serves Amer- 
ican business. In this sphere, JASPER 
DESKS have made their great contribution 





_. . they are designed to fill the require- 





ments of modern industry. They have 
measured up to their job in a way that 


is “typically American." 





THE JASPER DESK COMPANY 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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Journey's end for filing supply dealers . . . it's 
IMPERIAL METHODS of course. If you're 
seeking the best filing supply line for the tougher 
selling ahead, your search ends here. IMPERIAL 
filing supplies are “'tops''...cost no more... 
yet offer those plus features which make the 
dealer's selling job easier. Yes...an alliance 
with IMPERIAL is the blue print for your future 
success. 


a, FOLDER 
Gee” ROLL LABELS 













UL 


’ @ & €. 2 





OFFICE APPLIANCES, April, 1945 91 














ASE AURORA FILES ARE 





PREFERRED BY DEALERS THE COUNTRY OVER 


Before the dependable jury of America’s office equipment dealers... 
A-S-E Aurora Files have always won a clearcut decision. This nation- 


wide preference is based on: 


FEATURES WITH CUSTOMER APPEAL—When you sell A-S-E 
Aurora Files—you really have something to sell—features with cus- 
tomer appeal. Your customers will appreciate features such as the 
smooth-action drawers that glide easily in and out. . . the excellent 
locking mechanism the rugged, heavyweight steel that gives 
A-S-E its exceptional strength ... and a lustrous baked-enamel finish. 
SUPERIOR QUALITY—And in selling A-S-E Aurora Files, you can 
be sure of customer satisfaction. They will be backed by more than 
three decades of engineering skill and experience in fabricating 
steel products. 

QUICK TURNOVER—A-S-E Files will offer more dollar-for-dollar 
value. They will be easy to sell—hard to sell against. With their many 
extra features, A-S-E Files mean in- 
creased sales, more profits for you! 


Write for full details today. 
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POINTS OF 


ENGINEERING SUPERIORITY 
- 






PERMANENT LUSTROUS FINISH — 
Attractive appearance ts always an asset. 
A-S-E enameling process assures a last- 
ing, chip-proof finish of eye-catching lus- 
ter. Hardware of genuine bronze, beau- 
tifully designed. 





ADDED STRENGTH— To points where 
wear ts likely to occur, A-S-E looks ahead 
and provides extra reinforcement. Front 
of drawer is flanged back and welded to 
bottom for extra strength. 





BUILT-IN RUGGEDNESS — They're built 
for strength. Notice the sturdiness of the 
six-post frame, the rigid cross-bracing, 
the full-opening drawers, the precision 
workmanship throughout. 


RIGID FRAME CONSTRUCTION fs 04- 
tained by a pair of torque plates and a tie 
rod placed under each drawer shelf, and 
all welded securely to the frame. 


ALL-STEEL-EQUIP Company, Inc. 


600 Cleveland Avenue, Aurora, Illinois 
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RD MARCH” 


WITH GUNLOCKE 
CHAIRS 











Right now we are all marking time 
on everything that is not helping in 
the war effort. But that does not 
mean that Gunlocke has been mark- 
ing time on postwar plans and de- 
signs. Each day that passes brings 


us nearer to victory—nearer to that 





time when we shall be able to get 


back to normal peace- 








time economy. 
Will you be prepared for the “forward march” command when 
that time comes? With Gunlocke’s postwar chairs you will be 
as well equipped for the “battle for business” as our armed 
forces and our allies are for the “Battle of Berlin.”’ 
Mark time with Gunlocke now, but be in condition for the 


“Forward March” to the Profit Front of peacetime business. 


. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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Help Yourself 
While Helping 
the Government 


Your boy is coming home . . . Your 
customer's boy is coming home along 
with other soldiers they will need jobs. 


TELL THE WORLD 


You are giving these veterans jobs 
through the medium of 


SPECIAL SERVICE FLAGS 


with adjustable numbers 


Seq te. 





Get back of this campaiqn of jobs for Gl Joe by persuad- 
ing your customers to hang one of these beautiful service 
flags in their office or shop. Hang one in your own store. 


We should feel proud to cooperate with the government. 








These flags are made of high grade rayon silk trimmed with 
gold fringe and cord. Background—red. Letters—white. 
Numbers—blue. 


They come in three sizes: 
8x12 with numbers to 100. 

17x24 with numbers to 1000. Retails at 5.00 ea. 

24x36 with numbers to 10,000. Retails at 7.50 ea. 


Usual trade discounts. Special discounts on quantity lots. 


Retails at $2.50 ea. 


Now is the time to order. Satisfaction guaranteed. 


Service Flag 
& Emblem Company 


302 W. ADAMS ST. + CHICAGO 6, ILL. 
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For Our C ountry 








Industry Members Now Serving With the 
Armed Forces in the United States 








Lester Pomerantz, now a captain in the A.A.F., was 
home on a 21-day leave last month, after 16 months 
of active combat in the European theater of war. 
Captain Pomerantz, a modest six-footer, has com- 
pleted his sixty-sixth mission aboard a B-26 Marauder 
bomber working from bases in both England and 
France. Before joining the Army Air Forces, the cap- 
tain was active with his brothers, Richard and Austin, 
in the firm of A. Pomerantz & Company, Philadel- 
phia. suieine =e 
ANNOUNCE MERGER OF MERIDIAN (MISS.) FIRMS 

The Meridian Stationery & Office Supply Company 
at Meridian, Miss., under the managership of John 
Carrillon, is merging with the Clift Printing Company, 
Inc., of the same city, announces President Hugh 
Clift, Jr. 

Mr. Clift will continue as president and Mr. Carillon 
will act as secretary and treasurer. Mr. Clift has 
seven years experience in the printing business and 
Mr. Carillon has eight years of training in the same 
line. In addition to doing commercial printing, the 
firm will carry a complete line of office supplies and 
fixtures. ee 


THE ADVOCATE STORE HAS ANNIVERSARY 

A three-year span of office supply service was 
celebrated March 2 and 3 by the Advocate Store, New- 
ark, Ohio, with a party of birthday bargains. A full- 
page advertisement in the Newark Advocate and Am- 
erican Tribune was used to inform the retail trade 
what the store had to offer on this anniversary. 





VICTOR SAFE & EQUIPMENT COMPANY.—The Coleman 

Office Supply Company, Wichita, Kans., reports the above 

window “directly responsible for a $1,500 order, and that is 
only the beginning.” 
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aze/ COMPARISON PROVES! 
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Sparkling 4-Color Ads Every Month 
in America’s Key Comic Papers! 


@ 52 top papers in all—blanketing every major 
market in the U.S.A. 


@® With big-time ads—each devoting 100% to 
selling lead, and lead alone! 


@ “Eye-stopper” position! Every ad runs smack 


. .« EACH REACHING MILLIONS OF CUSTOMERS 
WITH A RED-HOT SELLING STORY! 


AND OVER 14,500 


LEAD SPOT ANNOUNCEMENTS 
A YEAR ON COAST-TO-COAST 


CBS NETWORK! 


April, 1945 





on the comic pages—the most highly read 
part of these newspapers. 


@ Superb timing! These ads are scheduled to 
run straight through the year —to boost your 
lead sales to the ceiling! 

















QUICK! TIE IN WITH THESE 
FREE SALES HELPS! 


With a campaign like this boosting sales for you— 
you ll want to tie in fast / And you can—so easily — 
with this powerful, tailor-made material! 


SPOT ANNOUNCEMENTS! All lengths—all types 
—all prepared by top advertising experts! 


NEWSPAPER ADS! A wide selection of types and 
sizes—ready to run the minute you get them. 








Remember! EvERSHARP not only prepares this 
material—but actually shares the cost! Write EVER- 
SHARP, 1800 Roscoe Street, Chicago, today, for free 
catalogue. 
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AROUND THE WORLD 





More Hicita 
q MILLION 





Stapling ¥ Machines have consumed 
approximately 35,000,000,000 staples. 
The wire used in these staples, if 
placed in one gigantic coil, would 
girdle the globe 22 times at the equator. 
Approximately 7,000,000 Ibs. of steel were 


used in the manufacture of these staples. 


MARKWELL 


MANUFACTURING CO., Inc. 
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ROAR 


NEW RITE-LINE REPRESENTATIVE FOR CHICAGO 


Frank G. Wellner has been appointed Chicago rep- 
resentative for Rite-Line Sales Company, Inc., operat- 
ing the business under the name of Rite-Line Sales 
Agency of Chicago. He is located at 1747 South Hale 





i 











FRANK G. WELLNER 


Avenue. Mr. Wellner’s entrance into the field of office 
equipment and supply occurred in 1914, when he be- 
came a salesman for Baker-Vawter Company in Peoria. 
Six years later he made a connection with United 
Autographic Register Company as field representative, 
concentrating first on registers, later on continuous 
forms. For 16 years he specialized on Teletype forms. 
Always he has practiced an intensive specialty 
type of selling, which is just as necessary on copy- 
holders as on continuous forms, registers and loose 


leaf. 
a 


1EGISTER OF DEEDS SEEKS DUDLEY COPYHOLDER 


William S. Bunn, register of deeds at Nashville, N. C., 
is in quest of a roller-type copyholder set on a pedestal, 
similar to the kind formerly made by the Dudley 
Manufacturing Company, of Marion, Ohio, now out of 
business. The Dudley was the predecessor of the pres- 
ent “bill board” type of copyholder, Mr. Bunn points 
out. The one he wants has a roller covered with green 
billiard table cloth and is about 161% inches long. The 
paper to be copied is fastened by a spring Steel clip 
running the entire length of the roller. Mr. Bunn would 
appreciate information leading to his acquiring one 
of his favorite Dudley holders. 





a , 2 % .'s ww & & 

The arrival of Susan C. Pomerantz, daughter of 
Mr. and Mrs. Austin Pomerantz, on Sunday, February 
25, was reason enough for a celebration. The festivi- 
ties were augmented by a bottle of 1918 champagne, 
brought home from abroad by Captain Lester Pomer- 
antz, on furlough from the A.A.F. Daddy Austin 
Pomerantz of A. Pomerentz & Company, Philadelphia, 
says that already his daughter shows signs of being a 
good typist and he expects to have a good assistant in 
the stationery business within a few years. 





A twin himself, Al Aigner, sales manager of the 
G. J. Aigner Company, upheld the family tradition 
when his wife presented him with twin boys on Feb- 
ruary 25. Although somewhat overawed, it is reported 
that Al is bearing up well under the strain of this 
greater-than-anticipated increase of family responsi- 
bilities. The twins have been named David Baldwin 
and Stephen Martin. 


John B. Dwyer, representative of Cook’s, Inc., Bos- 
ton, and Mrs. Dwyer are the parents of a daughter 
born February 6. Presses of the New England Travelers 
Club News, of which John is substitute editor, were 
held for chronicling of this stork item. 
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a Stax with a BRIGHT PRESENT 


and a BRILLIANT FUTURE! P 


Business world gives warm 
welcome to 


IMPERIAL 


SPIRITCARB 


because it stands out in tests 
against ordinary spirit carbon 






More copies—500 if you like 
—more color—more legibility 

Movie world 
quickly recog- 
nizes a comer 
in HELEN TAL- 


eee TO Yo ie r : ne cakes > ~y BOT — Republic 


Pictures Starlet 
% A Good Salesman is a 


Good Listener. 

When one of your important 
consumer accounts lets off 
steam about the trouble he is 
having with ordinary spirit car- 
bon—hear him out. He will tell 
you that his carbon “‘doesn't have enough 
color’’—that “‘it lacks brilliance’’—the ‘‘car- 
bon breaks up—leaves spots.'’ Also—'‘it's 
priced way out of line.”’ 

Then when he tilts back in his chair with a 
‘show me” look in his eye, pull out a sheet of 
IMPERIAL Spiritcarb. Test it right in his office. 
Prove to him that IMPERIAL Spiritcarb throws 
down more color—that the 500th copy is very 
nearly as clean and brilliant as the first—that 
it does not break up—that it is available in every grade and finish. As a clincher, quote 
prices and prove that IMPERIAL Spiritcarb is far and away the best value on the market. 

Once you get your foot in the door with IMPERIAL Spiritcarb — the rest of the wonderful 
PEERLESS-IMPERIAL line of ribbons and carbons naturally follows. Won't you write us today 
for samples and full information? 


PEERLESS - IMPERIAL CO, INC. 


GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 
THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 

DETROIT 18, 37 Linden St., River Rouge, Mich. @ CHICAGO 2, 179 W. Washington St. 
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We at Wells Office Furniture Company have always believed in facing 
realities . . . in taking every business hurdle in a way that would best serve 
the needs of our dealers. One momentous task faces this country today .. . 
Winning the War. Whatever problems our company and industry encounter 
arise from the absolute necessity of diverting essential materials to the 
successful prosecution of the war. When VICTORY is achieved, Wells will 
again render a service to the office equipment trade that will be impressive. 
So... for the time being, we hope that the sage advice of the Wells OWL 


will help to temper a situation over which we have little control. 








725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL. 
TEL. HAR. 1100 


OFFICE FURNITURE te we. ee 
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4 HOW a 
ARMY «NAVY 


NEEDS WILL AFFECT YOUR SUPPLY OF 


WEAREVER PENS 


The Army and Navy, acknowledging a wide demand from 
every quarter of the globe for Wearever pens, have sharply 
increased their quotas. We are proud to be thus called 
upon to contribute to the morale of our boys on every front. 














We know that you, who will necessarily be denied addi- 
tional Wearever pens, will gladly cooperate with us in 
meeting these requirements. We are making every effort 
to allot pens to customers now on our books as fairly 
and equitably as we can. 





You may be sure that just as soon as it is possible—and 
in the interest of our country to do so—we shall increase 
the number of Wearever pens available for civilian needs. 
David Kahn, Inc., North Bergen, New Jersey. 









BY AMERICA’S LARGEST 
FOUNTAIN PEN MANUFACTURER 


SOs _ 


\—| WEAREVER 


FOUNTAIN PENS * MECHANICAL PENCILS + REFILL LEADS 
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If you took all the Leatheroid slide fas- 
tener expanding wallets, and other types 
of envelopes Quality Park manufactures 
in a year and laid them end fo end... well, 
we haven't figured out how far they 
would reach (manpower shortage, you 
know) but it would be far enough to go 
around something several times. These 
days quite a few dealers would like to 
take all the envelopes Quality Park 
manufactures . . . but we say “NO” 
because we want all dealers to have a 
fair share. We are making all we can— 
and we're letting you have all we can. 
But cheer up—you'll be able to get more 


later .... and not much later, we hope. 





When you think of envelopes, 
think of 


QUALITY PARK 


and remember these familiar 


Quality names ... . 


* 


LEATHEROID 
SLIDE FASTENER 
EXPANDING WALLETS 
VERTICAL FILE POCKETS 
BLUE LINE AIR MAIL 
TWO COMPARTMENT 
CHAMPION CLASP 
BANKER’S FLAP 
AIRWAY EXPRESS 


Sold through dealers only! 














QU TAMU WT 


ENVELOPE COMPANY # 








General Office and Factory Chicago Office and Warehouse 





564 W. Monroe Street 
Chicago 6, Illinois 


Quality Park 
St. Paul 4, Minnesota 
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Pictured above is the 


handsome office of Mr. i a 
S. K. Widdess, vice- 
in ae we Your Customers Will Gind 


Robinson’s, one of Los 


ut 4 GREATER COMFORT, SECURITY 
in Post-War LKOPOLD-FURNISHED OFFICES 
... and Greater Admiration! 


Post-war Leopold office furniture will bring you and your customers 
new, distinctive lines, smart style and beautifully handcrafted woods. These will win 
more than praise and admiration. Built into this Leopold office furniture of the Future 
will be remarkable new qualities—born of war—which will provide greater comfort, 


security and value. 


In search of new weapons of war, five years ago the allied nations called 
upon wood. Thrust into the unmerciful maw of war, new qualities were demanded 
of it—resistance to fire and hardness . . . endurance never before thought possible. But 
with typical Yankee ingenuity, these demands were realized. New, vital uses for 


wood were discovered. 


Today, Leopold designers and craftsmen are already planning to add 
these war-born qualities of hardness, endurance and fire-resistance to the natural charm 
and expert craftsmanship of the Leopold line. Together with superior new finishes, 


your Leopold furnished office of the Future will reflect new beauty, and greater utility. 


THE LEOPOLD COMPANY - Burlington, lowa 
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HAS TI THE ANSWER . 


@ WATERPROOF ENVELOPES—for Packing Lists, Shipping papers. 
@ BANKERS FLAP ENVELOPES—a complete line of Bank envelopes. 


@ CURRENCY GIFT ENVELOPES—Engraved money holder containers 
for Bank and over-the-counter use. 


@ WAR BOND JACKETS—Seven distinct styles for general and indus- 
trial use. 


@ SAF-KEEP ENVELOPES—Claim Check envelopes with 
tabs. 


@ FILING ENVELOPES—Open End, Open Side, Flat or Expanding. 


@ ZEPHYR WEIGHT AIRMAIL ENVELOPES—modern design, light 
weight, rag content. 


@ LIBRARY BOOK POCKETS—Six styles for every use. 


@ TRANSPARENT POLICY JACKETS—Other Policy Jackets available 
also. 


@ PAYROLL ENVELOPES—an Industrial need in every town. 


@ REPORT CARD POCKETS— PASS BOOK COVERS — BARONIAL 
ENVELOPES. 


@ CLASPS—CATALOGS—COINS. 


Available either printed to your copy or plain 
tod md send in ¢ nus c 


/ 





numbered 


cs TOcaYy 4 CG Sé 4 
for prompt consideration 
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| widow, Dena. 











PASSED AWAY 


CHARLES A. ORTH 


Death came to Charles A. Orth, 67, connected with 
the Joseph Dixon Crucible Company for almost 39 
years, at Detroit, Mich., on March 1. His passing came 
as a shock to his many friends and associates for he 
had been traveling as actively as ever since the first 
of the year, contending with the worst winter condi- 
tions that he ever remembered throughout his terri- 
tory. Late in February he became ill after a stay in 
Pittsburgh and his physician had told him to enter a 
hospital for a check-up. A few days later he was dead. 

In tribute to this man, who was termed “the most 
complete pencil salesman,” H. B. Van Dorn, manager 
of the pencil sales department of Joseph Dixon Cru- 
cible Company, said, “Up to the end he had continued 
to cover the great industrial section of the country 
from Detroit to Pittsburgh, including Toledo, Cleve- 
land, Columbus, Dayton and Cincinnati. He was known 
in hundreds of plaees and had actually thousands of 
acquaintances, many of whom had developed into 
warm friends. He really had about as many close 
friends among the industrial purchasing agents as he 
had in the trade. Through his long activity and regu- 
lar attendance since the beginning at the conventions 
of the National Association of Purchasing Agents, he 
had a tremendous acquaintance throughout the coun- 
try. He was unquestionably the top man in his oper- 
ating territory for a quarter-century.” 

Mr. Orth was born in 1878. He had no immediate 
family except two sisters, two brothers and several 
nieces. A sister, Miss Irene F. Orth, resided with him 
at his home, 4359 West Philadelphia Avenue, Detroit. 


- 
SAMUEL D. ROGERS 


Funeral services for Samuel D. Rogers, Sr., 59, store 
manager and corporation director of Roberts & Sons, 
Birmingham, Ala. stationery firm, were held February 
15 at Vine Street Presbyterian Church in Birmingham. 
Death came to the prominent stationer on February 12. 

Mr. Rogers was born in Selma, Ala., April 3, 1885, 
and attended the University of Alabama. He became 
associated with Roberts & Sons in 1924 and repre- 
sented the company for several years throughout 
northern Alabama. In recent years he had been 
manager of the store and county service department. 
He was one of a group of employees who bought con- 
trolling stock in the company two years ago. 

Surviving are the widow, the former Miss Mabel 
Higgins of Montgomery; three sons—Samuel D. Rogers, 
Jr., Birmingham, E. Fowler Rogers and Hubert Rogers, 





| both at sea with the U. S. Navy; a daughter, Miss 
| Sarah Rogers, 


in the Waves; and two grandchildren. 
‘+ -- -k 
FRANK E. WALTERS 


Funeral services for Frank E. Walters, 62, formerly 
of Chicago, who died March 7 in Holland, Mich., were 
held at the Nibberlink-Notier chapel in Holland on 
March 10. He was Government agencies representa- 
tive of the Underwood Elliott Fisher Company during 
his residence in Chicago until the war forced discontin- 
uance of manufacturing. Mr. Walters was inventor of 
the Walters gauge for testing typewriter key pres- 
ure. While residing in Chicago he was master of the 
Ravenswood Masonic lodge and a member of the 
Toastmasters Club. Surviving is the 


i:  - 
JOSEPH E. KENNEDY 
Joseph E. Kennedy, 78, for 45 years in business 


under the name Grand Avenue Stationery Company, 
St. Louis, Mo., died of heart disease February 6, after 


International 
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To wrap up packages and such 











—s To hold, protect and seal- 

er | Its Texcel Tape-so sturdy, neat, 
“ @ And packed with ‘sales-appeal’. 
it. | i 


Es 
we 


Except for commercial use, however, 

We must make this excuse: 
Restrictions still prevent the sale 
Of Texcel for home use. 







88 INDUSTRIAL TAPE CORPORATION 


A Subsidiary of Johnson & Johnson +» New Brunswick, N.J. <diiabeihaniaadilll 
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FILING CABINETS 
DESKS 
TYPOSTURE CHAIRS 
CARD CABINETS 
ey Ss OM Op < 
OFFICE UTILITIES 


wert Steel Sales Corporation 


300 EAST 145TH STREET * NEW YORK 5Il, N. Y. 
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DESKS OR 





When the pianist strikes the last chord 
and another superb concert comes to 
an end, the audience seems momen- 
tarily in a spell. For such is the power 
of music that it transports one into an- 
other world. To the initiated, there is a 
technical awareness of the factors that 
produce great music .. . the composer, 
the pianist and the musical instrument 
that expresses the talent. It is an ob- 
vious fact that every true artist is dis- 


criminating in his choice of working 
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Quality ts never ncutildiell 


IN GRAND 


EVANSVILLE 


member WOOD office furniture institute 





PIANOS 


tools. In his own sphere, the business 
man is an artist and as such also expects 
the finest working tools. IMPERIAL 
DESKS are designed for these discrim- 
inating business men. Even during this 
war period, we are proud of the stand- 
ard of quality we have sustained. Only 
through conscious, painstaking effort, 
has this been possible. It is inescapably 
true . . . Quality Is Never Accidental 


. IMPERIAL DESKS prove that fact. 


7, INDIANA 
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The homesteaders who opened up the 
West expected danger and met it as a 
matter of course. Theirs was a wild and 
lawless country to tame, but they went 
ahead with their individual projects 
without stopping to count the cost. 


Americans are now engaged in taming 
countries much more wild and lawless 
than the West of eighty years ago, and 
we, too, are going ahead. 


Because of the demands of the strug- 
gle, three years have elapsed since last 
we were able to make industry goods. 
We have had no service to offer our 
many customers of the pre-war period. 
We ask your indulgence until the job is 
done. When the TOUGH project is 
completed you can depend upon us to 
resume steady, dependable service, 
with an improved line of ‘Andy units 
of Steel." 





UGH 


person: Hickey Go. 














INC. 


GENEVA 
ILLINOIS 


D nay writ 
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being rushed to City Hospital the day previous as an 
emergency case. 

He is survived by a son, Francis G. Kennedy of 
St. Louis, and four daughters—Miss Mary G. Kennedy, 
St. Louis; Mrs. Virginia Ingalls, Milwaukee, Wis.; Mrs. 
Patricia Taylor, Overland, Mo.; and Mrs. Loretta Boyd, 
Pleasantville, N. J. 

Funeral services were held from St. Francis Xavier 
Church of St. Louis, with burial in Calvary Cemetery. 


TT + 
JOHN J. VACK 


John J. Vack, an old-time stationer operating at 
511 South Wabash Avenue, Chicago, IIl., died on Fri- 
day, February 16. Starting many years ago with A. C. 
McClurg & Company, Mr. Vack helped establish the 
Burr-Vack Company, which later became the Curtis- 
Vack Company. For a number of years prior to his 
death he operated the retail stationery business carry- 
ing his name only. 

+ - 


MRS. JOHN W. RASMUSSEN 


Mrs. John W. Rasmussen, wife of stationery buyer 
with the Omaha Printing Company for the past 30 
years, died February 22. Husband of the decedent 
has served on various stationers’ committees and is 
well known throughout the trade by reason of his 
attendance at many national and district conventions. 


+t bt + 
O. E. PRUITT 


Word has just been received concerning the death 
of O. E. Pruitt on December 26 while he was visiting 
his brother, W. M. Pruitt, at Oakland, Calif. Both 
O. E. and W. M. Pruitt were connected with Pruitt 
Company, 425 North LaSalle Street, Chicago. The 
company is now under another ownership. 


+ + } 
BURTON FOSS 


Death came to Burton Foss, for the last 17 years 
shipper with the Edmund Little Company, Haverhill, 
Mass., on March 6. Suffering a heart attack on his 
way to work, he died before reaching the store. 

——————_—= 0 ___ 


J. S. MATHEWS COMPANY TO NEW LOCATION 


The J. S. Mathews Company, Bridgeport, Conn., 
has purchased the building at 80 Elm Street in that 
city. It is the firm’s intention to remodel the building, 
upon the expiration of some leases now in force, to 
the purpose of enlarging the space available for its 
own business. 

In the meantime the office supply and equipment 
department has been moved to a part of the building. 
A lease has also been taken at 45 Cannon Street, 
next door to the former store, and remodeling has 
been done to allow for the sale of social stationery, 
gifts, and some items of commercial stationery. 

The Mathews business, started in 1927, was incor- 
porated under the name of Mathews Brothers. The 
corporate name has since been changed to the J. S. 
Mathews Company. Officers are J. S. Mathews, presi- 
dent and treasurer; J. S. Mathews, Jr., vice-president 
and assistant treasurer; and Meta S. Hancox, secre- 
tary. 

° y ———— > 2 


AMEDEE CHANTELOUP NOW IN HAWAII 


After completing an extensive business trip through- 
out the eastern cities, Amedee Chanteloup has now 
arrived in the Hawaiian Islands to take over his new 
duties as assistant to W. G. Huston, president of 
Huston & Alexander, Ltd., and vice-president and 
general manager of Alexander Brothers, Ltd. Mr. 
Chanteloup was previously connected for 17 years with 
the National Bank of San Mateo in an executive 
capacity and is well conversant with the duties of 
administration of the two corporations. 

1945 
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Lh the manufacture of waste baskets, utility receptacles, 
sandurns, cuspidors, desk files and similar products, no com- 
pany has a finer standing than Lawson-—-a name known 


through 129 years of outstanding service to dealer and user alike. 


We await only the return of normal times to resume the 
output of Lawson stationers’ products which have for so 


many years maintained their leadership of this field. 


THE F. H. LAWSON CO. - - - CINCINNATI 4, OHIO 
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PRONTO 





108 








The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Right now 
fibre board is a vital war material as scarce as 


hen’s teeth. 


We are trying our best to spread our meager 


allotment to cover the basic requirements of all 





dealers. 


So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 








FIBRE BOARD FILES 
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Adding-Machine Alibi... This picture ex- 


plains why you haven’t had many new Victors since 


war began. It’s also Exhibit A in the case for even 
finer Victors, postwar. It’s the super-precise and, 
until recently, super-secret Norden Bombsight for 
the Army, on which we are a prime contractor. It’s 
the best reason in the world, too, why you'll never 


need to alibi for a Victor when the talk turns to 
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quality. And, when price is under discussion, you'll 
be glad to remember what helped make the 1941 
Victor line No. 1 in the industry, unitwise—our con- 
viction that an adding machine is more a business 
necessity than luxury and ought to be priced that way. 


VICTOR ADDING MACHINE CO. 
STILL WORKING WITH RIGHT ANSWERS 
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GETA 
BETTER RETURN 


FROM YOUR SPACE AND 
TIME INVESTMENT! 





GIBSON 


NOTES, DRAFTS & 
RECEIPTS including 
MANIFOLD BOOKS 


Instead of 10c & 15c 


retailers, feature 


BETTER PAPER, Lithography, Binding and Stamp- 
ing; all ‘round quality merchandise. Just as easy 
to sell . . . and of course, Much Better Profit! 
Lift this department out of the low-priced, com- 
petitive class. Sell the GIBSON Line—the line 
that gets you the re-orders, and makes your in- 
vestment really worthwhile. 
Sorry... 

Wartime conditions prevent our open- 

ing new accounts at this time. We're 

taking care of our old friends to the 


very best of our ability...NO CATA- 
LOGS OR SAMPLES, Please! 


GIBSON—NORWALK 








Buy MORE WAR BONDS .. . and HOLD them 
C.R. GIBSON & COMPANY 


Lithographers & ‘Publishers 


NORWALK ° CONNECTICUT 
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STATIONERY MAN OPERATES UNDER STRANGE 
CONDITIONS IN SOUTH PACIFIC WAR THEATER 


J. Edward Tufft, Correspondent 
If you want to know how a former stationery man, 
accustomed to nice offices and neat surroundings in a 
modern American city, adapts himself to the raw 
conditions of the South Pacific war zone where he 
works as a news reporter, read the following letter 
written by Gilbert Feinstein of the Aldine Printing 
Company, Los Angeles, to his brother, Harold. Young 
Mr. Feinstein went into reporting work early in the 
war and was among the first to land on Leyte Island 
when the Americans invaded the Philippines. 
The letter follows: 





The Philippines, 
Jan. 21, 1944. 
Dear Harold: 

A couple of days ago as I was making up the pages of the 
pictorial report of the engineers | was struck with the differ- 
ence between the comfortable, well-equipped offices back in 
Los Angeles and the conditions under which Army paperwork 
is done in combat areas. My thoughts were accelerated as |] 
sat on a small cracker box with my feet dangling in an ever- 
increasing pool of water. A miniature typhoon was beating 
rain against the sides of the tent and spraying it through the 
open side. 

I was working in what is known as a CP, or blackout tent. 
It is so small that not more than three or four people can 
work in it at a time. To increase the space and to add venti- 
lation for the hot intervals between rains one side was extended 
into a sort of a canopy with bamboo poles for support. Every 
paper before me had to be anchored down to prevent it from 
being blown away Rain dripping from microscopic leaks in 
the tent roof and blowing directly under the canopy dripped 
all over my copy Adding to the woes of my rheumatic type- 
writer, water was collecting on its vital parts despite all my 
precautions. I wished I were back in my own comfortable tent. 

Some day I shall write an article for one of the trade journals 
about the difficulties facing the chair-borne soldiers in the field. 

Greatest difficulty is operating without the most fundamental 
items of office supply. I wish I could pick up the field tele- 
phone and call Aldine whenever we run out of something and 


know that we will have it within 24 hours. As it is, if the 
quartermaster doesn’t have it we have to get along as best we 
can. Ammunition and food come first. Office supplies have 


low priority. 

Common practice is to requisition needs for quite a long 
period of time. We never get all the items we request or the 
quantities we order. Therefore it is essential that we use great 
care in conserving what we have. I have a bottle of Skrip 
ink which I keep as well hidden as if it was a bottle of Haig and 
Haig. When it is gone we shall be forced into the dire extrem- 
ity of using Australian ink. Far be it from me to criticize the 
Army’s purchasing policy, but I certainly wish you could put 
the firm’s No. 1 salesman to work selling the quartermaster 
some Aldus carbon. The stuff we get is what I used to say our 
competitors sold. 

You know that package of Scotch tape you sent me. I couldn’t 
have received a more useful item. It was beside me one day 
when Colonel Charles White, the chief of staff, walked into our 
press tent to talk to Lieutenant Davidson. He picked up the 
Scotch tape and began handling it possessively. I would have 
smacked him across the wrist but the eagle on his shoulder 
started to scream. 

When I entered the Army, people were complaining about 
the flaps of their envelopes not sealing. As I recall, it was due to 
the war standard adhesive used. Here our problem is just the 
opposite. The damp climate seals the envelopes shut before you 
can use them. Our envelope problem is further complicated 
by the unexplainable fact that we have been able to get only 
two sizes—the standard business No. 10’s and 10 x 15-inch 
Manila. 

Office furniture available depends for the most part upon your 
ingenuity. We made our desks by sinking four bamboo poles 
into the dirt floor of our tent. On these we placed a packing box, 
knocking off one side to allow our legs to fit underneath. It 
isn’t very aesthetic but it does the trick. Our chairs are made 
from wooden boxes stood on end, with boards nailed on to fur- 
nish the “posture” back. They aren’t very comfortable, but 
it beats sitting on the ground the way we did the first few 
weeks of the operation. 

We have finally gotten our little Press Club to the point 
where the minor inconveniences don’t bother us. We have our 
Filipino boy, Odie, at our beck and call to roll the tent flaps up 
or down as the weather indicates. The minute it starts to rain 
(and it rains anywhere from five to ten times a day) we yell 


at the top of our voices, ‘‘Odie,’’ and he comes running to our 
rescue, 
Our ashtrays are made from cocoanut husks. <A tin can 


which once contained 17% pounds of dehydrated potatoes forms 
our wastebasket. Our collection of pin-ups is by far the out- 
standing one in the whole division CP. We have a cot in our 
office for souvenir salesmen and to accommodate any visiting 
firemen or correspondents that want to spend the night. 

The closer you get to the actual fighting the more difficult 
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Cut 
Yourself 





GENUINE ORIGINAL 


TRADE MARK REG. U.S. A. 


advertising and sampling consistently carried on for 


Beaded Pick-up Edge 

Reinforces, prevents warping 
Heavy Celluloid 

For years of heavy use 
Changeable Inserts 

Won't fall out, yet easily removed 
Automatic Guide Stop 

Assures uniform extension 


A Nice Piece of Profit with 






MAK-UR-OWN 


CELLULOID INDEX TABS 


Offer your customers the better value in index tabs — genuine Mak-ur-own, 
accepted as the standard for comparison, known in every office through national 


a generation. 


This aggressive promotion saves selling time, helps you to easy, profitable sales. 
Nationally Advertised Mak-ur-own Has All the Good Points 


High Grade Cloth Skirt 

Closely woven, long wearing 
Special Gumming 

Sticks instantly, permanent 
Easy-open Feature 

One side of skirt is longer 
Printed Cutting Rule 

In every strip 


Write for our dealer offer and description of sales helps 





Strip Tabs 

Shield Tabs 

Printed Sets 

Color Bars in 
9 colors 

7 Celluloid 
Colors 

3 widths 




















Colorful, convenient 
packaging 








mo CON UERARRROVED PRODUCTS 
+) CONSURER-APPRO: IW WAN UY 
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: ROUGH BEARERS \\ 
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EQUIPMENT CO., INC, | 





« QUETORR ~~ 
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planes directly out of the sun. In the daz- 
zling background our gunners could not | poe Hapotts ia dlocia that Jap fliers who 
draw a bead on them. Recently, a new type now attempt the stratagem are joining 
gun-sight lamp was invented to combat their ancestors at a fast rate. 


Look into ‘“The Sun’’ and find the finest in rubber office special- 
ties waiting to serve the tremendous postwar ‘market ahead, for 
The Sun Rubber Company, without detracting from its war effort, 
has on its planning boards new products to add to the long- 
established Sunruco line. 


You can continue to look to “The Sun” for the finest in quality 
and appearance in office accessories...for example, “Spunfoam” 
cushions that you will be proud to display---that will mean a 
good margin of profit for you. And back of the superior product 
is the inherent ability to create items that “click” and move fast 
across your counters...the traditional Sunruco experience working 
with you enthusiastically in “sales-lined” cooperative merchandising. 


A new brochure explains our postwar thinking... gives 
a few ideas about which we are very enthusiastic. 
Write for your copy, and get on the list to receive first 
announcements of civilian products. 
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THE SUN RUBBER COMPANY 


BARBERTON: OHIO: 
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For Tomorrow 
Counter-High Cabinets 


DESIGNED AND MANUFACTURED 
FOR SPECIAL PURPOSES 


A LINE TO BUILD ON 
2 


SECURITY STEEL EQUIPMENT CORPORATION 
AVENEL, N. J. 
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“Always makes 


coP a good impression” 








RECORD CARBONS & 
RIBBONS 


TYPEWRITER CARBONS 
PENCIL CARBONS 
INKED RIBBONS 


STENCIL SUPPLIES 


STENCILS . . . BLUE 
WHITE... YELLOW 
HEAVY OR LIGHT COATED 
STENCILRITE SHEETS 
(FILM STENCILS) 
STENCIL TYPING PLATES 
STENCIL INK 
CORRECTION FLUID 
STENCILRUN PAPERS (FOR 
REPRODUCING COPIES) 
WRITING PLATES 
STYLI 
LETTERING GUIDES 
SHADING SCREENS 
COPYSCOPES 
STENCIL FILE FOLDERS 
TYPE & PLATEN CLEANER 














-— SOURCE OF SUPPLY 
UNDER ONE BRAND NAME 


FLUID DUPLICATOR 
DIRECT PROCESS SUPPLIES 


ALCO CARBONS 

ALCO UNITS 

ALCO RIBBONS 

ALCO FLUID 

ALCO ORIGINAL PAPERS 

ALCO RUN PAPERS 

COPYINX CLEANSING 
CREAM 


GELATIN SUPPLIES 


GELATIN ROLLS 
(WHITE OR AMBER) 
(FIBRE OR CLOTH) 

GELATIN FILMS 

HECTO RIBBONS 

HECTO CARBON 

ae tte CLEANSING 


ORIGINAL MASTER PAPER 

FASTBRITE (COATED) 
COPY PAPER 

RECORDRUN PAPERS 
(MAXIMUM RUN) 


“Always makes 
a@ good impression” 














COPY PAPERS Inc. 


700 WEST LAKE ST... .CHICAGO 6, ILL. 


‘So It Right uxth Copy bute” 
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conditions get. The battalion CP’s I have visited in forwara 
areas usually conducted their paperwork in dugouts covered 


with a roof of palm leaves. A field desk, telephone, and perhaps 
a couple of folding chairs constitute the equipment. Company 
headquarters of units still further forward may exist in the 
first sergeant’s pocket. Frequently when I ask a topkick to 
check a man’s name and address for a news story he will dive 
into his pocket and pull out the company records wrapped in the 
waterproof bags used to protect rifles. 

Files, even in rear echelons, are kept in packing boxes. When 
an outfit moves (and all Army outfits move frequently) it simply 
nails down the lid and totes away the file. 

I must close now. Say ‘‘hello’’ to everybody in the plant for 
me. I picked up a Jap bayonet to send to David, but on second 
thought I was afraid that Henri might justifiably disapprove 
of such a gift for a child. Let me know and I will send it on. 

Your devoted brother, 
GIL. 
o—-.———— 


EIGHT REMINGTON TYPEWRITER MEN ADVANCED 


Remington Rand, Inc., announces the promotions 
of eight typewriter sales division men to new posts. 

L. A. Newman is given the important position of 
assistant general manager in charge of commercial 
typewriter sales. He began his long career with the 
company in 1926 at South Bend, Ind., and in recog- 
nition of his sales achievements was advanced in 1929 
to the post of typewriter department manager at 
Peoria. Then came successive promotions at Indian- 
apolis, Houston and Boston. 

F. W. Fogg has assumed the sales managership of 
the Boston branch. He began as a salesman in Minne- 
apolis and served as branch manager at St. Paul be- 
fore his appointment as branch manager at Buffalo 
in 1943, holding that position until his recent transfer. 

To Buffalo goes J. J. Ennis as branch manager, cul- 
minating successful managership of the Jersey City, 
N. J., branch. He has been with Remington Rand since 
1934, starting as a salesman at Newark. 

Succeeding Mr. Ennis as manager at Jersey City 
is E. J. Kaake, who joined the organization in 1933 as 
a member of the home sales division. His success as 
branch manager at Hartford, Conn., recommended 
him as a successor to Mr. Ennis. 

D. H. Dickson is named to the managership of the 
typewriter sales division at the New Haven, Conn., 
office. He has nearly two decades of service for Rem- 
ington Rand behind him. 

Henry J. Sorenson, appointed typewriter branch 
manager at Minneapolis, has for many years been 
a salesman in that area. His experience well qualifies 


him for the Minneapolis managership. 


Named branch manager at Oklahoma City is Arthur 
H. Barsh, who left a Texas cattle ranch to become a 
junior typewriter salesman at Dallas, Tex., and later 
district manager at Fort Worth. He was serving as 


| assistant director of personnel and training when he 


gained his newest assignment. 
Long service with Remington Rand by D. M. Maul 


| was recognized by his appointment as assistant at the 


home office to R. A. Rasch. He was previously order 


| department manager. 


a 


NORMAN SHERAS NAMED “MAN OF THE MONTH” 


The trade publication, Marking Devices, in its Feb- 
ruary edition presents Norman Sheras of A. D. Joslin 
Manufacturing Company, Manistee, Mich. as ‘Man 
of the Month.” Mr. Sheras was born in Chicago on 
July 17, 1904. In his business career he progressed 
from errand boy and stock clerk to the presidency 
of the A. D. Joslin Manufacturing Company. In spite 
of his devotion to business and his hobby of flying, 
Mr. Sheras has worked on all the War Fund and 
War Bond drives. He is a member of the industrial 
committee of the Manistee Board of Commerce, a part 
director of the Manistee Junior Chamber of Commerce, 
and a member of the war service committee of the 
Elks. He has served since April, 1942, as a member 
of the Office Machinery Advisory Committee of the 
War Production Board at Washington, D. C. 
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Art Matal 


Jamestown, New York 
U.S.A. 
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as HAT’S right— you don’t need Luck to sell ART ment, Postindex Visible Records, Wabash Filing Sup- 
oa METAL STEEL OFFICE EQUIPMENT, POST- plies! Address Agency Division, Art Metal Construc- 
as INDEX VISIBLE RECORDS, and WABASH FILING tion Company, Jamestown, N. Y. 
n., | SUPPLIES! Here’s why: They’re absolutely necessary 
m- | — gaat: 9 ok ; vintitite 
for the efficient simplification of the whole structure of 
ich | business operation! And business operation is now 
en | —— 
ies DEMANDING the ultimate in simplification! You're Ss eee | 
7 f -— 
+ Wide awake dealers are profiting today from the sale latred a 
2 a . . . —*ae ~ ~ "7 H \ 
ter | of Postindex Visible Filing Systems and Wabash Sup- in Business Week and 4 \ 
oA plies for vertical filing! They’re in best position to secure merican Business! Z > 
- 2 gad ofhice equipment and systems market in their = magical Mr. Expediter, 
the | territory—postwar! They've proved what they sell can Octor of Offices. you are maki 
. / é a ung Z ° . 
ler | create order from confusion! >uSINess men al| Over the ¢ Beni: 
Cover and clear up P Ountry—as you un- 
; , ; , ar : . Confusing office .. =e 
If you’re not in on this you’re missing something with Art Meta] Products —— 
HH” |} BIG! Write today for information on agency franchise 2 
= | for each of the Big Three—Art Metal Steel Office Equip- 
lan 
on 
a ART METAL STEEL OFFICE EQUIPMENT 
vite *WABASH FILING SUPPLIES POSTINDEX VISIBLE RECORDS 
ng, *q subsidiary company 
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You 
GLACE 
SIT-DOWN 

STRIKE! 





No matter how industriously 
your employees are working — 
you can still call the overall effort 
a SIT-DOWN STRIKE —and 
through no fault of their own. 

Maximum efficiency, accuracy, 
and work-output cannot be ex- 
pected of employees who have to 
use chairs that cramp their mus- 
cles, curve their spines, and fray 
their nerves. 

Correct posture is the answer 
to peak employee performance 
—posture of the energy-conserv- 
ing sort that, is found in every 
Cramer chair. 


Write for illustrated literature 


(Some metal models are again available, 
and several choice dealer opportunities 
are now open.) 


1205 CHARLOJTE STREET © KANSA 


CHAIR COM 


CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, SECRETARIAL, GENERAL OFFICE 
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TORY CHAIRS 


SUN RUBBER COMPANY WINS SAFETY AWARD 


The Sun Rubber Company of Barberton, Ohio, man- 
ufacturers of office specialties and other molded rubber 
products, took top safety honors among the city’s 
industries in 1944 with fewer accidents and less man- 
hours lost in proportion to its number of employees 


& 


MAKE SAFETY PLANS AT SUN RUBBER COMPANY.— 
Safety officials meet with employee committees regard- 
ing 1945 safety program. Left to right: Captain L. H. 
Culbertson and Chief Claude Witwer, Barberton, Ohio, 
fire department; W. C. Runstrom, Sun Rubber personnel 
supervisor; W. E. Perrine, safety engineer, Ohio State 
Industrial Commission; and Jack Kidney, employee 
services manager, Goodyear Tire & Rubber Co. 


than any other participant in the city’s annual indus- 
trial safety campaign. 

Credit for the Sun Rubber Company’s achievement 
is due equally to the company’s management and 
employees, Sun’s personnel supervisor, W. C. Runstrom, 
said at a dinner of the company’s industrial safety 
committees to lay plans for repetition of the award 
in 1945. 

- oo 


SEEK CLOTHING FOR UNITED NATIONS NEEDY 


Active participation and co-operation of all Amer- 
ican business men and women to assure success 
for the United National Clothing Collection in April 
is solicited by Henry J. Kaiser, West Coast ship- 
builder and industrialist, serving as national chair- 
man of the drive. The effort is conducted in behalf 
of more than 50 voluntary war relief agencies and 
United Nations Relief and Rehabilitation Adminis- 
tration. It will be the only collection of clothing for 
overseas war relief during the spring of 1945. 

The urgency of this campaign is testified to through 
photographs and articles from all of the nations 
involved. In Europe alone, 125,000,000 men, women 
and children are reported in desperate need of cloth- 
ing, shoes and bedding. 

The campaign to procure 150,000,000 pounds of 
serviceable used clothing has other significant impli- 
cations, however. Such materials will help these 
stricken war-sufferers to help themselves toward their 
own re-establishment, and, in turn, to help us in 
creating the peaceful world of the future. 


All business men and women are urged by Chair-] 


man Kaiser to contact their local National Clothing 
Collection chairman or committee with a view of 
extending aid to the effort. 

<2 


FIRM OF DANES-DANCKER-SELLEW, INC., FORMED 


W. J. Rendell announces that his firm (Danes- 
Dancker-Lane, Inc.) has taken over and consolidated 
with the business of T. G. Sellew, the oldest desk house 
in New York City. “We have assimilated its personnel 
and retained its factory representation and are located 
at 318 Broadway, New York, N. Y.,” states Mr. Rendell. 
The firm is now known as Danes-Dancker-Sellew, Inc. 
(T. G. Sellew Established 1829). 

1945 
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BUSINESS adam 





CONTINUOUS, DEPENDABLE SERVICE under severest operating condi- 


tions keynote the design and manufacture of each R. C. Allen machine. Visible 


dials, automatic clear signals, easy keyboard action and swift, accurate operation 
are but a few of the outstanding characteristics of R. C. Allen—the preferred 
business machine. 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 


When final victory releases capacities now devoted to war production, Allen's entire resources will resume the manufacture of 10-Key Calculators, Portable 
and Standard Adding Machines, Bookkeeping Machines, Cash Registers, Statement Machines and All-Purpose Office Machines, electric or hand operated 











NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





Of special interest to all midwest travelers and 8th 
Region dealers is the news of the awarding of the 
bronze star to Major Arthur Reed, U. S. Army, former 
city salesmen for Latsch Brothers, Lincoln, Nebr. The 
award was made for meritorious service in connection 
with military operations in France, Luxembourg and 
Belgium from July, 1944, to January 15, 1945. Before 
joining the Army, Art was an active member of the 
Lincoln Junior Chamber of Commerce and other civic 
organizations. He is now with the quartermaster corps, 
35th Division. The citation relates that during the 
period mentioned Major Reed “not only performed his 
duties ...in an exceptionally meritorious manner, but 
also contributed immeasurably to the constant flow of 
supplies to division elements by numerous valuable 
suggestions and personal inspection of troops . a 
Last summer, the Major was appointed a member of 
a committee of three to welcome Generals Eisenhower 
and Patton on an inspection tour of the Normandy 
beachhead. Mrs. Reed and three children live in Lin- 
coln. 


Hl 


* * * 


é Karl Castle, the former Weis representative in the 

: Midwest, was seen arond Chicago in mid-February, 
calling on several manufacturers in the interests of 
his present employer, The Walcott-Taylor Company, 
Washington, D. C. ae: 


Charles Ramsey, the Ever Ready Calendar gentle- 
man, stopped in St. Louis in late February and visited 
with his many dealer friends. 

* 


* * 


VP iwtiacc ee 
— 





Herbert Held of Blackwell-Wielandy fame reports 
that Bernard Moffett of American Crayon Company 
spent three weeks in bed recently as a result of broken 
ribs caused in wrestling matches with his two sons, 
ages four and nine years. 

* od * 

Seen recently around the Blackwell-Wielandy estab- 
lishment were Jim Bradley of Higgins Ink Company, 
the Gold Dust Twins, Carl Kaufman of Speed Fastener 
and Harold Reinke, manufacturers’ representative, 
smiling Art Jensen of Tuttle Press and E. T. MacIntyre 
of Defiance Sales Corporation. Herb Held says that 
Stratton Terstegge of Crayola fame would not qualify 
on a Quiz Kid program. He was asked what he would 
have to be to win the Kentucky Derby and he truth- 
fully answered he did not know. Herb says he would 
have to be THE HORSE. 

* eo * 

Earl Mason of Sainberg Company, the man who is 
always looking for toothless combs for bald heads, 
visited the St. Louis trade in March, as did Leon Jaffe 
of Artistic Desk Pad Company. Leon was returning to 
New York after a four-month trip through the South, 
Middle West and Old Mexico. 

* 


eS 





All good wishes to Jack Kern, Dallas manufacturers’ 
. , : representative, for his speedy recovery. Jack was con- 
inne So Sane - —- sagenoeie _— —_ rh in a Dallas Serer vw esc ple in March. 
profitable to keep in mind. Our extensive mer- i+ 
chandising plans for you are under way, and 
will prove to be second to none. All stock AICO 
Items are sold only through Stationers. 





R. C. Moore of Columbia Ribbon & Carbon Company, 
Kansas City, spent a March Sunday fishing through 
the ice of a Wisconsin lake and reported an excellent 
catch of crappies. R. C. is a noted outdoor man and 
spends every possible moment fishing and hunting. 
AICO-GRIP TABBING a eg 
oe sae Vnaee Claude Allen of General Fireproofing Company surely 
DESK PADS and | . ¢ 
ACCESSORIES | gets around. Having only recently completed a trip 
PROTECTIVE HOLDERS through New England, he pops up way out in western 

North Dakota, then in Minnesota and points south. 


s. 
* * * 
° 





Ge Ayer Company | The travelers and dealers of the Midwest send every 
503 S.-JEFFERSON ST., CHICAGO 7, ILL. ' good wish to their old friend and brother member, 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING | Fred Fenne of Associated Stationers Supply Company, 
' who has been ailing fer several months and is going 


i, 
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ANUFACTURERS OF DUPLICATORS | 








: i : a & ) 
CY Gilg CORPORATION fe proud zecip- 
ent of the second ArmysNavy “E” award. 
The same high caliber in production is firding out the 
Speed-O-Print products that a fel only momentarily on 
your shelves ..: winning you loyal Speed-O-Print users for 
our post-war line of duplicators and supplies whose prog- 
ress and growth promise toiregenerate the duplicating field, 


Until total victory, back your fighting men and women with MORE 
WAR BONDS...befriend them by supporting e American Red Cross. 





SPEED-O-PRINT CORPORATION — 
161 EAST GRAND AVE., CHICAGO 11, ILE.” 






PPLICATIN G 








QUALITY is synonymous with 
SPEED-O-PRINT 


You are assured of quality if you choose 
Speed-O-Print duplicators and duplicating 
supplies. And that’s because they conform to 
the rigid specifications that quality stands for 
... the faithful and relentless adherence 

to this threesome: topnotch materials, 
workmanship and design. Performance 
tells... quality is as unmistakably 
Speed-O-Print as the will and ability 

to progressively serve. 





SPEED-O0-PRINT CORPORATION 
161 E. GRAND AVE., CHICAGO 11, ILL. 




















NEW ENGLAND 
FILING 
EQUIPMENT 
IN WOOD 








FILING CABINETS 
2, 3, 4 and 5 drawers, Letter and Legal 
sizes @ with or without lock @ easy equipment of all types in wood 
sliding full drawer suspension @ olive from architects' drawings and spe- 
green or walnut finish. cifications. 


Nite 
yy 


We are equipped to make special 


Cabinet making is our business—before the war—now 

and after the war. All our furniture is made right here 

in our own shops under our own control by cabinet 

makers who have made custom built furniture for 

years and years. We use the same fine cabinet mak- 

ing standards for our present line of filing equipment. 
Write for our catalog. 


NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET + NEW YORK 54, N. Y. 


MULTIPLE DRAWER CABINETS 


Full suspension drawer actior. 28D x52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively. 





BUY MORE AND MORE BONDS 
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@ The old woman who lived in a shoe, had so many 
children she didn’t know what to do. And as the story 
goes—“some she gave broth, some she gave bread 
and others she spanked and sent to bed.” 

We question the moral of that rhyme as an example 
for the manufacturer. Certainly a conscien- 
tious manufacturer should feel an equal 
responsibility to each and every member of 
his dealer family, and Sheboygan Chair 
Company is especially anxious to treat every 
dealer as fairly as possible during these try- 
ing times. Fair treatment and good quality 
have been dominant factors of our policy 
for 77 years. We are determined not to 


change them now. 











The quarterly allotment of lumber which we are 
obliged to work with is vastly inadequate to give 
our dealers all the chairs they want all the time. It 
is necessary to confine our production to certain 


numbers at specific times and distribute them to our 
dealers as equitably as we can. 

On the whole, our dealers understand 
this and have co-operated splendidly. We 
assure you once again that we are giving 
you every possible service that does not 
interfere with our war efforts and ask 
your continued patience. 

TO GET THE BEST SERVICE, let us 
know your requirements as far in ad- 
vance as possible. 





S 
32 


a apm 


SHEBOYGAN CHAIR COMPANY 


Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 


SHEBOYGAN, 
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WISCONSIN 
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No. 262 


A SPECIAL MESSAGE TO 
MICHIGAN DEALERS 


Who Have 100 and 600 Grade Desks on Order 


CONDITIONS today prohibit the continuance, for the present, 
manufacture of our 100 and 600 grade office desks. We sug- 


gest the 200 and 800 grades as substitutes. 


DEALERS who have 100 and 600 desks on order are offered the 


first new 200 and 800 grade desks completed, providing au- 


thority to change the order is given at once. 


MICHIGAN DESK COMPANY 


.. OO. Bw wwe GRAND RAPIDS 1, MICHIGAN 
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JASPER CHAIR CO. 
OFFICE CHAIRS 


With the All Steel 
Pedestal Action 


Think about selling—all of us may 
have to be doing some of it, one of 
these days! Let’s be willing to work 
for our customer, study his needs 
and present our recommendations 
and reasons clearly and forcefully. 


It’s a way of making lasting, worth- 





while friends. No. 600 


Show him where his interest lies- 
where the profit for the user is to 
be found—show him “The Right 
Chair at the Right Price.” 

It’s a satisfaction to us again to be 
building all steel pedestal actions 
into our executive chairs. We are 
looking forward to the time when a 
date of shipment can be estimated 


in each acknowledgment of order. 


We hope that time will not be too 
long in coming. For the present. 
however, we ask a continuance of 
your kind indulgence and coopera- 


tion. Please remember 


Priority on all orders till 





the enemy quits. 
No. 601 








JASPER CHAIR CG. 


JASPER IN DIANA 









REPRESENTATIVES: W. H. Brown, (Chicago-Midwest) S. H. ee say (West) =f as 
6708 Glenwood Ave., Chicago 405 Orpheum Bidg. 
Geo. A. Litchfield, Sales Mer. (Phone ROGers Park 3644) Seattle, Wash. if ) \ 
James S. Fowls, (Southern) E. W. Thomas (Southwest) R. J. Freeman, (Eastern) OFFICE FURNITURE 
327 Sunset Drive, North Box 3493 Peninsula Station 383 Madison Ave. 
St. Petersburg, Florida Daytonia Beach, Florida New York, N. Y. 4, 
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into semi-retirement. Fred’s territory, outside of Texas, 
will be covered by John Uden and Matt Dillon for the 
present. Fred will make occasional trips to see his 
Texas dealers. 

A. C. Van Horn of Eberhard Faber Company was 
seen leading Bill Bohart around St. Louis and Indiana 
points, forcing him to take orders from the customers. 

a *” * 

R. B. “Dick” Gingland of Esterbrook Pens joined 
Harold Blum of the same firm in Minneapolis in March 
to make the rounds together. Dick expects to join 
other territory men for similar visits to the major 
cities during the coming weeks. 

* * * 

Your correspondent enjoyed a very pleasant visit re- 
cently with the “Three Aceteers,” Bill Smith, Herb 
Walsh and Hy Linden, in Chicago. Bill is president of 
the Great Lakes Travelers Club and his two coworkers 
are past presidents of G. L. T. C. 

* * * 

Our sympathies to our old friend, John Rasmussen 
of Omaha Printing Company, whose life was recently 
shadowed by the passing of Mrs. Rasmussen late in 


February, following a lingering illness. 
* * * 


Fred C. Schaefer of Sanford Ink Company popped up 
suddenly out in Nebraska and is responsible for our 
lead-off story about Art Reed. We hope he will con- 
tinue in the role of our roving reporter and keep us 
posted on current events. 

* * * 

Our good wishes to Mrs. Al Nordstrom, wife of the 
Smead representative of the same name, who has been 
ailing these past few months. Thinking a change of 
scenery might help, she accompanied Al on a recent 
Wisconsin business trip, which she seemed to enjoy in 
spite of the snow, ice and low temperatures. 

* A ~*~ 

John F. Pydlek, the Blaisdell Pencil representative, 
ducked in and out of dealers’ doorways in and around 
Omaha recently, picking up orders. We note that the 
NSA Who’s Who has finally placed John in his 
regular job after tossing him around a bit. Although 
he had made no change in business connections, the 
NSA just wouldn’t let him light in the right place. 

Don’t file that Midwest Travelers Club dues bill until 
it is paid. And Red Moore says the treasury needs 
boosting so that coming events may be met with little 
or no assessment. 

7” * * 

John F. Kennedy, sales manager of Trussell Manu- 
facturing Company, spent several days recently with 
his midwest representative, your correspondent, in St. 


Louis and Kansas City visiting the trade. 
* * “« 


Eddie Cooper, McMillan Book Company, is about the 
most eligible person for travelers club memberships. 
Ed is seen very regularly everywhere from the Mis- 
sissippi River to California and from Canada to the 


Gulf. He even gets home to Minneapolis occasionally. 
* * * 


Former 8th region governor, Leonard B. “Sofar” Wil- 
cox of Roberts Printing & Stationery Company, Hutch- 
inson, Kan., reports that business is exceptionally fine 
on all the items he can’t procure and wonders how 
the public learns so quickly to ask just for those items. 
Send your answers direct to Hutchinson. 

* cal a 

Gene Stoltz of St. Louis, the Indiana desk and chair 
man, celebrated his silver wedding anniversary in 
March with a dinner party for his intimate friends 
and relatives at a local hotel. Congratulations to Mr. 


and Mrs. Stoltz. 
ro 2 
BIDDLES TO NEW LOCATION IN NEW YORK 
Biddle Purchasing Company announces a change in 
location, from 107 Chambers Street to new quarters in 
the Sun Building at 280 Broadway, New York City. 
Floor space of 27,000 square feet will be occupied. 
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START BUILDING 


POST WAR SALES 


NOW? 


@ Today metal fights for victory—soon it 
will work for peace. Then, you will be 


able to have Acco Steel Fasteners. 


@ Till then, capitalize on Acco quality 
products now available: prepare for 
the brighter days to come by introduc- 
ing customers to the superior, sales- 


and-profits-building Acco line. 


@ Acco’s dealer policy, reputation and 
product superiority offer every oppor- 
tunity for business improvement and 
expansion—opportunity that will be- 
come even greater with the advent of 
V Day. 

@ Remember—“It pays to standardize on 

Acco!” 


present to begin. 


ACCO 


PRODUCTS, Ine. 
39th Avenue and 24th Street 


LONG ISLAND CITY, N. Y. 


and there’s no time like the 
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VAN DYKE FLUORESCENT 


Reserved For Essential War Jobs! 


Because of government restrictions, there just aren't 
enough VAN DYKE'S to satisfy the widespread de- 
mand for America’s finest fluorescent. Consequently, 
we make every effort to see that essential work 
channels receive first claim on our already limited 
production. Of course, we sincerely regret our in- 
ability to serve every dealer who knows and wants 
VAN DYKE Fluorescent. For the time being, we ask 
the sympathetic understanding of those dealers who 
cannot furnish the highest priorities. 









No. 1280 


THE LAMP OF 1000 
USES! . Arm is ad- 
justable to any height. 
Lamp finished in baked 
on Morocco: reflector 
with baked on White 
Liquid Plastic finish. A. C. 


Model No. 1280 for |5 watt tube. 
Extension 15”, height 24”, re- 
flector 18”, weight 12 Ibs. 

Model No. 1281 for 20 watt tube, 
reflector 24”, weight 13 Ibs. 


No. 1280-2 for 2 |15 watt, 18” 
tubes. Extension 15”. 
No. 1281-2 for 2 20 watt, 24” 
tubes. Extension 15”. 


NO ORDER FILLED WITHOUT PRIORITY 










1000 Walnut Wood Base. 
Wood Uprights. 

Instantaneous man- 
ual type, switch 


and ballast. 





No. 





VAN DYKE INDUSTRIES 


Chicago, Illinois 


21st and Rockwell Sts. 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





In the opinion of L. T. Allen, J. & A. McMillan 
Ltd., commercial stationers and printers of St. John, 


| N. B., the curtailed delivery regulation imposed by 
| the Wartime Prices and Trade Board is one of the 





best things that ever entered the stationery business 
in that city. “We used to make plenty of unprofitable 
deliveries” said Mr. Allen, “but now we have limited 
our deliveries to three times a week for wholesale 
and once a day for retail.” 

The McMillan firm employs a staff of 35 people, 
and has five floors, the two top ones devoted to manu- 
facturing and printing, the second floor to wholesale, 
the first to retail and the basement to stock. The firm 
started business back in the year 1822 and has made 
it a policy to always keep abreast of the times. 


* * * 


“Public relations is a first order of business today,” 
said Lee Trenholm, director of public relations for 
Underwood Elliott Fisher, Ltd., Toronto, and presi- 
dent of the Toronto Advertising and Sales Club, in 
an address delivered at the dinner meeting of the 


| Brantford Sales and Advertising Club held recently 


| With it, nothing can fail; 


in the Kerby House, Brantford, Ont. 

He stated that public relations in business and 
industry has been extended to cover practically every 
phase of life, because “public opinion is everything. 
without it, nothing can 


| succeed.” 





| 





* * * 


George F. Clark was recently made general manager 


_of Appleford Paper Products Limited, Hamilton, Ont., 


following the death of the manager W. S. Powell. W. 
S. Burrill succeeds the late Mr. Powell as president, 


| Other appointments include Argue Martin, K. C., vice- 


president; Ernest Smith, assistant general manager; 
Miss Marion Grayson, treasurer, and James Campbell, 


| secretary. 


* * * 

Kenneth Davey, vice-president in charge of sales 
for Coast Paper Company, Vancouver, B. C., recently 
became the proud father of a baby daughter. 

* * * 

James Dalgleish, Acme Carbon & Ribbon Company, 
Ltd., Toronto, recently returned to his position with 
that firm, after four years service as an officer with the 
Royal Canadian Air Force. 

* ” 7 

Pierre Savoy, son of John Savoy of the Dominion 
Blank Book Company, Ltd., St. John, N. B., and Mont- 
real, was recently killed in action in Italy. 

* * * 

G. R. Soulis, well-known office supply and typewriter 
dealer, St. John, N. B., was recently presented with 
a smoker’s set upon his retirement from the office 
of secretary of the St. John Kiwanis Club. In this 
way the members paid tribute to the many years of 
efficient service he gave while holding the office. 

* * * 

The main feature of a recent meeting of the Hamil- 
ton Stationers Association held in Hamilton, Ont., 
was a fine talk on the subject, “Post-war Thinking,” 
by Fred R. Smart, secretary of The Stationers Guild of 
Canada. 

« cd * 

Brown Brothers Limited, manufacturers and dis- 
tributors of stationery with head offices and plant in 
Toronto, are distributors for a new line of ashwood 
desk trays. These trays have an oval end opening 
and sell at a moderate price, yet have an expensive 


_ look. The trays have an all oil and lacquer finish. 


* * * 


William Cauldwell Munro, 44, managing editor of 


| the Pulp and Paper Magazine at Gardenvale, Que., and 
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QUEEN OF ALL SHE SURVEYS... 
the girl who works at a MYRTLE DESK ! 





We all have a tendency to measure up to our environment. Thus the possession 
of a brand new MYRTLE DESK can make an office worker feel mighty im- 
portant. The old ego gets a lift . . . the result is greater efficiency and a more 
cooperative spirit. The thrill and pride of working at a MYRTLE DESK truly 


makes a girl feel that she is “queen of all she surveys”. 


MYRTLE DESK COMPANY 


member WOOD office 


HIGH POINT 





furniture institute 


NORTH CAROLINA 
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G@o- MANUFACTURING CORP. 





529 South Franklin St., Chicago 7 270 Lafayette St., New York 12 
Factory: Coraopolis, Pa. 
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A Three-Way Trouble-Preventer! Con- 
tains ALL THREE of these important 
essentials for typewriter upkeep: 


PLATEN RENEWER—New, pleasant 
smelling formula. Marvellously effective 
in restoring the gripping surface to roll- 
ers. Reduces ridging. Safe, non-in- 
flammable. Large three-ounce _ bottle 


with applicator cloth. 


TYPEWRITER OIL—Precision instru- 
ment lubricator. Far superior to ordi- 
nary oils. No gumming or sticking. In 


bottle with drip-drop applicator. 


TYPE CLEANER—Safely dissolves rib- 
bon sludge. Leaves keys keen and clean. 
Pleasant odor—safe to use. Large three- 
ounce bottle with handy swab applicator. 
Typewriter upkeep is becoming a serious 
problem. New machines are almost im- 
possible to obtain. Repairs often take 
many weeks. BLUEBONNET KIT af- 
fords proper maintenance to the average 


typewriter for more than six months. 


Order From Your Stationer Now 


SAFE—Positively won't burn or explode! ) 50 
S’NICE—Smells good; a pleasure to use! 
SATISFIES—‘It’s wonderful!” say typists! 


PRODUCT OF SYSTEM SERVICE COMPANY, PATERSON, N. J. 


Distributed by: BAINBRIDGE, KIMPTON & HAUPT, INC., NEW YORK 
AND STATIONERS MANUFACTURING COMPANY, FT. WORTH, TEXAS 
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HIGH POINT BENDING & CHAIR C 


THERE IS STILL 
NO SUBSTITUTE FOR 
CHAIR MAKING EXPERIENCE 


Now, when so many of our common raw 
materials are vitally needed for war, neces- 
sity has forced substitution. So prevalent 
has substitution become that it is common- 
place and accepted. 


But here is something to remember . 
There is still no substitute for manufactur- 
ing experience—particularly in chair mak- 
ing. Regardless of the materials at hand to 
use the fact remains chair making “know 
how” only comes the hard way—in making 
chairs. 








Here at the HIGH POINT chair factory 
we “know how” to make chairs—and we 
learned the hard way. So, even though you 
have to wait for your shipment of HIGH 
POINT chairs, both you and your custom- 
ers will be better satisfied in the end. 


HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 


oS 
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prior to that associated with the Ontario Paper Com- 
pany, Thorold, Ont., died recently at the Toronto 
Western Hospital, where he had been confined fol- 
lowing a lingering illness. Decedent had been re- 
tired from business for a number of years because 
of bad health. Mr. Munro was a graduate of McGill 
University, specializing in chemical engineering, and 
was widely and favorably known throughout the 
Canadian paper industry. 

Surviving are his wife, Margaret Woods Munro; 
his son, Robert, and his mother, Mrs. N. N. Munro, of 
Toronto. 

* * * 

James D. Ruthven, Toronto, owner of a stationery 
and office supply business at 206 Dupont Street, Toron- 
to, for 36 years, died recently in that city. He had been 
ill for 16 months. He was 170 years of age. 

~ + + 

Edwards J. Woods, 72, operator of a book and sta- 

tionery business under the name of Woods Book Store 


in Tillsonburg, Ont., died recently in a hospital at 


London, Ont. 
= 


HAROLD HECKEN JOINS CONSOLIDATED SYSTEMS 
Harold Hecken, veteran analyst and system engi- 


neer, has resigned his position as sales manager of | 


Bainbridge, Kimpton & Haupt, Inc., to take up the 














HAROLD HECKEN 


duties of executive vice-president of Consolidated 
Business Systems, Inc., New York, N. Y. 

Mr. Hecken, for 20 years with the Remington Rand 
interests, is well known to the industry and will take 
a wealth of experience with him to his new assign- 


ment. 
9 


PRITCHARD RENAMED CHICAGO BANK DIRECTOR 


Joseph W. Pritchard, head of Wells Office Furniture 
Company, Chicago, Ill., has been re-elected to the 
directorate of the South Shore National Bank in that 
city. Mr. Pritchard has served in that capacity since 
the bank’s inception. Also making the rounds is the 
news that Joe is interested in war production output 
at a Chicago plant operating on a ’round-the-clock 
schedule in the manufacture of ammunition boxes and 
spark plug boxes. 

—_———_—e—ate 9 


KRIL-OFFICE PRODUCTS PLANS NEW PUBLICATION 


A buying guide that will help bring products of 
manufacturers to the attention of potential purchasers 
in the office equipment and supply field is announced 
by Kril-Office Products, Chicago. Termed a magazine- 
catalog, this publication will feature a series of short 
historical articles about some of the items presented. 
Historical sketches about their items are now being 
solicited from advertising men in the belief that brief 
summaries and illustrations will lend real interest as 
a magazine-catalog and thus add to its pulling power. 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36” 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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BOLENS 
“SYNCRO-TILT” 
Chair Action Controls 


e When the new lines of office chairs 
are available, be sure that those you 
select are equipped with Bolens “SYN- 
CRO-TILT” Chair Action Controls. 


e Right now Bolens designers are developing improv- 
ed chair action controls that will make it possible for 
chair manufacturers to feature genuine working com- 
fort . . . chairs that will minimize the health retarding, 
efficiency reducing factors resulting from poor posture 
and lack of proper body support. 


Inform Your Salesmen — about the outstanding 
advantages of Bolens ‘‘Orthopedically Correct’? Chair 
Action — it will be a great selling point to feature in 
your post-war office chairs. 


NOTE: Have you sent for your 
copy of the Bolens “Manual of 
Office Chair Selling?’ There's 
a copy reserved for you. 





Division Automatic Products Company, 
216 PARK STREET PORT WASHINGTON, WIS. 


Dependable Chair Iron Controls for All Office Seating 











% - 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





C. A. Smith has recently been appointed Spokane, 
Wash., manager of the Fridén Calculating Machine 
agency in that “Hub of the Inland Empire,” as the 
large contiguous trading territory of eastern Washing- 
ton and Idaho is known. Mr. Smith’s appointment fol- 
lowed many years of personal experience in the exten- 
sive sale and installation of a number of these ma- 
chines in business offices. The new Spokane location 
of the Fridén agency is 527 West First Avenue, 
Spokane. 

~ . * 

Most of the advanced types of office equipment and 
business machines have been collected in the well- 
gadgeted offices of the county treasurer in Seattle, 
Wash. This is one of the busiest and most progressive 
of billing plants, equipped with calculating and tabu- 
lating machines de luxe. Treasurer Carroll Carter 
has even installed a $24,000 “robot” office machine 
which tabulates, adds, subtracts and multiplies—a 
special business machine for all general purposes 
which can do about everything except fire bullets at 
the Japs. It’s been extremely busy this February, 
however, firing tax bills at the taxpayers and home 
owners. The “robot” is most interesting to business 
equipment company representatives, who watch it 
perform a host of operations on the tax bills and then 
eject the completed tax statements in rapid fire order 
from the front of the contraption. 

- * +. 

Faithful service in the ranks of the Spokane branch 
of the International Business Machines Corporation 
has moved Robert W. Hubner up to the post of man- 
ager of the electrical accounting machine division in 
Spokane. He joined the IBM organization in 1941 as 
its junior sales representative in Seattle and has 
worked up to his present executive position. Another 
recent promotion in Spokane is that of Edward N. 
Foxton, who was recently appointed manager of cus- 
tomer engineering in the Spokane office of IBM. 

7 « * 

After things were checked over and found to be in 
complete and absolute compliance with OPA rules 
and maximum price regulations or ceilings on certain 
articles, John W. Graham & Company of Spokane, was 
absolved of all blame in the action by Roy C. Fox, 
enforcement attorney. He moved formally in the Fed- 
eral court recently for the dismissal of the OPA’s 
complaint against the company. Attorney Fox pointed 
out that two thorough and comprehensive checks 
made by the OPA had brought the aforementioned 
result. 

* oa + 

The greeting card and stationery shop which was 
established by Dorothy Huxley and operated by her 
on the ground floor ot the Hotel Olympic, Seattle, 
until her untimely death last fall, has now passed 
into the hands of Dorothy Simpson. Mrs. Simpson 
purchased the business and will retain the name of 
“Huxley” for the store. After his daughter died, J. L. 
Huxley, well-known insurance man of Seattle, car- 
ried on for a while. 

* * * 

New honors were recently bestowed on J. D. Lowman, 
founder of Lowman & Hanford Company and now an 
octogenarian and patriarch of the stationery business 
in Seattle, in his recent election as an honorary vice- 
president of the China Club. Thomas M. Pelly, who 
is now president of Lowman & Hanford Company, 
at the same time was named as actual vice-president 
of the China Club. The election marked the close of 
the club’s thirtieth year of activity in fostering cul- 
tural and commercial relations between the United 
States and China. As was pointed out by one of the 
officers, “We of the China Club will endeavor to rep- 
resent the Pacific Northwest in becoming better ac- 
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NOW...THE FINEST STAPLES EVER PRODUCED 


No. 4 GENUINE 100% ROUND WIRE 


Here are staples that set a new standard 






















in quality and efficiency. Your customers 
will prefer them... Nation-wide advertis- 
ing is already building up a demand that 
will make them the leading staples in the 


market. 


Perfected by SPEED’S Engineering Staff” 
after years of development, they are pre 
cision-made and uniform both in quality 
and count. Every staple on a strip is in 


te ali an GENUINE J 
ee ee “we © ADVERTISED NATIONALLY to reach 850,000 Key 


“SPEED” STAPLES achieve better, smoothal Business Men and Millions of Potential Users 
penetration. AND, being ROUND ¥ ret : 


soe ve oe sont’ Oat 
seeysat ons . ' : 
they are free from the film of exce oe 








that collects on ordinary staples ani 





is a common cause of clogging. 
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MEET JAUCHh... 
TOMORROW'S INDIANA DESK CUSTOMER 


Jack will meet maturity in a new kind of world ... a world at peace in which in- 
dustry devotes its entire energies to creating a fuller life for millions of men and 
women. Jack—the executive will have the vision... the imagination and ability 
to cope with tomorrow's problems. Yes and he'll have the benefit of the most 
modern tools with which to do his job. INDIANA DESKS as visioned by forward- 
looking designers will play a significant role in this new era... they will reflect the 
maturity and progress that comes with the passage of time. 


INDIANA DESK CO. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 
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quainted with the Chinese people and their homeland 
and increase the ties ol! personal and business friend- 
ships.” 

~ + _ 

Just on the verge of merging, the two large Puget 
Sound pioneer establishments—Lowman & Hanford of 
Seattle and Olympia, and Pioneer, Inc., of Tacoma, 
Wash.—called it off. The proposed merger of the two 
stationery houses was rejected by the stockholders of 
Pioneer, Inc., to whom the matter had been submitted 
for approval. In lieu of the big consolidation, a reor- 
ganization plan has been adopted by Pioneer, as an 
all-Tacoma owned firm. The stock formerly held by 
George Gunn, Jr., of Seattle and others has been 
bought up by President A. B. Howe, Jr., the son of the 
former president of Pioneer. 


————_—= > 0—____—- 


BREESE CONDUCTS SHEAFFER RADIO ORCHESTRA 


It is announced by the W. A. Sheaffer Pen Company 
that Lou Breese, music maestro, has been signed to 


conduct the Sheaffer Penmen orchestra on Sheaffer’s | 


World Parade, heard each Sunday afternoon at 3 to 
3:30 p.m. (EWT) as a feature coast-to-coast attraction 
of the entire National Broadcasting system. 

As conductor of the Sheaffer Penmen orchestra, 


an important, integral part of the program, Lou Breese | 
will add materially to his following. Sheaffer’s World | 


Parade, which features Max Hill, noted author, cor- 


respondent and news commentator, as well as a differ- | 


ent guest star each week, is well established as one of 
the top daytime Sunday programs heard over the 
NBC network. 

A graduate of the famed New England Conservatory 
of Music at Boston, Mr. Breese currently is music di- 
rector for the Chicago Theater and is now celebrating 
his first anniversary there. 


en ee -oe 


HENDRIX NAMED TO BUSINESS MAIL BOARD 


J. E. Hendrix, Chicago branch manager of the Com- 
mercial Controls Corporation, has been named to the 
directorate of the National Council on Business Mail, 
Inc., and will serve as the body’s secretary during the 
coming year. 


Formed in 1924, the Council is a non-profit organiza- | 


tion representing various firms and associations vitally 
concerned with postal service and rates. Close and 


cordial relations are maintained with the postmaster | 


general and his department. The object of the or- 
ganization is to secure maximum postal service at 


minimum cost; its functions, the promotion of intelli- | 
gent use of the mails, the endeavour to maintain pos- | 


tal rates at equitable levels, advocation of reduction 
wherever possible, and the encouragement of the in- 
stitution of new systems and devices designed to in- 


crease the speed and efficiency of the mail service. | 


2 


SHELBY SALESBOOK RE-ELECTS OFFICERS 


W. W. Van Horn has been re-elected to serve his 
twenty-fifth year as president of the Shelby Salesbook 
Company, Shelby, Ohio. All other officers were re- 
elected at the annual meeting, at which time the 
company reported a 1944 net profit of $249,565, com- 
pared with $240,540 in 1943—AK 


————-r7.= > o——_ 


LE TORNEAU PUBLISHES STENO AIDS 


Stenographers and typists of R. G. LeTourneau, 
Inc., at Peoria, Ill. are finding the firm’s “Steno Aids” 
booklet worth while in learning standard LeTourneau 
forms and methods. This booklet, a copy of which was 
received by OFrFIcE APPLIANCES from Roland Neff, man- 
ager of public relations, also contains helpful hints 
along general grammatical lines. 
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“TREASURGARD” 





FIRE PROTECTION 


AT LOW COST 
Plus Assurance Against Petty Thieves 


THE PERFECT PERSONAL SAFE 
FOR THE OFFICE AND HOME 


’ 
OUTSIDE SIZE 
104” HIGH, 15%” WIDE, 1732” LONG 
* 
NO PRIORITY REQUIRED 
TO ASSURE EARLY DELIVERY — 


“ORDER NOW” 


PRICE $3 O° RETAIL 


F. O. B. Hamilton, Ohio 





HERRING-HALL-MARVIN 
SAFE COMPANY 


HAMILTON, OHIO 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





A survey among the stationers and business equip- 
ment dealers, including manufacturers’ agents of busi- 
ness machines, reveals that business volume during 
the first quarter of the current year was not as high 
as that for the same period in 1944, although it still 
remains good. Numerous items of merchandise are 

| hard to get, and many dealers have added other lines, 

| especially games, post cards, and so forth. It is pre- 
dicted that restrictions will continue, possibly increase, 
but local dealers are confident that relief in the situa- 
tion will come during the last half of the year. 

Paul Anderson of Paul Anderson Company has found 

| one item of merchandise that has proven profitable in 

| replacing of items restricted or unavailable. During 
the current season he has sold more than 7,000 pounds 

| of pecans gathered on his farm. The pecans are of a 
high grade, selling at three pounds for a dollar, or 
five pounds for $1.65. 

This company is one of the stationers that has added 
a line of games. They have also done well with a 
small line of penny post cards, chiefly featuring 
views of the city. A recent well-received addition is 
a small stock of novelty candles. 


* * a 
Cash and Carry Printing and Stationery Company 
has rounded out stocks by putting in a small line of 
enamels and polishing waxes. 
* 





* * 
Tom Burkholder, local agent for Marchant Calcu- 
MEILINK | lating Machine Company, is an aviation enthusiast. 
a TIV. He has his own plane and serves as a first lieutenant 
FIRE RESIS E SAFES | in the Civil Air Patrol. He uses the plane in making 


HERCULES INSULATED FILES | special deliveries and 0 pining up orders. 


Men from the local office of the Burroughs Adding 


SECURITY CHESTS AND OTHER | Machine Company, supported by men from the Austin 


branch, held a barbecue on the night of March 3 at 
INSULATED PRODUCTS | the home of E. H. Coyne, service man with the local 


| office. There were 17 present. 


One of these days we will be deliverin te 
sa Y : g Two young ladies from The Clegg Company have re- 
Meilink Safes and insulated products | signed to join their men in the service. Miss Shirley 
again—so be sure to include them in your Denson, saleslady, will marry her boy friend in the 
lans. . . . Selling these units near future, date not announced, and will go with him 
Poe ee iss es | when he returns to his post. And Mrs. Lucille Pirie, _—_— 
adds a profitable volume to your opera- secretary to Walter Wernli, has resigned to join her 
tion with a small investment. | husband, who is in the service and has been trans- 
| ferred to another post. 
New selling helps will be available to | Mr. Wernli, minus a secretary and having just com- 


pleted service on the grand jury, is endeavoring to 


clear up accumulated work. 
* * * 


your salesmen, to make Meilink Safes 


easier to sell. A 

P. H. Leonard, popular representative of Globe-Wer- 
nicke Co., made one of his periodical calls on the sta- 
; tioners of this city this month, spending approxi- 
e oy oe | mately a week here. A representative in the states of 
oe eee Texas, Oklahoma and Kansas, he has many friends 


but we will be 
ready on “V" day | among the stationers. 


* * * 


iN co dg ston Norman Avara, who has been assistant service man- 
sper ole a a | ager at Denver, and T. A. Davis, who has been a 
P | Civilian purchasing agent at a camp near Greensboro, 


proposition. N. C., have been taking the training course at the 


' local branch of the Monroe Calculating Machine Com- 
—,, pany. Upon completing the course, Mr. Avara will be 
| transferred to Birmingham, Ala., as assistant service 
manager, while Mr. Davis will go to Greensboro. 
* *” 


* 
VEROLULE | Harry G. Leeper, a veteran of World War II, having 
served as a first lieutenant in the Air Forces, has joined 
the staff of the local branch of the Royal Typewriter 
Company as salesman. Mr. Leeper came to San An- 
METLINK STEEL SAFE CQ) tonio from Kansas City, but has been a resident of the 
eg. ia ee a a city for a number of years. G. L. Davis is local branch 


manager. = 
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Monroe Accounting Machine 209-485-191 








Monroe 
Adding-Calculator 
LA-6-200-C 





Monroe is the world’s standard Adding-Calculator. Its 
leadership was established a third of a century ago when 
the first Monroe Adding-Calculator revolutionized busi- 
ness figuring. Today, hundreds of thousands of Monroes 
are performing arithmetical miracles in offices, stores, 
banks and factories everywhere. 

The same engineering excellence and precision in 
manufacture responsible. for this universal acceptance 
are found in Monroe Accounting and Monroe Listing 
Machines. Their modern design and unique operating 
advantages blaze new trails in making today’s accounting 
procedures simpler, faster, more fool-proof. 














Let a representative from our nearest Branch explain Monroe advantages . . . features . . . low cost 
of upkeep . . . how a nation-wide system of Monroe-owned branches assures continuity of service. 


Monroe Calculating Machine Company, Inc., Orange, New Jersey 


Sales, Installation and Maintenance service available in all principal cities. 
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AVAILABLE NOW =) 


FOR PROMPT SHIPMENT 
*TO QUALIFIED DEALERS 


ORLD onto wide} 


ee 


BUSINESS FORMS 


FOR TRAFFIC + OFFICE » FACTORY 
AND GENERAL BUSINESS PURPOSES 


A Boon for War-Time Operations 




















*Write for details Sales effort today 
of our sales plan will build a 
for qualified profitable repeat 
retail stationers. business now and 

“post-war.” 


ASSOCIATED 
STATIONERS 
SUPPLY CO. 


ALSO MANUFACTURERS’ DISTRIBUTORS 


Parse: bebe ~—4o-— cs ee — 
oie 12: ioe ie \ . 
ot ; 229 S. Jefferson St., Chicago 6, Ill. 
ig We invite manufacturers in the 
general commercial stationery field 
to consult us about our warehouse 
facilities and economical distribution system 


with wide and experienced sales coverage. 
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GREAT LAKES TRAVELERS CLUB NOTES 


At the regular monthly business meeting of the 
Great Lakes Travelers Club, held following luncheon 
in the Sherman Hotel, Chicago, Friday, February 23, 
the following were accepted into membership: J. R. 
Johnston and W. H. Murphy of the Engineering Manu- 
facturing Company, Sheboygan, Wis.; Tom Bulger, 
Geyer Publications, and Fred Jones, Rockwell-Barnes 
Company. 


The only other official action was approval of a | 
motion to have the bylaws of the club printed for | 


distribution to members. 


Interesting letters from two members now in service | 
—Leonard Rose and Harry Bennett—were read by Sec- 


retary Earl Collins. 

Before adjournment, John Gilbert, OFrriceE APPLI- 
ANCES, and Ralph Maneval, A. W. Faber, Inc., charter 
members of GLTC, recalled the organization of the 
club on Washington’s birthday in 1936. In the suc- 
ceeding nine years the organization has been out- 
standing among travelers clubs in the industry. 

* * * 

The luncheon meeting of March 2 was a gala occa- 
sion because Al Aigner, G. J. Aigner Company, recent 
father of twin boys, was present. President Bill Smith, 
Ace Fastener Corporation, contributed to the cele- 
bration by passing cigars and urging everyone present 
to take two in honor of the twins. 

Dealer visitors at this meeting were Maynard West- 
ring, Mid-City Stationers, Rockford, Ill., president of 
the Illinois Booksellers & Stationers Association; Tony 
Markelz, The Book Shop, Joliet, Ill., representating 
W. M. Weck, Haines & Essick Company, Decatur, II1., 


governor of NSA District No. 6; Whitney Hanson, pres- | 


ident of the Chicago Stationers Group. 
oa * * 


Highlighting the GLTC gathering of March 9 was | 
the appointment of the following golf committee: | 


Jim Lynch, Browne-Morse Company, chairman; Earl 
Collins, Rockwell-Barnes Company; Ray Eichenlaub, 
Service Steel Products Corporation; Benny Allen, 
American Lead Pencil Company, and Harry Balch, 
Quality Park Envelope Company. 

Two out-of-town visitors were Sam Plant, Western 
Bank & Office Supply Company, Oklahoma City, Okla., 
who was just completing a five-weeks’ buying trip, and 
Jack Kennedy, Trussell Manufacturing Company, 
Poughkeepsie, N. Y. 


———o—= > o_ 
AN ALBUM OF PLEASANT MEMORIES FOR NSA 


Those who attended the National Stationers Associa- 
tion wartime conference in Chicago October 2-4, 1944, 


will enjoy “An Album of Pleasant Memories,” pub- | 
lished by Eversharp, Inc. The lavishly-illustrated | 


brochure especially recalls the Eversharp “Take It or 
Leave It” coast-to-coast broadcast on October 2, featur- 
ing Phil Baker, and the convention cocktail party at 
the Stevens Hotel attended by the radio celebrities. 

Quoted are Phil Baker’s remarks welcoming the sta- 
tioners: “Stationers all over the country should be 
congratulated for the way they serve the public in 
spite of wartime difficulties. We really have no com- 
plaint about shortages. Over in Germany they have 
such a shortage of paper, they’re reading the hand- 
writing on the wall.” 

The souvenir booklet serves to call attention to the 
Eversharp-sponsored broadcast of “Let Yourself Go,” 
which has been presented on Wednesday nights over 
CBS since January 3 this year. 

a os 
JULIUS M. STARK HANDLES VICTOR SAFE LINE 


Julius M. Stark & Company, Baltimore, Md., an- 
nounces its recent appointment by the Victor Safe & 
Equipment Company, Inc. as exclusive distributor of 
Victor visible record equipment, filing systems and 
supplies, safes and insulated files, and steel office 
furniture. 
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NO. 75... 


Has Everything a Good 
Business Chair Should 
Have and Can Have, 
_.. Under Today's 


Conditions 


Matching clerical and 
straight-leg chairs also avail- 
able. Made with the Sikes 
‘“VELVETURN”’ All-Wood 
|o¥-0-1-Wae- © a0 MND oe C- 0-5 0 Roden OF- So 
Swivel. Reg. U.S. Pat. Off. 
No. 2347753. 


THE STKES COMPANY Inc. 


BUgeeuo 7,N. Y 
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AMERICA'S 


FASTEST SELLING 


DRAWING INSTRUMENTS 





Set No. 814 


Now available from one of America's largest stocks 
—the complete line of CHARVOS INSTRUMENT 
SETS as listed below. We can supply you with any 
quantity—and there is no priority rating required. 


Quick Deliveries! Quick Turnovers! Quick Profits! 


SET 814 (Illustrated above), De Luxe Set with Center Wheel bow 
Instruments. Contains: Compass, 6”, new streamlined design with 
knuckle joint in each leg, straightening device, head adjustable 
for desired tension. Pen and Pencil Parts, and Lengthening Bar. 
Divider, 6”, equipped with micrometer adjustment and _ tension- 
adjustable head. Bow Divider, 334” center wheel adjustment. Bow 
Pencil, 334” center wheel adjustment. Bow Pen, 334” center 
wheel adjustment. Ruling Pen, 5%”, octagon shape carbon steel 
with hand finished point. Screw Driver, Needles, Leads, and Parts. 
Velvet lined two flap pocket-type case. 


$18.00—Maximum Trade Discount 


SET 612 Contains; Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 5%”, Bow 
Pencil 334”, Bow Pen 
334”, Serew Driver with 
Needles and Leads, Velvet 
lined two flap pocket-type 
case. 


SET 614N Contains: Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 514”, Divider, 
6” with Straightening De- 
vice, Bow Divider 334”, 
Bow Pencil 334”, Bow Pen 
334”, Serew Driver with 
Needle and Leads, Velvet 
lined two flap pocket-type 
case. 


$15.00—Maximum Trade Discount 





Additional Discounts On Volume Orders Over $1,000 Net 


One of America’s foremost suppliers of material to artists and draftsmen 


The Depariment Siore of Art Materials 
ARTHUR BROWN & BRO. 


67 West 44th St., New York 18, N. Y. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


R. E. Shepherd of Schwabacher-Frey Stationery 
Company makes a very pertinent and complimentary 
remark about the stationery industry. “For an indus- 
try that has not been declared essential,’ says Mr. 
Shepherd, “this industry has done a remarkable job in 
these war times. It has done as good a job in adjusting 
itself properly to restricted conditions as any industry 
in America. The people in the industry—manufactur- 
ers, distributors, traveling salesmen, and retailers— 
have gone up against problem after problem. There is 
a shortage of this, then a shortage of that, a new con- 
dition to be met here and a new condition to be met 
there, a complaint to satisfy here and a complaint to 
satisfy there, and yet here we all are going along in 
pretty good shape and all looking forward to big busi- 
ness after the war. The whole achievement is a visible 
tribute to the ingenuity and the versatility of men in 
the industry as well as to the American people as a 
whole.” 


.. &. 


Mrs. M. Randall of the Pasadena Stationery and 
Printing Company, Pasadena, says that supplies are 
coming in fairly well and that the company she is con- 
nected with is getting along O.K. With a bright eye 
turned toward the future, Mrs. Randall says with some 
emphasis that she is confidently expecting good busi- 
ness after the war. “The post-war conditions in our 
business,” says Mrs. Randall, ‘depend on how well we 
plan to face recurring conditions squarely, courageous- 
ly, and honestly right now. We know that in a world 
conflagration like the one we are passing through 
difficulties in manufacture, distribution and retailing 
must constantly arise—new, unforeseen problems every 
few days. The way to operate is to take things in 
stride, do the best we can under immediate circum- 
stances, treat the public in an open and frank man- 
ner and accept the fact that curtailments are neces- 
sary. Then when restrictions are removed, we, as mer- 
chants, will have a satisfied clientele, a clientele that 
will know we played square when the country was in 
trouble. In our store we look forward to a good future, 
and we are not worried particularly about making the 
grade now. We have gotten along O.K.” 


* * * 


L. E. Walrath of Vroman’s Office Equipment Store, 
Pasadena, who has recently returned from a trip to 
Chicago, Cleveland, Grand Rapids, and Buffalo, states 
that office furniture, naturally enough, is becoming 
more difficult to secure in major amounts. In order 
to keep a reasonably good stock on hand it is neces- 
sary to visit a great many more places than formerly. 
However, the store is getting along all right and cus- 
tomers are being fairly well satisfied. Very definitely, 
as stated in a previous article in this magazine, every 
customer buying from Vroman‘s gets the exact truth 
about every item so there can be no possible kick-back 
later. Business on the whole is good. 


* * * 


D. L. McBride, otherwise known as “Mac the Pen- 
man,” proprietor of Mac’s Pen Shop, Pasadena, reports 
that his son-in-law, Albert B. Stephens, has recently 
been made a lieutenant colonel and is now second in 
command of the group whose job it is to see that 
sufficient supplies of gasoline, by means of movable 
pipe lines, are brought up to the front lines in the 
European theater of war. Lt. Col. Stephens, a petro- 
leum engineer, was formerly associate professor in the 
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There'll 
be 


S mites 


TO MAKE YOU HAPPY 


A cone deans postwar Steel- 
Age Office Furniture is now in the final 
stages of research and development. These 
designs are drawing enthusiastic comments 


from everyone who has seen them. 


Lacking the ability to show them to you, 
we can only promise you this. When you 
do see them, we have every confidence 
that you'll greet them with enthusiasm — 


as will your customers. 


They offer so much in the way of beauty 


—so many advancements in design and 
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construction that will contribute to office 
efficiency — they’ll create tremendous in- 


terest. 


Interest leads to sales. That you’ll make 
plenty of them is a Corry-Jamestown prom- 


ise to every Steel-Age dealer. 
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The EYES have it... 


Bis appeal — more 
attractive—easier to sell—that’s Rocket 
Carbon Paper with its modern silver 
imprinted back. More than ever, Rocket 
is as beautiful to look at as it is a 


pleasure to use. 


Rocket Brand has long been the 
accepted leader among dealers every- 
where. For new business, repeat busi- 
ness, and profits, this superior quality, 
popular priced carbon leads the field. 


Longer wear, more and better copies, 


easier handling, cleaner erasures, are 
features which make it a popular favor- 
ite with buyers and users. Now with 
its new extra merchandising benefits, 
Rocket Carbon Paper spells more sales 


and greater profits in every market. 


Examine and test it yourself in your 
territory—give Rocket the Performance 
Test. Write today for samples and 
complete details about Allied’s person- 
alized service policy geared to your 


business. 
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ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 
165 DUANE STREET NEW YORK 13, N. Y. 


Manufacturers of quality carbon papers and inked ribbons for 37 years 
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CARBONS & RIBBONS ar 
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engineering department at the A. and M. College of 
Texas, located at College Station. 

Mr. McBride’s second son, David, formerly a well 
known Pasadena Junior College and U.C.L.A. athlete, 
now a lieutenant in the Marines and an instructor at 
Camp Le Jeune, N. C., spent a two-weeks’ furlough 
at home recently. The young man took part of his mili- 
tary training at U.S.C. and, had the war not upset all 
plans and schedules, he was to have taken part in the 
Olympic Games. 

Referring to business, Mr. McBride says it is good 
but the pen situation is getting tighter and tighter. 

* * oa 


Ebenezer Wallace of Southern California Stationers, 
Los Angeles, reports that his son, Fred J. Wallace, vice- 
president of the company, who entered military service 
last August and who was sent to Camp Roberts, is now 
a corporal and has been retained as an instructor in 
the infantry. Others of his group have already been 
sent overseas while some have even been listed as 
casualties. 

Another son, Ebenezer, Jr., after having been sta- 
tioned at Long Beach for two years in the ferry com- 
mand, has now been assigned to the infantry and is 
completing advanced training at Camp Howze, Texas. 

The last man at Southern California Stationers 
eligible for draft has just been classified as 1A and 
expects to leave within the next month. This will 
make 13 stars in the service flag, a good record, 
Mr. Wallace feels, for a store the size of his. In spite 
of the large number called away, the others are carry- 
ing on, and, says Mr..Wallace, a big welcome awaits 
all the boys when they return. 

Business is maintaining a good level, meaning that 
each person on the job is doing double or triple duty. 
By the use of air travel Mr. Wallace finds he can 
achieve a great deal more than he did in the old days. 
This is true also of the special representative, Fred 
Lenfestey. 

* * ok 

A. L. Segal, manager of the General Office Furniture 
Company, Los Angeles, has recently improved the office 
set-up, giving better working facilities for all con- 
cerned. 

* * * 

Paul E. King, G. E. Miller, and F. M. Swann, proprie- 
tors of the Southern California Adding Machine Com- 
pany, Los Angeles, are enlarging the office space and 
putting in a demonstration room. Four new employees 
have recently been added to the staff—two full-time 
and two part-time. The company is still rushed with 
maintenance and repair work. 

S/Sgt. Cleo Gilbert, formerly with the Southern 
California Adding Machine Company, is at the mo- 
ment in Albuquerque, N. Mex., and will visit old friends 
in Los Angeles before returning to Hawaii to resume 
charge of a salvage depot. 

* * + 

Wallace Jones, formerly head of the cutlery depart- 
ment for Schwabacher-Frey Stationery Company, Los 
Angeles, states in a letter that he is connected with 
General MacArthur’s staff. The letter was written just 
before the invasion of Leyte. Mr. Jones says he will be 
happy when the time comes to be back on the job at 


the Schwabacher-Frey store. 
* a ” 


George A. Chapman, Pacific Coast representative for | 
American Artists’ Color Works, connected with a com- | 


bat engineers’ camouflage group, is now on his way 
to the European theater of war. He was recently at the 
Salt Lake redistribution center and prior to that was 


at Pratt, Kans., where he took his training. 
aa * * 


W. J. Carlson, of the New York office of Underwood 


Elliott Fisher, recently paid visits to the Los Angeles 


and San Francisco offices of the company. 
* * * 


A. W. Willis of the Atlas Desk & Safe Company, Los 
Angeles, gives some little idea of the demand for flat 
top desks when he states that he has, at this writing, 
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$100 


BUILD UP PROFITS 


with 


IL-KLATIER 


THE SCIENTIFIC TYPEWRITER PAD 


that 





RETAILS 
FOR 









KIL-KLATTER is a great 
sales-builder because it really 
deadens typing noise... cushions 
finger shock . . . adds years to typewriter life by 
absorbing harmful vibration. That’s why KIL- 
KLATTER outsells all others! 

Made of famous Ozite All-Hair Felt with 
treated top to keep machine legs from digging 
in and non-skid bottom to prevent sliding. Size 
11 x 13 in. fits all typewriters and many other 
office machines. Attractively packaged for win- 
dow or counter display. 





FREE DISPLAY CARDS TO DEALERS: With orders 
for a dozen or more pads we'll send you FREE 
a colorful display card and a liberal quantity of 
2-color mail enclosures imprinted with your 
name. 











{ Dealers: attach this coupon to your letterhead} 


AMERICAN HAIR & FELT COMPANY 
Dept. B-4, Merchandise Mart, Chicago 54, Ill. 


) Send 1 doz. KIL-KLATTER. Typewriter Pads with free card and 
enclosures. 

or 

) Send FREE sample KIL-KLATTER Pad and full information about 

quantity prices and discounts. 
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sold the last flat top in the house with the exception 
of a few odds and ends and these are going so rapidly 
that they can not last very long. 

* * * 

Thomas W. O’Neal is a new salesman in the account- 
ing machine division of Underwood Elliott Fisher, Los 
Angeles. Mr. O’Neal formerly held positions in Char- 
lotte and Raleigh, N. C., while quite recently he was 
in Washington, D. C. 

x * * 

Marian R. Asbury, bookkeeper and secretary for 
Keenan & Dorn, Pasadena, for the last two years, is 
taking a rest and Miss Ruth Alice Wood is substituting. 
Miss Wood was formerly with the Union National Bank 
for a year and a-half. 

The company has recently installed a new Linotype 
and this is helping out a great deal in keeping up with 
business demands, according to the proprietors, E. C. 
Keenan and Howard L. Dorn. 

* * 7 


A. C. Hauser of the Columbia Sales Book Company, 
Los Angeles, has returned from a three-weeks’ business 
trip that took him to Chicago, New York and other 
places in the East. He reports that he found merchan- 
dise hard to find. The market really is tight now, he 
states. Mr. Hauser, who ran into some severe weather 
here and there on his trip, makes the additional state- 


The 





I 
— ment that he was glad to get back to sunny southern 
dependable California. er 
Bank of England N. L. Piper of the Stationers’ Corporation, Hollywood, 
New Indiana Chair Co. No. 451 says that so far he has been able to keep his stocks up 
Now fitted with all steel swivel iron in good shape and that business on the whole is very 
First choice of business men almost everywhere, this satisfactory. 
number has grown in popularity over a long term of A new commercial salesman for the company is 
service. Limitations of manpower and materials restrict John Adair. Mr. Adair recently received honorable 
our production, which must be distributed according to discharge from military service. Before entering the 
priority and record of past performance. Nevertheless, service Mr. Adair was connected with a store in 
we value every order from the trade and intend to fill Chicago 
all as soon as the rules permit. 80. 
Shipments of all steel swivels to replace wood at ee 4 
point of use, are now being made. They too are limited, SEEK BOY MISSING FROM ROCHESTER, IND. 
h >» lier’ ity, | t of : , 
eee ee George K. Nickels, 1130 Madison Street, Rochester, We 


which is still engaged with war production. 


Please continue to indicate priority on orders. Ind., seeks aid in locating his son, Jack Eugene Nickels, 


who has been missing from home since November 2, 
1944. Because of some skill in the work, the boy may 


New Indiana Chair Co. be employed in an office machine service shop, prob- 


ably in the servicing of typewriters, assumes the father. 
JASPER j 


INDIANA 





GEORGE NICKELS 


Jack is about 5 feet, 5 inches tall, weighs about 125 
pounds and has dark blue eyes and light brown hair. 
He wears glasses and has just passed his seventeenth 
birthday. 

The father does not wish to take the boy away from 
his work but wants him to communicate with his home, 
where sickness and a death have occurred since he th 
went away. 

a 


MAKE CHANGE IN HARBORD-ROGERS FIRM 


Harry F. Rogers announces that as of January 1 
he became the sole owner of Harbord-Rogers Com- 
pany, which has been a partnership conducted by 
A. E. Harbord and himself in Portland, Ore. The 
business, general office supplies and rubber stamps, has 
been conducted throughout the western states. Mr. 
Rogers states that he intends to expand the territory 
and install new equipment as rapidly as priorities and 
other conditions permit. 
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KEEPS FELDCO FROM SUPPLYING YOU 
WITH REGULAR & ZIPPER RING BINDERS... 


To us, here at Feldco, there is a feeling of gratification in 
knowing that the products we turn out are important enough 
to the Government to keep us busy as we have never been 
before in our seventy-five years of experience...on the 
other hand that gratification is balanced off by the apologetic 
feeling with which we face cur good customers... folks like 
you who, through your volume in the past years, have en- 
abled us to achieve the position we hold in the field of reg- 
ular and zipper ring binders. 
It seems unfortunate that at this time when you are faced 
with a number of shortages you must also contend with a 
shortage of our products. However, even as the rip tide in 
Nature eventually dissipates its force, so will this martial 
rip tide diminish to the point where we can again resume 
our very satisfactory relationship with our customers. Until 
that time we trust you will bear with us patiently. 


Regular Y ayprer Ring Bindew 
FELDCO Loose Leaf CORP. wisio\s ines 





NEW YORK . 25 CENTRAL PARK WEST - PHONE CO-5-0282 «+ PACIFIC COAST - 788 MISSION ST., SAN FRANCISCO + PHONE DOUGLAS 8563 
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G. |. waits for mail call. Here is the link 
with everything dear to a soldier's 
heart. Even though the letters may be 
delayed in transit... they pack a 
mighty thrill when they do arrive. Are 
they worth waiting for . . . ask any 
service man overseas! 


Mail from home . . . how eagerly sy 


We'd like to furnish our trade with all 
the JACKSON DESKS they need and 
without loss of time. We know that our 
dealers and their customers are anxious- 
ly waiting for these essential office 
tools. So... we seek your sympathetic 
understanding and suggest that you 
borrow a lesson from the boys overseas. 
Remember . . . when you do receive 
your JACKSON DESKS, you'll be 
proud of them. They're definitely 
worth waiting for. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 


S. R. Evans, 813 Bona Allen Bidg., Atlanta 3, Ga. 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDanicl, 3600 Parkhill Drive, Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 


REPRESENTATIVES 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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IN OTHER LANDS 
(Continued from page 42) 


allocated additional quantities of steel to manufac- 
turers of metal furniture and other steel equipment. 


The manufacture of all items of metal furniture is 
for all practical purposes no longer restricted. Such 
articles as filing cabinets, planfiles, cupboards, seating 
and storage equipment can be fabricated and supplied 
to any user for any purpose, dating from January 31. 
Firms are expected to use their discretion in the mat- 
ter of supply and to insure that manufacture does 
not interfere with the more essential kinds of steel 
equipment. This does away with the necessity for 
obtaining individual licenses for the supply of articles 
of metal furniture and equipment which have been in 
operation over the greater part of the war period. The 
Government has also set up an advisory panel in 
relation to the disposal of governmental surplus of 
metal equipment.—S.S.E. 


—_ SS 


PALESTINE ORIENT COMPANY 20 YEARS OLD 


David Wengrinowitsch, managing director, an- 
nounces that the Palestine Orient Company, Ltd., Tel- 
Aviv, Palestine, will celebrate its twentieth anniversary 
during April. That the firm has been in existence for 
20 years as the agent of Underwood Elliott Fisher Com- 
pany and other office appliance manufacturers is a 
fact which takes on more stature when the difficulties 
which have had to be surmounted are fathomed. 

The city of Tel-Aviv has been in existence for only 
32 years and when Mr. Wengrinowitsch established the 
Palestine Orient Company there in 1925, roads had not 
even been finished. His firm, first to introduce modern 
machines to the local market, has since turned out to 
be one of the leaders in Palestine. 

Tel-Aviv, created by enterprise and industry on 
a comparatively desolate strip of land, is today 
a flourishing and modern city. Immigration has 
brought 30 languages to the little state (100 miles long 
and 70 wide) and Mr. Wengrinowitsch speaks 11 of 
them. 

Besides the Underwood Elliott Fisher lines and other 
articles of office equipment, the Palestine Orient Com- 
pany handles air conditioning apparatus, refrigeration 
and radio. The main office is at Tel-Aviv. Branches 
are maintained at Haifa and Jerusalem. 

Making a trip to the United States to visit the New 
York World’s Fair he came to Chicago to see several 
manufacturers and was a caller at offices of this jour- 
nal on June 8, 1939. 


nastiness dtianeircs 
CHANGE NAME OF SHREWSBURY, ENGLAND, FIRM 


Announcement is made by the former Chatwood 
Safe Company, Ltd., Shrewbury, England, that at a 
special meeting of shareholders last December the 
name of the firm was changed to The Chatwood Safe 
& Engineering Company, Ltd. 


————= oo —_____ 


ROOS RESIGNS AS PRESIDENT OF DIEBOLD 


A. J. Roos, president of Diebold, Incorporated, Can- 
ton, Ohio, resigned March 31, 1945, ending an associa- 
tion of more than 37 years with the 86-year-old 
firm. The company operates two plants employing 
1,000 persons in Canton. 

Mr. Roos, age 63, was active in civic affairs. During 
the war the firm stopped making safes and locks, and 
converted to the manufacture of armor plate for 
tanks and other ground military vehicles, and for 
military planes. George A. Bockius, vice-president 
and general manager since December, is in charge of 
the company’s operations now. Roos, who had been 
president since 1931, resigned as general manager last 
December.—AK. 
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335 Canal Street ° 





Run down 


at the heel ‘ 
NOT GUSSCO! 





It is a real temptation today—in the 
face of all the difficulties of conduct- 
ing a business—to let things slide 
along as best they will. But that is an 
attitude we just won't tolerate here 
at GUIDE SYSTEM. We still have 
that oldfashioned idea that serving 
our customers is our real mission in 
business life. 


It is true that some of our regular 
items are unavailable at the moment 
due entirely to conditions beyond 
our control. It is true we often need 
a little more time to do things for our 
customers but that's because there 
are so many less people to do them. 


But, we just will not let our organ- 
ization get "run down at the heel." 
The more difficulties there are to 
contend with the more energy and 
ingenuity we will expend. That's our 
pledge. 


Guide System & Supply Co. 


New York 13, N. Y. 


> 


Manufacturers of TRANSFILE FILES 
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5 PROFIT-MAKERS 


All available immediately—no priorities necessary. Lamps 
are all metal, equipped with 6-foot silk cords, AC. All 
electrical equipment used approved by Underwriters 
Laboratory. Securely packed in individual cartons. All 
prices F.O. B. New York. 















No. 42— 14," high, 19” eo” 
wide. Fluorescent. Rich al 
erackle finish. Executive 
type. 
Lists at 3.50 
- 
eo” 
eo” 
vd 
o 
* 
* No. 40—15%4” high, 
oe 19%," wide. Fluorescent 
oe” Heavy cast metal base and 
oe column. Bronze finish. 
¢ Executive $23 00 


type. Lists at 






No. 50—Same as No. 40, 
but in a high bronze fin- 


Lis $28.00 


& List 
%. 






1042’ 


No. 52— 15” high, 


wide. Incandescent. Execu- ; 
tive type. Bronze finish. Model 75—Beastitas fi 
Lists bronze finish, all metal, Bi) 
at $20.50 glass ash $1 1.50 | 

tray. List ' 
No. 51— Same as No. 52. of t 
but smaller. 1034” high, Pd 
72" shade. 
7a" $13.50 , 

o 
@ 
¢ 
@ 
@ 
@ 
ad 
- 
cd 
¢ 
eo? 
¢ 


WASTE BASKET 
All Metal 
No. |—Square. Rein- 
forced. 14” high, 12” 
square at top. Green or 
Brown. Packed 6 or 12 


to carton. $5.00 


Lists at 
USUAL DEALER DISCOUNTS Mail Your Order Today! 


CENTURY LEATHER FURNITURE CO. 
New York 12, N. Y. 





213: Greene St. 
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VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 





W. L. Butler, service manager of Marchant Calcu- 
lating Machines Company of Oakland, Calif., visited 
the Virginia offices of the company at Richmond in 
the middle of March. This visit provided an occa- 
sion for calling in the service men from all parts of 
the state under State Manager Emmett Avery. Man- 
ager Avery’s office at Richmond has been unusually 
successful the past two years, having chalked up 
a larger number of sales than any of the other 
in the district. 

* * 

His many friends in Virginia are pleased to learn 

that James P. Ward is again connected with Shipman- 


| Ward Mfg. Company at Chicago after serving the Gov- 


ernment at Washington. 


* * * 


William E. Lum, Jr., stationer and civic leader at 
Petersburg, Va., was recently elected president of the 


| Petersburg Chamber of Commerce for 1945. 


* * * 


Her older friends in Richmond, Va., including your 
correspondent, are grieved to learn of the death of 
Mrs. Lizzie H. Jones at Memphis, Tenn., recently. Mrs. 
Jones was the first woman to operate a typewriter in 
Memphis, starting in 1874. In those days, when the 


| writing machine was in the experimental stage, $30 a 


month was considered good pay. 
* * * 
Robert E. Purdie, a graduate of Richmond High 
School and formerly with the Federal Reserve Bank 


| of Richmond, has just been employed as a city sales- 


Inc. 


* * 


man by Remington Rand, 
* 


H. E. Campbell, personnel manager in the typewriter 
division of Remington Rand, Inc., was a visitor at the 
Richmond office in March. 

* ca * 

Another visitor in Richmond last month was Clar- 
ence H. Vick, salesman in charge of the Norfolk, Va., 
territory for Marchant Calculating Machine Company. 

* * * 

E. P. Crockett, formerly operating in the Richmond 
territory for Remington Rand, Inc., has resumed his 
work in Virginia for “Wheel-dex,” following a special 
visit to the factory. He reports good success. 

* * * 

Sam Wood, with the Richmond office of Remington 
Rand as a special salesman for adding and calculating 
machines, met with an unfortunate accident when he 
broke his leg recently. Sam, who had been experi- 
menting with new glasses, lost his footing when step- 


ping outside of an unfinished residential building. 


| H. Dohl 


* * * 


Among the Richmond visitors in March was Robert 
of Commercial Controls Corporation. He 


| chatted with Lawrence N. Mauck of the American 
| Typewriter Exchange. 


* 
James C. Deane of the Navy Seabees, stationed at 
Fort Hueneme, Calif., visited the Remington office at 
Richmond last month. He was connected with the 


office from 1940 to 1943 before going into the service. 
| + * * 


Lawrence N. Mauck, proprietor of the American 
Typewriter Exchange at Richmond, reports that he 


‘has over 3,000 inquiries for typewriters and adding 


machines in the past three years. The queries were 
not for new, but used machines. 
R$ 
EATON PUBLISHES HINTS TO SECRETARIES 


Packed full of common sense on subjects ranging 
from office decorum to punctuation is The Perfect Sec- 
retary, a 32-page purse-size booklet just issued by the 
Eaton Paper Corporation. The breezy copy discusses 
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a You know we have big plans 


pay \ for the future, but, until the last 

Cee detail is taken care of, our war 
ny iob has the right of way. It will 
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be more pleasant doing busi- 


\ ness in a secure, peaceful world. 
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INVINCIBLE METAL FURNITURE CO., Manitowoc, Wis. 
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FAIR CHAIR CUSHIONS 








1" CUSHIONS (as shown af left) 


ee ee ee 


De luxe line (50% genuine flaked foam | 
rubber and 50% cotton felt} Be | 


#62 Steno size, list each............00000. $2.70 
#64 Executive size, list each.............. 3.20 


Cotton Line (same as above, filled with 
all cotton felt) 


#42 Steno size, list each................... $1.70 
#44 Executive size, list each.............. 2.00 


All cushions. are made with fibre matting (on one side) and 


gabardine (on-the other) and are available in brown or green. 










2" CUSHIONS (as shown at right! 


De luxe line (50% genuine flaked foam 
rubber and 50% cotton felt) 


#45 Steno size, list each................... $4.50 


#46 Executive size, list each........... . 5.00 





- Cotton line ‘(same as above, filled with 
all cotton felt) 


+ > 







bove list prices subject ; J 
liberal trade discounts. at 






$4 4 FURNITURE COMPANY wa 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 
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common courtesy, how to become invaluable to the 
boss, gives easy-to-remember rules on spelling, punc- 
tuation, abreviations, capitalization, and a list of the 
usual salutations. One page is devoted briefly to the 
time and money saved by using a correct paper for 
every business need and includes a quick reference list 
of Eaton’s Berkshire typewriter papers and the uses for 
which they are most suitable. The booklet is offered 
free of charge to budding career women through mag- 
azine ads. Berkshire typewriter paper dealers will also 
mail or otherwise distribute this booklet to girls in 
offices which they serve, and to prospects. 


———<o— 9 ————_ 


J. M. MIROFF, IRVING GROMBACHER PROMOTED 
J. M. Miroff has been appointed president of the 


Royal Metal Manufacturing Company, Chicago, to fill | 


the vacancy created by the retirement of C. E. Gaul. 
Mr. Miroff was formerly vice-president and general 
manager. Irving Grombacher, formerly vice-president 





a 














J. M. MIROFF IRVING GROMBACHER 


in charge of sales, was promoted to the position of 
vice-president and general manager. 

Mr. Miroff has been associated with the Royal com- 
pany for more than 20 years, and for the past 
several years has been in charge of over-all policy, 
along with factory operations. Mr. Grombacher has 
also been with the concern for more than 20 years, 
chiefly in the sales field. 


————— 2 — 


OKLAHOMA CITY FIRMS CONSOLIDATE 


Frank M. Hughes, president of the Standard Office | 


Supply Company at Oklahoma City, Okla., announces 
consolidation of that firm with H. Dorsey Douglas, Inc., 
to be continued under that name. Consolidation in- 
cludes not only the complete stock of Standard Office 
Supply merchandise, but also merges the entire Stand- 
ard personnel with that of H. Dorsey Douglas, Inc. 
President Hughes will go with the new organization, 
Elmer Blumhof will become store manager and assist- 
ant buyer to H. Dorsey Douglas, Jr., and Welton 
Cook will spend all of his time as outside salesman. 


—___—. 9-9 


CHESTNUT REPEATS IN RED CROSS PROGRESS 


‘James Chestnut, Chicago manager for Ditto, Inc., | 
was appointed by Red Cross headquarters in Chicago | 
to direct the work in that city among business service 


companies, which include both manufacturers and 


dealers in office machines, furniture and supplies. The 


Campaign started with a luncheon at the Union League 
Club, after which names were assigned and the canvass 
was completed quickly. Results Were quite satisfactory. 
Mr. Chestnut functioned similarly last year, at which 
time he attained a quota stepped up substantially over 
the year preceding. 

1945 
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VISIBLE RECORDS 


For Better Business 







Visible Books have come to be 
recognized as one of the out- 
standing achievements of mod- 
ern record keeping. Today’s 
terrific paper work—Pay Roll 
Records, Inventory and Stock 
Control, Cost and Analysis Work 
has increased the demand for 
fast operating Visible Record 
Books. 
With the Cesco line of Visible 
Record Books, the dealer pos- 
sesses a distinct advantage — 
the most complete range—auto- 
matic shift and non-shift types 
—a wide range of stock forms 
for most essential records. 


AGENCIES AVAILABLE 


Progressive, established dealers 
who are alive to the sales possibili- 
ties of Visible Equipment are in- 
vited to correspond with us regard- 
ing agency arrangements. We also 
manufacture an up-to-date line of 
standard Loose Leaf Goods. Send 
for Catalog. 






































The C.E. SHEPPARD CO., 


44-Ol 213' Street,~ LONG ISLAND CITY. N.Y. 
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spEt-DUTIER 


A REVOLUTIONARY DEVELOPMENT 
IN DRAWING DEVICES 






dotted lines 
in a 
split second. 





INTERCHANGEABLE 
REFILLS 


A. Produces even 
dotted lines. 


B. Dash and dot. 
C. Dash and two dots. 






































Made in two sizes, transparent plastic, fully graduated 
for ruling and measuring. 


+8 Spee-Dotter, 17” x 8”, centimeters 
and inch in |6ths............ List Price $1.00 


+12 Spee-Dotter, 17” x 12!/,”, inch in 
32ds and 20ths List Price $1.50 


SPEE-DOTTER rushes the finished work of draughts- 
men, architects, engineers, designers, artists, stu- 
dents, layout men, accountants. 


NEW! METHODS ENGINEERING RULER 





Write for further information and complete catalogue. 


RULERS < TRIANGLES - NAVIGATIONAL [NSTRUMENTS + STENCILS + PROTRACTORS - OTHER DEVICES 


Wa Wii 


mee tf ORD, CO Me. 
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EXTENSIVE PLANS MADE FOR POST-WAR TRADE 
BY FISHER CORPORATION, LTD., AFFILIATES 


Formation of a new company, Known as Pacific- 
Asiatic Factors, to operate exclusively in the import- 
export field in the Far East and South Pacific just as 
soon as the circumstances permit, is announced by 
G. S. Mullins, director of mainland operations for 
Fisher Corporation, Ltd. Mr. Mullins serves as execu- 
tive vice-president of Pacific-Asiatic Factors, which 
has offices at Honolulu, Hawaii, and San Francisco, 
Calif. 

Fisher Corporation, Ltd., operates in the Hawaiian 
Islands at the present time in jobbing, wholesale and 
retail distribution of all types of office equipment, fur- 





G. S. MULLINS 


niture and supplies. The corporation operates two 
large retail stores in addition to an extensive mail 
order and direct sales force. In addition to Pattens 
(books, stationery and office supplies), with Honolulu 
and Chicago offices, a separate affiliated organization 
known as Patten Paper Corporation, Ltd., operates as 
wholesalers and jobbers only of both coarse and fine 
papers and graphic arts materials. 

Fisher Corporation, Ltd., maintains a complete oper- 
ating organization on the mainland, with headquar- 
ters at Chicago and an operating office at San Fran- 
cisco to maintain a direct contact between all of the 
corporation’s suppliers on the mainland and the head- 
quarters and sales organization in Honolulu. 

Mr. Mullins, director of mainland operations, points 
out in regard to the newly-organized Pacific-Asiatic 
Factors that a far-flung post-war plan for operation 
has been devised. It is the organization’s intention to 
operate generally for import and export business in 
Australia, New Zealand, New Guinea, Celebes, Borneo, 
Philippine Islands, Dutch East Indies, Malay States, 
French Indo-China, Thailand, Burma, China, Japan 
and all the intervening islands. 

The plan of operation includes the establishment 
of direct selling agencies, wherever business circum- 
stances dictate, for direct representation of manufac- 
turers and suppliers. Where an established distributor 
is not found, Pacific-Asiatic Factors will set up its own 
distributing organization for that particular area. 

In describing the plan, Mr. Mullins said, “We believe 
that the good will established through our military 
activities throughout the entire area will be the high- 
est we have ever known and will result, to a consider- 
able degree, in the breaking down of many artificial 
trade barriers that have obstructed our trade in these 
areas in years gone by. It is, therefore, our intention 
not only to capitalize on this good will but to increase it 
by establishing our own trade balances and assisting 
wherever possible in the rehabilitation program of the 
various local governments. That is where our import 
organization will take a hand. 

“It is our intention to determine, in so far as pos- 
sible, what products were previously imported from 
these various areas into the United States and what 
the specific domestic market was before the war. In- 
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Now you can go all-out when 
you tell your customers about 
Ticonderoga! We have just com- 
pleted an eraser test! Result? 
Ticonderoga’s superior eraser won 
out over its three best-known com- 
petitors. In fact, it rolled up an 
impressive total of 10 to 1! 
Above are a few of the many 
reasons why users voted for 
Ticonderoga. Every reason is a 


4 
We 
Any 


sound and tested selling point. 
And tested selling points mean sat- 
isfied customers. Make use of this 
down-to-earth eraser test! 

Meantime, we're pushing, push- 
ing, pushing Ticonderoga—in our 
vigorous magazine and radio 
advertising. 

Display Ticonderoga! Let’s all 
talk Ticonderoga! Then let’s turn 
good talk into good profits! 


TICONDEROGA 


PENCIL SALES DEPT. 73-J4, JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3y.¥e 3. 
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THE REYBURN MANUFACTURING CO., INC. 
PHILADELPHIA 32, PENNA. 


BRANCH FACTORY AND WAREHOUSE... CHICAGO, ILL. 
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FOUNT-O-INK 


INSTANT ACTION 





For dealers’ profits, prestige and progress, 





the famous Fount-O-Ink Instant Action 
Writing Sets are available. They open 
your doors to new business and build up 


volume through customer satisfaction. 


a 


Fount-O-Ink is a full line. Utility models 
for large installations. Executive models, 
gift models, double and single sets with 
style and beauty. Writing Sets that par- 


ticular people are proud to own. 


Fount-O-Ink is nationally advertised — 
Prepare for the volume demand. Send for 


our latest catalogue today. 


GREGORY 
FOUNT-O-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
LOS ANGELES 41, CALIFORNIA 
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asmuch as most of these products are non-competitive 
in the domestic market, we believe that we will avoid 
high tariff barriers and will not in any way contribute 
to the breaking down of our domestic economy. With 
this general plan in mind, we feel quite confident that 
we will receive the wholehearted co-operation of the 
local governments... . 

“From an operational point of view, it will be our 
intention, wherever necessary and practicable, to take 
off of our suppliers’ hands the problems of transporta- 
tion, preparation of papers and the important problem 
of banking and collections. 

“This plan has already been presented to a number 
of the most prominent manufacturers in the office 
equipment and supply field and is receiving an en- 
thusiastic reception. 

“It is our firm belief that the domestic economy of 
the United States cannot provide fifty to sixty million 
jobs and keep our tremendous industrial production 
capacity going on a domestic market alone. Without a 
forward-looking and definite plan of getting our mer- 
chandise into the foreign market and assisting the 
buyer in disposing of his local products, we cannot 
reascnably expect to do anything approaching an im- 
portant export business.” 


————_e— 9 


ANNOUNCE NEW SMITH-CORONA MANAGERSHIPS 


Vice-president James B. McCormick of L. C. Smith 
& Corona Typewriters, Inc., announces changes in the 
domestic sales organization, effective March 1. 

E. L. Pemberton, at present branch manager of the 
Portland, Me., office, will become manager of the 
Providence branch. Mr. Pemberton has served the 
company in various capacities since 1924. 

To succeed Mr. Pemberton at Portland, George D. 




















E. L. PEMBERTON 


G. D. WURZEL 


Wurzel has been appointed. He entered the employ 
of the company at the Boston branch as a salesman in 
1936 and for the past several years has been in charge 
of the Manchester, N. H., territory under the Boston 
branch. The changes have been brought about by the 
resignation of George H. Farrell, formerly acting man- 
ager of the Providence branch, who has purchased the 
interests of the John H. Wyatt Company, Smith- 
Corona representatives at Brockton, Mass. Mr. Farrell 
had served over 25 years with the company. 


————_—— 
GLOBE-WERNICKE IN N.A.M. GOLDEN JUBILEE 


The Globe-Wernicke Co. was one of 24 Cincinnati, 
Ohio, companies awarded certificates commemorating 
their golden jubilee as members of the National As- 
sociation of Manufacturers. The awards were in 
recognition for contributions to American industrial 
progress “as evidenced by their long and active leader- 
ship as founding companies.” 

The office equipment firm was one of the 360 com- 
panies which helped to organize the NAM in Cincinnati 
a half-century ago. RCE 
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YOU BET! 
WE ARE PROUD OF THOSE 50 YEARS OF 
MAKING CARBON PAPERS AND TYPE- 
WRITER RIBBONS WE HAVE SOLD YOU. 
ENUFF SAID! 
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AMERICAN ACE" 


"DREAM" | 


Three carbon paper names that are making dealers’ 
sales soar! All three grades feature the elimination of 
curl, smear and treeing, due to the advanced formulation 
processes developed by our laboratories. 


If you are a sales-conscious dealer learn more about 
"U.S." Carbon Papers. Just write on your business letter- 
head for free samples and prices . . . prices that allow 
a dealer to make real profits. 





FLAT @IRON 


PROCESSED 


CARBON PAPER 





MABUPACTURED BY 


B. S. TYPEWRITER RIBBON MFG. C8. 


PRILADELPRIA 











That new curl-proof carbon paper sensation, Flat Iron 
by name, has certainly made a hit... and no wonder 
- it's a permanently flat sheet that wears /ike iron! 


Flat Iron is an item you will take pride in selling, Mr. 
Dealer, and one that will show real profits! Just clip this 
advertisement to your letterhead and we will send free 
samples and prices. No obligation, of course. 


Ribbon Mfg. Co. 


debetctel-jhelebtee Pa 


Established 1895 
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Satubridge Fibreau 


BASKET KNOWN TO A CONTINENT 


Distributed by 
BAINBRIDGE, KIMPTON & HAUPT, Inc. 


218 Greenwich Sf. New York 8, N. Y. 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill D. Hasty, Correspondent 





Everyone would like to know what is going on in 
regard to our convention. Governor of District No. 7, 
Lyle D. Espe of Midwest Press & Supply Company, 
Sioux Falls, S. D., wrote me as follows: 

“It has been decided not to hold a regional conven- 
tion this spring in District No. 7. After contacting 
representative groups of stationers in the district, I 
find that without exception they consider it proper 
under the circumstances to forego our meeting this 
year. 

“Naturally, we are all a little disappointed at not be- 
ing able to get together, but we feel, inasmuch as 
we have been requested to forego this meeting, that we 
should abide by the wishes of the Government, and 
make no effort whatsoever to have our meeting.” 

+ * * 

Marathon Press, Inc., Wausau, Wis., announces the 
sale of stationery and office supply business at 528 
Third Street to the Emmons Stationery and Office 
Supply Company, Stevens Point, Wis. Marathon, how- 
ever, will continue to operate the printing plant at 1111 
First Street, Wausau. 

*” * *” 

George K. Desmond of Victor Safe & Equipment 

Company is back in the Northwest Travelers Club 


| again. George makes his home at 619 North River 


Boulevard, Independence, Mo., and covers the mid- 
western states. He has just completed one of his regu- 
lar business trips. 

* * * 

You can’t keep an active fellow down but our friend, 
Ken Chase, the district manager of Dennison Manu- 
facturing Company, has been ill with that popular 
“flu.” 

* - Ld 

The correspondent for the Midwest Travelers Club, 
Gene Mitchell, recently enjoyed our spring weather, 
but wasn’t passing up any of those familiar orders. 

* * * 

Sgt. Thomas Erickson, formerly of Bertelson Broth- 
ers, Minneapolis, is stationed at Alexandria, La., has 
just returned to camp after enjoying a nice long fur- 
lough at home. 

* * * 

The Wisconsin Typewriter Company at Superior, 
Wis., was purchased January 20 by D. K. Davison. Mr. 
Davison is an experienced ribbon and carbon man and 


| has been doing business in the Northwest for a num- 


ber of years. 


* * ” 


Mr. and Mrs. Safford of the E. T. Safford Company, 


| Superior, Wis., left February 13 for a grand western 


trip on which they will visit relatives in most of the 
large cities from San Diego, Calif., to Seattle, Wash. 
They planned to remain until late in April. 
oK co * 
George Bergstrom, brother of Art Bergstrom, Perkins 
Brothers, Sioux City, Iowa, has returned to his work 
after a siege of pneumonia which hospitalized him for 


two weeks. 
* * * 


Mrs. W. H. Nims, 57, Norfolk, Nebr., business woman 
for 17% years, died recently following a lingering ill- 
ness. Mr. and Mrs. Nims a short time ago had sold 
their establishment, Nims Books and Office Supplies, 
to L. A. Barnes of Beatrice, Nebr. Surviving are the 
husband and mother, Mrs. J. E. Cooper, Council Bluffs, 
Iowa. 

* * * 

Do you remember? 

These items are taken from Fred C. Schaefer’s scrap 
book—news notes of March, 1929: 

“The officers of the Northwest Travelers Club are 
busy making plans for the regional meeting, which will 
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Size 8Y2 x 11 
No..370 Tri-Post Designers Pad 


75 sheets of Tracing Paper 


6 Scale Combinations: inch, 


tenth, eighth, quarter, half—and 


isometric with eighth inch scale. 


List Price — $1.50 


Step Up Production with the Complete Post Line 
The Frederick Post Company 


Drafting Materials, Blue Print Papers 
@ Blue Print Papers and 
& Cloths Kindred Sensitized Products 


@ Positive Print 
Papers 
Dry Developed 
Moist Developed @ Drafting 


@ T-squares 
Machines 


®@ Negative Paper 


@ Straight Edges 
@ Scales—fiat & 


triangular 


@ Tracing Papers & 
Cloths @ Triangles 


@ Drawing Papers © Casves @ Drawing Boards 





@ Sensitized Trac- 


ing Cloths @ Drawing Inks @ Drafting Tables 





@ Pencils—Erasers 


@ Profile & Cross 
Section Papers 
& Cloths 


@ Federal Aid 
Sheets 


@ Field Books 
@ Level Rods 
@ Range Poles 


e@ Tapes— 
Measuring 


Detroit » Milwaukee CHICAGO Houston « Los Angeles 
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Lucile 
BUSINESS 
BUILDERS 


useful @ 
“best ; 











Smartly designed, 
items in lucite. Proven 
sellers’’ that move fast! 


PERPETUAL 
CALENDAR 


No. 100 


Crystal clear lucite. Dis- 
tinctively modern. $1 retail. 


MEMO PAD BASE 


Executive model. 
Striking design. 
Sizes to fit Stand- 


ard Calendar Pads. 


Write for complete catalog 
and special trade discounts. 
Over fifty distinctive indi- 
vidual gift items. Immediate 


delivery. 


Represented nationally by 


LEWIS SALES COMPANY, 
New York 10, N. Y. 


322 East 23rd St., 








ALMAC Bz 2x 


322 East 23rd St. New York 10, N. Y. 





Hit the top in OFFICE EFFICIENCY 
and OUTPUT 


with this new plan of 
office management 


This sound manual shows how through 
functional equipment, unitized opera- 
tions, better environment and workable 
standards, vastly improved office facili- 
ties may be established and the office 
operator aided in doing more and better 
work. Illustrated with text, diagrams, 
and case histories, the ‘Stricker Plan” 
brings forward an entirely new, tested 
method, revolutionary in its simplicity, 
for doing the many paper work jobs. 


SEVEN STEPS TOWARD 
SIMPLIFIED OFFICE PROCEDURES 


By A, H. STRICKER 


Management Consultant to the House Civil 
Service Investigating Committee, 
Washington, D. C. 


150 pages, 5 x 73%, $1.75 List 


The Stricker Plan is so simple that it is 
immediately adaptable to all varieties 
of office paper work; so sound that its 
use at the Nela Park division of Gen- 
eral Electric actually showed an aver- 
age saving of 27 per cent in work time 
and a reduction of 41 per cent in 
paper needs. 











Now for the first time, you 
can get the plan in its en- 
tirety and use the seven, 
clearly described steps to 
put your office on assem- 
bly-line speed and ef- 
ficiency. The application of 
the plan to your office can 
save an average of one- 
third of the paper used and 
permit the reassignment of 
as much as 25 per cent of 
clerical time! 


See it 10 days 8 Send this McGRAW-HILL coupon 
ee ee ee ee 
McGraw-Hill Book Co., Inc., 330 W. 42nd St., New York 18, N. Y. 

Send me Stricker'’s “pipe STEPS TOWARD SIMPLIFIED ae PROCEDU RES 

for 10 ser +o examination on apes val. In 10 days Iv will send $ » Plus few cents | 
l postage, or return the be ok postpaid (Postage paid on cz ash ee ) | 
| Name ene ° eee ° | 
| Address ° . . . | 
' 

City and State | 
| Company 7 
| Position OA 4-45 j 








If You Need 


A MORE COMPLETE 


PACIFIC COAST 
Distribution 


—now or in the postwar period write us 
at once. 

We have an old established manufac- 
turers agency financially responsible and 
having an extensive following in the Whole- 
sale Stationery. Drug, Sundry, Variety Store 
and Hardware trade west of Denver. 

Reorganized to meet a postwar condition 
we are in a position and have the facilities 
to give complete and frequent coverage of 
the wholesale trade. 

We can successfully handle several addi- 
tional established lines— 


Box No. D 54 
e/o Office Appliances, Chicago 6 
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DESK, TABLE AND COUNTER TOPS 








BOOST SALES AND PROFITS 
LOST ON RESTRICTED ITEMS 





Dealers are selling more than ever. It is used 
everywhere, and every top sells many others. 
Start new customers by placing tops on 10 
day approval, at our risk. 





PROMPT SHIPMENT AND 
NO PRIORITY REQUIRED 





SEND FOR NEW PRICE LIST 


: < sTANOS FOR QUAL/TY 


GRAND RAPIDS & 





MICHIGAN 
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DANDY 


AGATE CARD TRAY 


a 





Built with pinch type follower block. Designed for tough use 
. made from extra heavy fibreboard. Bottom of wood and 
chipboard. Combination label holder and pull on outside one 
end. Economical in price. 





The Line That Makes Things Easy to Find! 





oo ~ a 
Nf) = c| GC: SY MANUFACTURING COMPANY 
MAKERS OF FILES AND FILING EQUIPMENT 


WGO 16° OLLINODS 














When You re Asked 
for y FACTS 





CAN YOU GIVE THEM? 
7 
Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 
"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 
OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 


gain elsewhere at any price. 
Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 W. Jackson Bivd., Chicago 
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Coin Wrappers 

Bill Straps 

Coin Bags 

Currency Bags 

Draw String Bags 
Metal Clasp Bags 
Night Depository Bags 
Linen Shipping Tags 


) The Red 
0) 2:2) Window 

E-D)) gives-ease- 
18 inking 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Lead Seals 
Seal Presses 
Teller’s Moisteners 


Currency Racks 
Wrapper Cabinets 
Sorting Trays 

Coin Storage Trays 
Downey Change Trays 


Manual Coin Counters 











, can never get more out of a rib- 
bon or a sheet of carbon paper than was 
put in by its maker, but when— 

Extra care is used in compounding ink 
Extra time devoted to grinding pig- 
ments 

Extra fine oils used in the ink 
Extra quality demanded in_ ribbon 
fabric and carbon tissue 

Extra skill used in inking 

follows automatically that Buckeye 
ribbons and carbons deliver 


EXTRA LONG LIFE 


~ 2 HH 


and produce extra sharp clean letters and 
carbon copies. Buckeye offers a com- 
plete line of carbon paper and inked 
ribbons for all makes and sizes of office 
machines. 


Samples are yours for the asking. 











THE C. L. DOWNEY CO. HANNIBAL, MO. 




















LTO 


says --- 4 











Spring is the time when thoughts 
turn to 


ALL-WEATHER 


Wood Block Pads and Inks 


Summer can’t be far away— 
then the humidity— 


ALL-WEATHER PADS 


are ideal for this condition. 


Bion SPECIALTY CoO. 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth 1, New Jersey 
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be held in the Curtis Hotel, Minneapolis, on May 27-28. 
Cliff Cody of Dubuque, Ia., is the governor this year. 
Fred C. Schaefer is president of the Northwest Trav- 
elers Club. 

“Bill Leineweber, traveler for Associated Stationers 
Supply Company, was stricken ill while in Fargo, N. 
Dak., and was taken to. a hospital there. 

“The Pierce Printing Company, Fargo, N. Dak., held a 
meeting for their sales staff in February. Sales talks 
were given by representatives of Yawman and Erbe 
Manufacturing Company, Diebold Incorporated, San- 
ford Ink Company, Associated Stationers Supply Com- 
pany, and the Wilson Jones Company.” 

ee ee 


REYBURN MFG. CO. AT HALF-CENTURY MARK 


It was just 50 years ago, back in 1895, when the 
founders of the now thriving Reyburn Manufacturing 
Company, Inc., first went into the manufacturing 
business in a little one-room shop in Philadelphia. The 
sole product in that early era, when the company 
struggled along with eight employees and little cap- 
ital, was a modest little shipping tag. Though handi- 
capped from lack of funds, a vigorous application of 
industry and: energy more than overcame this ob- 
stacle. 

Gradually, to their line of made-to-order shipping 
tags, the young company added the manufacture of 
merchandise tags, pin tickets and gummed labels. 
The quarter-century mark found their dealers line of 
Reyburn’s utilities well established. In more recent 
years, the company has also become widely known for 
fine crepe papers, embossed napkins and window 
display materials. 

Since their humble establishment 50 years ago, Rey- 
burn has so grown and prospered that today they 
are recognized as one of the leading tag and paper 
utility manufacturers in the United States, and their 
products are well known over almost the entire world. 
In celebrating their fiftieth anniversary, the Reyburn 
organization gratefully remembers their paper mer- 
chants, jobbers and dealers, who have so largely con- 
tributed to their growth and prosperity. To these 
good friends and customers is extended the company’s 
warmest and sincerest appreciation for their share 
in making this happy event possible. 


ee 
DEMAREE ELECTS NEW VICE-PRESIDENT 


The Demaree Stationery Company, Kansas City, Mo., 
announces the election of a new vice-president, Lucius 
E. Morgan. He succeeds George T. Demaree, who 
sold out his interest in the corporation to Mrs. C. S. 
Demaree and resigned to enter the photographic 
business. 

Mr. Morgan has been with the company for the 
past ten years and served as manager during the last 
year. Prior to his joining the Demaree organization 
he was for eight years with Kendrick-Bellamy Com- 
pany in Denver. 

Other members of the board of directors of the 
Demaree Stationery Company, established in Kansas 
City for more than 40 years, are Mrs. C. Demaree, presi- 
dent; Edgar A. Roberts, treasurer; Miss Jeanne Dem- 
aree, secretary; Dupuy G. Warrick, director and coun- 
sel; and Tom C. Hansen, auditor. 


Se eee 
CANCEL FIFTH REGIONAL CLEVELAND MEETING 


H. C. Wilking, governor of Fifth District, National Sta- 
tioners Association, announces that the meeting of the 
group scheduled to be held in Cleveland May 18-19 has 
been cancelled. This action was taken because of the 
governmental rulings on conventions. Governor Wilk- 
ing points out that various state organizations are 
holding regular meetings and urges that dealers attend 

| such meetings. 
1945 
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STOP! Juggle carbons, align sheets, 
insert the forms. 


e 

; | Type th d 

L GO! Type the records. 

: & 

y <A 

< And then stop and begin the same 

; time-wasting process again. It’s just 

: such stop-and-go record writing that 
puts the kinks in modern business 

- procedure ... repetitive operations 

if that put a slow-up on work all along 

>. . 

f the line. 
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BETTER BUSINESS FORMS 












Keep the typist’s fingers at the keyboard where they 
belong . . . with Uarco continuous-strip forms. These 
forms, already interleaved with carbon, automatically 
feed the typewriter . . . eliminate carbon fuss and bother, 
aligning trouble and wasteful inserting motions. Uarco 
continuous-strip record forms put an end to the “stop” 
in record writing. 

Uarco continuous-strip forms are scientifically de- 
signed to speed the flow of work by giving up-to-the- 
minute data on every business transaction. They lessen 
the possibility of error, eliminate duplication of effort 
and improve departmental co-ordination throughout the 
organization. 

It will cost you nothing to have a Uarco representative 
call and work with you... help you co-ordinate your 
work with more efficient records. Call a Uarco business 
representative today ... or write for further details. 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland e¢ Offices in All Principal Cities 





HANDWRITTEN * TYPEWRITTEN © BUSINESS MACHINE RECORDS 
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DEALERS: 


Territory is 
available. 
Write for 


proposition, 


FOR ALL 
DIRECT 
PROCESS 
LIQUID 
DUPLICATORS 





drums 


ORDER TODAY 
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=| AUTOCOPY, INC. 


462 WEST SUPERIOR STREET 
CHICAGO 10, 





Here It Is... CRAM’S PICTOGRAPHIC MAP 


of the 


PACIFIC AREA 


With 62 Close-Ups of Important 
Island and Other Strategic Points and 
Ports on Both Sides of the Pacific. 

Complete with Index Booklet of Over 
2,500 Place Names and 176 Miniature 
Flags FREE. 

The Size is 46 x 36 Inches 
In 8 Beautiful Color Tints 


Order direct from this ad or ask for 
Bulletin M.O.P. 4 


PRICES AND STYLES 


ia) 


. A. No. 1. Paper sheet. 
Each map on an individual 
tube with 176 Flags... .$1.00 


P. A. No. 2. Map mounted 
on Cloth with split sticks 
top and bottom for hanging. 
With 176 Flags... .$3.00 each 


P. A. No. 3. Mounted on Tack 
Board, hinged in center, so 
map can be folded together 
or stood up anywhere at a V 


angle. Eyelets in mounting 

permit hanging. Includes 176 

DEED ‘do cnebbessacadecs $2.5 
e 


THE GEORGE F. CRAM COMPANY, INC. 


Maps, Atlases, Globes since 1867. 730 E. Washington St., Indianapolis 7, Ind. 















Turns Her Rages 


Into Raves 





Nev-R-Kurl Carbon Paper is a 
godsend to work-laden typists. 
Because it never curls, doesn’t 
tree or smudge, it produces clear, 


sharp copies whether they’re mak- 










ing two or eight duplicates. Wher- 
ever there’s an ardent booster for 
Nev-R-Kurl, 


dealers comes automatically. 


repeat business for 


Carbon Papers 
Wood Stamp Pads 
Typewriter Ribbons 











ILLINOIS 
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Ph Wi PRODUCTS 
ts Trocess Co. 


L.A. PHILLIPS 
President 


Inc. 
MILL STREET 
ce ctrn i pe A 





An outstanding popular 
number. Available in twenty-two colors. 
A favorite with both office workers and 
artists, #151-T’s topnotch quality wax 
lead is perfect for making signs, mark- 
ing maps and charts, and for general 
checking purposes. Has the original, pat- 
ented Nick and Pull* string feature. 





To Sharpen 
Nick with string Be sure to stock the Blaisdell #151-T 
Pull the paper Marking Crayon for fast turnover and 


*(U. S. Pat. Ne. 1,756,953) quick profits. 


Slaisdell PAPER PENCILS 


- U, BS. PAT. OFF, 


Blaisdell PENCIL COMPANY, PHILADELPHIA 44, PA. 
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Maritime 
reaus and Jovernment by. 
continue ¢ War Industries will 
sideration °ceive FIRST 
‘ ation on remie vam 
Oards. t Cuttin 


We regret that no hie 


55-59 E.26th. St... CHICAGO,I6 ILL. 





Representatives 
Fred Deutsch, 3525 Southwestern N. L. & K. W. Zeagiler, 1709 W. 
Bivd., Dallas, Texas—Texas and Okla. Eighth St., Los Angeles, Cal. 


Milton Stone, 30 Church St., New R. E. Horter, Ind., tll., Mich., Ohio, 
York City, covering New York. 2523 W. 109th PI., Chicago, III. 


Harry Henkel, 163 Second St., San S. Lichenstein, 1228 Locust Ave., 
Francisco, Calif. Philadelphia, Pa. 


DEPENDABILITY, 
AND QUALITY 


DARNELL CORP. LTD. 60 WALKER ST, NEW YORK 13.N Y 
LONG BEACH 4. CALIFORNIA 36 N. CLINTON CHICAGO 6, ILL 
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Seating America’s 
Office Workers 
Correctly 








is a responsibility that 
Jasper Seating Co. 
knows how to accept 


Jasper Seating Co. 


JASPER, INDIANA 


REPRESENTATIVES 


CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 

















VICTORY MODEL 
COPYHOLDER 


The RITE-LINE Copyholder is now available in non-critical 
materials and can be sold without priority. It is a small 
self-contained unit that can be placed anywhere inde- 
pendent of the typewriter. It guides the eye of the typist 
along the line she is copying. Prevents errors. Speeds 
production. Price U.S.A. $11.85. A few exclusive territories 
still available. Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


ITE-LINE 


Reg. U. S. Pat. OR. 


COPYHOLDER 
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BRIGHT 


Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 


En 


CARBON PAPERS 
WRITE svetwes2m 
TYPEWRITER RIBBONS 
ies ‘ ‘ | 


your customers 
on the 
WRITE path 


It’s the easy way to satisfy them, keep them, 
and bring them back to YOU. The famous 
WRITE Carbon Paper makes extra copies . . . 
the popular WRITE Typewriter Ribbons pro- 
vide extra legibility—and all that means more 
friends, more business, more profits for YOU. 
For steady, worthwhile REPEAT BUSI- 
NESS—stock, display and push WRITE 
products. Send TODAY for samples and 
discounts! 


Immediate Deliveries—No Delays! 


420 Lexington Avenue 


WRITE had York 17, N. Y. 


INCORPORATED 









FACTORY: Bridgeport, Conn. 
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Calendar of 
Industry Activities 











President R. D. (Bob) Latsch and General Manager 
Charles P. Garvin, National Stationers Association, 
following a conference in Washington, D. C., early in 
March, have announced the cancellation of all pre- 
viously scheduled regional meetings. Though some of 
these meetings will be held, the difficulty of planning 
and maintaining any scheduled continuous trip makes 
the usual spring regional swing virtually impossible. 
Information on each of the meetings to be held will 
be issued at later dates. 

cS ——— 
CANCEL 9TH DISTRICT NSA GALVESTON MEET 


Governor Alvin Eisemann of District No. 9, National 
Stationers Association, announces that despite previous 
commitments it has been decided to cancel the small 
wartime meeting scheduled for April 6-7 at Galveston, 
Tex. 

After consulting with many dealers, Governor Eise- 
mann says, “It is my opinion that in spite of the neces- 


| sary character of our annual meetings and regardless 


of the large gatherings still being held in the amuse- 
ment and cultural fields, our district should properly 
contribute to the war effort by cancelling the meeting 
scheduled for Galveston.” 


———>—e —___ 
ARTHUR J. MILLIN JOINS HALE COMPANY 


Arthur J. Millin is now associated with the Joe D. 
Hale Company of Los Angeles, Calif. For the past 
17 years Mr. Millin was with the Schwabacher-Frey 
Company of Los Angeles. Prior to that time he was 


























ARTHUR J. MILLIN 


in the retail stationery business in New York City 
for many years. One of the “old timers” in the 
industry, he brings to the Joe D. Hale Company a 
wealth of experience. 

ee ee 


WILLIAM G. HUSTON ARRIVES FROM HAWAII 


William G. Huston, vice-president and general man- 
ager of Alexander Brothers, Limited, of Honolulu, ar- 
rived by Clipper from Hawaii recently for a general 
conference with the president of the mainland office 
at San Mateo, Calif., in discussing future post-war 
plans of the organization in the Hawaiian Islands. 
Alexander Brothers, Ltd., have been an important fac- 
tor in the war effort, holding many contracts for 
maintenance of Navy projects. Mr. Huston reports that 
they are still working day and night and have been 


| since the fateful December 7, 1941. 
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PORTABLE DESK FILE 


A combination letter file with safety personal com- 
partment. Offers a means to keep private papers 
really private. Can be moved from place to place 
and because of reversible follow block can be used 
on either side of desk. Both upper and lower com- 
partments are fitted with locks and keys for privacy. 
Lower compartment is entirely concealed from 


view when used up against end of desk. 





Made of high quality pressed wood. Olive green 











finish. Brushed brass handles at each end. Guide nani nieces 
rod operates i d d desi f 12%” x 11" x 24” 
p in : epressed groove designed for $29.00 Psd ae gm 4 
eyeletted operation. Height 30” 1234” x 10/9” x 24” 
~ 
WOOD DESK TRAYS No. C1292 LETTER SIZE 
Round cornered, seasoned ply- 1 Tray er ree ee $2.00 


wood. Beautiful appearance. Full , 

felt bottom protects desks sur- 2 Tier Tray pi ses $5.00 
faces. Can be stacked to any de- 

sired height. Finished in olive Additional Set “Build Up" Posts 
green. $1.00 per set 











WOOD CARD CABINETS 


These desirable cabinets are designed for card records and 
other forms. 


Finished in a beautiful shade of olive green. Sturdily built of 
a high grade plywood. Equipped with brass plated cardholder, 


drawer pull and compressor. 


ONE DRAWER UNITS 


No. For Depth Capacity Price 
83G 3x5 cards 18” 1800 cards $5.00 
84G 4x6 cards 18” 1800 cards 5.75 
85G 5x8 cards 18” 1800 cards 6.50 
TWO DRAWER UNITS 
832G 3x5 cards 18” 3600 cards $7.75 
842G 4x6 cards 18” 3600 cards 9.00 
852G 5x8 cards 18” 3600 cards 10.75 





COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY NEW YORK 
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ROLL LABELS 
GUIDES 
'NDEX..CARDS 


FOLDERS 


PROTEX 
STICKONS 


MENDING TAPE 


GUMMED 
INDEX TABS 








‘Geneon | 
UNTOLD MILLIONS of 


INDEX 
CARDS 


each 


SHAW 


roll off our automatic machines 
year. 

It's a man's size job supplying the 
enormous, ever-increasing demand for 
them these days. 

Made of good sound stock on fully 
automatic machinery we guarantee com- 
plete uniformity of margins and rules. 
Rotary cutting on all four sides elim- 
inates fuzzy edges. 

No wonder dealers recommend 
WARSHAW INDEX CARDS. You can 
see and feel their extra value. 

Always wanted! Always sold! 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET 
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BROOKLYN 1, N 














MUTSCHLER BROTHERS 
u. $ 


ce 
NAPPAWNEE - 


igB- A 





DIGNITY Ww BEAUTY 


Samson tables are unquestionably the finest and most 
useful ever built in spite of the higher cost of others. And 
the reason for this lies in the fact that with all of its many 
exclusive features of construction, coupled with our modern 
plant facilities, THE SAMSON TABLE is turned out in 
greater quantities and at lower manufacturing cost than 
other tables for office use. 


WRITE FOR NEW CATALOGUE No. 32 





































TYPE CLEANER 


CARDINELL CORPORATION - MONTCLAIR, NEW JERSEY 
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FOR 
IMMEDIATE 
DELIVERY 


36x48 


NATURAL 
COLOR 
4. IN A CARTON | 








ROUNDED CORNERS — BEVELED EDGES 


OFFICE SPECIALTY MFG. C0. 


70 EAST 125th ST., NEW YORK 35, N. Y. 











— \geee/ CARBON 
| ~ PAPERS 
TYPEWRITER RIBBONS | 


Made right—Priced right 
—Sold right. Here’s a | 
| 








| ribbon and carbon prop- 
osition you can turn into 
real profit. You can al- 
ways count on our co- 
operation. 


EXCLUSIVELY for 
DEALERS *- STATIONERS 


Complete details on request | 
ALLEN & COMPANY 
DEPT. M 
11-13-15 Vandewater St., 
New York 7, N. Y. 


























FOLDING 
CHAIRS 


and TABLET ARM-CHAIRS 









All styles Folding Chairs. Tab- 
let Armchairs—ideal for class- 
rooms, cafeterias, etc. 


MANY STYLES: 


ED 
State whether or 
PMENT not priority rating 


‘ hi is available. 
Don’t turn down chair inquiries— 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 


1140 BROADWAY 
Corner 26th St. 


NEW YORK 1, N. Y. 
AShland 4-1385 








IMM 
SHI 





| 
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| every issue. 
| 


| only one deal- 
| er in a city or 
| section. 


| Your own prices used ... you 


| ufacturers pages combined with 
special pages featuring various 


DEALER CATALOG “FLIERS” 


— oe Every 
= = ; ‘au aw om = fe Other 
— Month 
* 


16 
Pages 












cana 
Cel 
at 





*« 


2 


Colors 












Contents, 
color and 
artwork 
changed in 


AN ADVERTISING 
PROGRAM 
FOR STATIONERS 


Service sold to 


Standard 8% x 11 size, 
comes to you complete, 
folded and sealed ready to 
address and mail. Sample 
copy and full details gladly 
sent on request. 


WILLIAM J DALTON 


431 MERRILL AVENUE 
PARK RIDCE_ ILLINOIS 


select contents from stock man- 


departments of the _ stationery 


store. 


ce 
nt sent 
aris THE age 


fOr oy 
sat ont 


\ 
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Z Proved Profit Makers 


Ready to work for YOU... 








A FORM FOR EVERY EMPLOYEE—EVERY EMPLOYER A PROSPECT 


1945 W-2 (witholding Tax) 


Tremendous market! Sales resistance — nil! Scientifically de- 
signed; Government approved; carbon interleaved; single sets 
or strips of 6, one imprinted with employer's name and address 
collated with State forms if desired .... an exclusive feature! 





80,000,000 needed in 1945—Sell your share! 





Send for prices, discounts and Federal requirements. 
Examination of this perfect Redifixit W-2 Form will 
speedily convince you of its efficiency, universal sal- 
ability and profit-building value. 


PART ONE bee. 7s : incredibly 


A FAST 


FINDS CORRECT TAX 
IN ONE 
SIMPLE OPERATION 








AMOUNT OF TAX 


TE 1.0] 320] 10] 710] - 36) 


4 3 2 1 oO WaGts NW 
NUMBER OF EXEMPTIONS Clamp DOLLARS 


TO BE WITHHELD 





i 1 —— as @ Boon to paymasters! 94% of 
©" ores I — | 5s : all tax computations right be- 

WITHHOLDING PER / fore operator's eyes (the rest 
on reverse side). Regardless 
of number of exemptions, just 
move wage dial to stated 
wage and correct Withholding 
Tax sits there smiling at youl 
Sturdy, handsome, easy to 
work, E-Z Dial saves time, 
money, temper. No one who 
has tried it would be without 
it. Supplied with daily, weekly, 
bi-weekly or semi-monthly 
charts. 


Solves the Harassed Paymaster’s Most Aggravating Problem of 4?> 
LIST 


\ 


Insures Accuracy . Expedites Payroll Detail 


Consolidated Business Systems Inc. 
30 Vesey Street, Department 27 New York 7, N. Y. 
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HOOVER BROTHERS WIN ADVERTISING AWARD 


An advertising award has been inaugurated, to be 
given annually to one of the distributor members of 
the National School Service Institute. Winner this year 
was Hoover Brothers, Kansas City, Mo. 

Announcing the award, Chairman Bert Cholet de- 
clares, “The judges finally chose Hoover Brothers cata- 
log because it was not only one of the best all-around 
school catalogs showing a real percentage of improve- 
ment, but the association-mindedness which it por- 
trayed, plus use of the recommendations of the adver- 





JUDGES OF THE NATIONAL SCHOOL SERVICE IN- 
STITUTE DISPLAY THE 1945 WINNING ENTRY.— 
Left to right: Walter B. Geoghegan, art director, Cal- 
kins & Holden; Ray Clayberger, secretary, Calkins & 
Holden, and past president of Better Business Bureau: 
Bert Cholet, chairman, advertising committee, and as- 
sistant secretary of Higgins Ink Co.; Inc., and Charles 
Stoner, assistant chairman and advertising manager 
of C. Howard Hunt Pen Co. 


tising committee, left no doubt in the judges’ minds 
as to which catalog should receive the award. The 
closest contestant was Kurtz Brothers of Clearfield, 
Pa., who have turned out a marvelous printing job.” 

Judges of the contest were Bert Cholet, chairman, 
assistant secretary of Higgins Ink Company; Charles 
Stoner, assistant chairman, advertising manager of C. 
Howard Hunt Pen Company; Raymond Clayberger, 
secretary of Calkins & Holden and past president of 
the Better Business Bureau; and Walter Geoghegan, 
art director of Calkins & Holden. 

= 


GUSTAVE FISCHER PLANS POST-WAR ACTIVITIES 


The Gustave Fischer Company of Hartford, Conn., 
marks another milestone in the progress of this long- 
established office supply and commercial stationery 
house. To maintain its high standard of policy and 
business administration as practiced throughout the 
years, William S. Belch, who has been associated with 
the company for the past 18 years, now becomes an 
internal member as vice-president of the arganization. 
Harold Stahl joins the company as treasurer. Gustave 
Fischer continues his active interests as president 
and Miss Lillian A. Fischer as secretary and assistant 
treasurer. 

Established in 1898, the company was located at 
236 Asylum Street for many years. In 1916 Mr. Fischer 
added office furniture to his stationery business and 
took over the building across the street at 237 Asylum. 
In 1932 the business was consolidated under one roof 
and eventually the entire five floors and basement 
were required to house and carry on the rapidly 
increasing business. 
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Sell 


a complete line 


Eaton’s Berkshire Type- 
writer Papers line includes 
a fine paper for every office | 
need. Satisfied customers 

come back for more. 
| 
e | 

TON. 

ght UN's | 
*TyPEWRITER™ | 
PAPERS a 
“ | 
“Rksni* 


EATON PAPER CORP. PITTSFIELD, MASS. 


Fine papers for business and social use 














INVESTIGATE THE MERITS OF 




















The Quality five action, all steel 
and nickel, Numbering Machine. 





% Capacity for ten wheels. 


% Priced competitive to ordinary 
machines of four and less 
actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINECO, 


694-710 JAMAICA AVE. BROOKLYN 8, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago 10, Ill. 593 Market St., San Francisco 5 
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BUILD GREATER SALES-THE FEDERAL WAY 





MORE SALES wets 
this new attractiue display 


RUSH-ERASERS SELL THEMSELVES when this new 
colorful display is arranged in your windows or on 
your counters. Take advantage of this unique and ap- 
pealing presentation of the finest ink and typewriter 





kr 


ENDURING QUALITY BASKETS 


For Office, Industry and Home! 


eraser ever produced. 
Your customers will buy RUSH-ERASERS and soon come 
back for the Famous, Lightning-Fast FYBRGLASS 


REFILLS, which will erase anything from any surface, 


Superior modern construction—crimping method. Steel 








including metal. 


for a quick, easy, double profit. 


Order from your Wholesaler or direct 


Mfrs. 
239 West Water St., Syracuse 2, N. Y. 





Stock RUSH-ERASERS and also FYBRGLASS REFILLS, 


THE ERASER COMPANY, INC. 





SORRY .. 
No Typewriters yet! 


an 
We still have better ribbons and car- 
bons—at better prices. 


REGALRITE . 


Carbon. Papers 

Typewriter Ribbons 

VaXolobbete mm \/ Coco ebbel-Mms atte) oreyet-1 
|sTole) 44-1) o) bole mm \/CoColebbst-Mea tte) ere) er- 


HEADQUARTERS . 
Royal ‘Typewriter Parts for Dealers 


NOW 


You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 
The manufacture of a limited produc- 
tion of new typewriters has been re- 
ci bes\-1e MM deo (-Dbel-M-Jelole tle Mel-Meoa ceil (ote) (— 
soon. List your needs with us to be 
notified as ‘soon as they come in. 


REGAL TYPEWRITER COMPARY 


(INCORPORATED) 


200 Hudson Street 
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New York 13, N. Y. 


side-seamer—reinforcements at top and bottom with 
steel tube rings. Wide assortment of sizes and colors. 
Economy and serviceability of FIBEROK and DURO- 
WEAR guarantee customer satisfaction. Write for 
descriptive circular. 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street Long Island City 1, N. Y. 





SERVICE CHAIR MATS 


This is the original tempered fibre chair mat which outsells 
all others. It will save its cost many times over in protect- 
ing floor coverings and floors. Bevelled edges. 


JUMBO EXECUTIVE MAT 
No. 502—48”x54”" $8.00 Ea. 
1/3 Doz. Lots—$6.80 Ea. 
(Standard Package) (Standard Package) 
Approx. Wt. 14 Ibs. ea. Approx. Wt. 22 Ibs. ea. 


SERVICE PRODUCTS CO. 


2035 So. Calumet Ave. ° Chicago 16, Ill. 


STANDARD MAT 
No. 501—36"x48”" $5.50 Ea. 
Y2 Doz. Lots—$4.50 Ea. 
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Sewice Office Product 


1945 























SIX YEAR sure-fire 
COMPARE-A-DAY | __ stationery 











RECORD BOOK Li St2res 


Here's a bombshell for your business. A six year record 
book with 1001 uses! Adaptable to practically any business 
—the Compare-A-Day Report Book is ideal for salesmen, pro- 
fessional men, merchants, manufacturers, individuals. Sales, 
cost, production, expense, tax, automobile and other busi- 
ness records can be accurately kept for 6 consecutive years. 


CONTAINS HANDY TABLES 


Practically all the tables required 
by the average business or in- 
dividual from time to time are 
also included in the Compare-A- 
Day Record Book—making it a 
valuable reference as well as 
record book. 


ORDER NOW Esngare say rots 








THE ORIGINAL 


NORTA 


PLASTIC 
TYPE CLEANER 





EQUAL TO PRE-WAR QUALITY 


You, MR. DEALER, like many other dealers, will want to SELL 
and RECOMMEND NORTA, the ORIGINAL PLASTIC TYPE 
CLEANER. 

A pick up item; just stand the attractive display container on 
your counter and watch them go. A clean product to handle be- 
cause NORTA does a cleaning job clean; that’s why it finds a 
ready sale wherever offered. 


Its remarkable qualities make it the ideal cleaner for typewriter 
type, stamps, etc. 


EXCELLENT VALUE ‘ FAST SELLER 


Order Today—Reorder Tomorrow 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., NEW YORK 18, N. Y. 
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the EAGLE-A line is a complete line of 
uniformly high quality. We help you sell 
it by furnishing you fourteen dealer | 
helps and promotional ideas at no cost. | 


“The COMPLETE Line 


BONDS ONION SKINS 
MIMEOGRAPH MANIFOLD 
“PRINTED COPY” MANUSCRIPT COVERS 

BRIEF FOLDERS 
PLAIN AND LEGAL RULED 








EAGLE-A 








This experienced sales organization can give aggres- 
sive, thorough, complete sales representation to one or 
two additional lines sold to office supply stores. Dealers 
and jobbers in Chicago and 12 neighboring states reg- 
ularly contacted for you . . . complete Chicago ware- 
house facilities now operating and at your service. 
The ideal way to handle your Mid-West sales . . . write 
us for further details. 


x * * * 16th YEAR x * x x 
ELMER KRUMWIEDE 


AND ASSOCIATES 
320 South Jefferson St. 


CHICAGO 
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SHALLCROSS 


STENCIL 
DUPLICATOR 


INK 











A superior ink 
constantly improved 
for 32 long years. 














Made in four grades to fit every 
purse and purpose—and guaranteed 
to satisfy your customers’ demands 
for dependable, trouble free stencil 
duplicating. 


SELL SHALLCROSS INKS 
for repeat orders. Write, 
today, for descriptive ma- 






terial and prices. 








The SHALLCROSS COMPANY 


Manufacturers of 


Inks-Ribbons-Stencils-Papers 
FORTY EIGHTH and GRAVS FERRY ROAD 
PHILADELPHIA 43, PENNA. 





ROLLING STORE LADDERS 
“A” Type Ladders e Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and utomatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 














I. D. COTTERMAN 


4535 N. Ravenswood Ave. 
CHICAGO 40 












~ 
| a SO-EASY 
For moistening stamps, 
envelopes, gummed 


labels. I can now supply you. 
Priority required. Send your order or write 
for free information. 


A. MOHLER, Manufacturer 


Onamia, Minn. 











NON-RUBBER 


Typewriter 
Keys 


8 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 














Speed Key Mfg. Co. 32s,cownbys.rioce. 


CLEANS TYPE 


with a whisk of a brush! 








The cleaner fluid is in the 
bottle-handle. It flows 
through brush when you 
push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 
Hundreds of firms use 
Speed-Mo type cleaning 
brush. 


RIVET-O MFG. CO. 
96 Jason St. 
Orange, Mass. 


SPEED-MO 


FOUNTAIN BRUSH 














MEILICKE Withholding Tax 
and Payroll Calculators 


serve war plants and all in- 
dustry with fast, accurate ¢ 
calculation of all details in 
the payroll figuring, the 
most important relationship 
between management and 
labor. Figured to the near- 
est half cent, clear and di- 
rect, simple and easy. 


ie 







Also make interest, discount, lum- 
ber, coal, freight and many other 
calculators. Write us about your cal- 
culation problems. 


Meilicke. Systems, Inc. ao yo 











Have You 


a Friend—r business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO 6, U. S. A. 
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: PRECISION 
STENCIL 


CORRECTION 
FLUID 


Every day, new users sing praises of 
its excellence and declare it to be 
THE FINEST FLUID in THE BEST 
PACKAGE. 


For full information, prices and samples, write 


STARKEY PAPER & SUPPLY CO. 


POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 








THE NOTARIES FAVORITE 











3800 Agnes Avenue Kansas City 3, Mo. 





RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 





The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 








MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO 4, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 











QUALITY ITEMS 
FOR THE STATIONER 


e Line Daters 
e Die Plate Daters 


e Self-Inking Stamps 
CONSOLIDATED STAMP MFG. CO. 


SPRING VALLEY NEW YORK 


















For Modern 
Card Filing 


Rocka File 


REG. U. S. PAT. OFF. PATS. APPLIED FOR 


Here’s the perfect on-the-desk 
container for card records. Re- 
quiring only a 15 inch long 
space, Rock-A-File Card Files 
open to a finger touch, making 
entire contents instantly avail- 
able. Improved models of 
Standard Green or Walnut in 
3 popular card sizes. Twin 
(illus.) holds 2400 cards. The 
single model holds 1200 cards. 
Sold by leading stationers and 
office suppliers. 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer Since 1903 
35 E. WACKER DR. CHICAGO 1, ILL. 
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ALL METAL ‘TECHNYSCOPE 








THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 
standard typewriter spaces for the entire length of the stencil. Seales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long 
Price, complete with Lamp, Ball Point Stylus, $1450 


Flexible Writing Plate and Four Manuals AB ae 
Rockies) 


TECHNYGRAPH CO. recuny, i. 
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BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 








MOORE 


Metlhed Maptacks 


All sizes, shapes and colors—plain, num- 
bered, lettered or with special markings. 
- ee Write for samples and prices. 

Full particulars on request. 


MOORE PUSH-PIN COMPANY - Since 1900 AMERICAN PASSBOOK Co. 


113-25 Berkley Street, Phila. 44, Pa 
AKERS BLDG. CLEVELAND, OHIO 




















x~weaenueaKeKe KKK KK 


HONOR ROLL 
* PLAQUES x 


A War-Time Active 
Money-Maker 


la Rs C/LO Victory Cast Honor Rolls, the latest 
CELLULOID PRODUCTS Ge 
m in- 


available. The demand for 

creases daily. And we give you every co- 
Loose-leaf envelopes, punched; card-cases, any ss cceapameiege orders of all vr . 

size; menu covers; factory record protectors; tag Send for illustrated literature. 
holders; bill-fold envelopes; stamp containers, etc. Arrange Now for Postwar Bronze Tablets 
Made of acetate (flame resistant) transparent AVOID DELAY LATER } 


it here UNITED STATES BRONZE SIGN CO. INC. 


Write us for details. 
mearkite Rn apie Ae soe “BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 






















New Wartime 


We a Ow Have Some Emergency Location 


(Subject to Prior Sale) UNTIL THE 


Marchant Calculators VICTORY IS WON 
Monroe Calculators 


Burroughs Calculators EHRLICH YORK, \ 


Comptometers 
Adding Machines UPHOLSTERY WORKS 


Air-mail your request for information. 
Mailers’ Service & Equipment Co. 306 ECKFORD ST. 


40 West 15th St. (Mailers’ Bldg.) New York 11, N. Y. 








BROOKLYN, N. Y. 






































What's IN 
the filing 
cabinet [x 


MORE SALES 


Increase your type cleaner sales with 
Clarotype. Every stenographer needs 
this product. Clarotype cleans quick- 
ly and thoroughly. It makes more 
sales — it makes new customers re- 
peat. It is profitable. Order today. 
Write for our free advertising aids. 

















Serving You 25 Years. 


The Clarotype Company, Inc. 
16-D Hudson St., New York 13 





_—  ~ 


CLAR-O-TYPE 








Oxford FILING SUPPLY COMPANY 
New York | BROOKLYN _ St. Louis 





THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 
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MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 


SPATS 


‘Zs? 


NATIONAL BLANK BOOK COMPANY 


Holyoke, Mass. New York Chicago Boston 




















MAGIC FLOW 


An Excellent 
Duplicating Ink 


Duplicating Stencils 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Blivd., 
Cicero, Ill. 











GRIPTITE 
BANDS . 


The Permanent Successor 


to Rubber Bands 


GRIPTITE Bands are a definite need in 
every office. 


They are easily applied; quickly removed 
They hold papers such as cancelled checks, 
deeds, mortgages, insurance policies, 
vouchers, and other documents neatly 
compressed. 






They are manufactured in 14 lengths— 
6"" to 54” long. 


They can be used over and over again. 


Order from your Stationer or 
write direct for sample 


and prices 
ROCHESTER WIRE-O BINDING, INC. 
ROCHESTER 4, N. Y. 


108 MILL STREET 














CHANGEABLE LETTER 


Bulletin, directory & menu boards. 

Also used for announcements, desk 
name plates, honor rolls, signs, sta- 

crossow ££ e . 

DARIDA A tistics, etc. 








DIRECTORY 


ACME CHANGE ASLE 
sicw co 


Esrosiro J 


Gray 1.8 "A size and style for every purpose.’ 


MARTWICK Ww. J. 


RaYwoR € 
ROBERTSON 
SCHMITZ F. 
THOMPSON C 


Both indoor and outdoor use. 


Write for illustrated catalogues and 
folders. 


ACME 


37 E. 12th St., New York 3, N.Y. 





























L 
oD F, 
F comin? 


DAYTON STENCIL 
WORKS CO. *ciic™ 
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PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 


PERMA-BILT 
EQUIPMENT 
COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 





















Provides for all legally required 

Income Tax Records, Federal and 

$5 : State, under one cover. Place 

RETAIL PRICE samples of all Income Tax Records side by 

Genesees Sineteahe side, regardless of price, and 9 customers 
for high Mark-up. out of 10 will BUY the LIBERTY. 


Commonwealth Publishing Company 


508 So. Dearborn St. Chicago 5, Ill. 
























_ Ib. stock Rock weave 4 











d : 
eDistinctively embosse | 
of 13 colers 
e Choice a " 6 
Stock sizes, | (G 

a 94" x 3 to order , 13 Spar kling Colors oe 

izes 
especial s 





e Makes eye-catching Send for FREE SWATCH 


displey® ent featuring the distinctive and 
«immediate See iactubiee ROCKWEAVE 
eNo limit on 4 Embossed Design. 

Write for complete color samples and prices 
ROCKWELL-BARNES COMPANY 
"Specialists to the Stationer since 1903” 

35 E. WACKER DRIVE CHICAGO 1, ILLINOIS 
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CATALOG WRITER 
TYPE ARTS 


ton 







Reming 






CATALOG WRITER 
TYPE RTS 
Rast 





Haue You Receiued 


Your Copies of 
oe en | SHIPMAN-WARD ae 
TYPEWTs | 1945 TYPEWRITE 
CoRoNA P A R ? S Leman 


CATALOG? 


IF NOT... WRITE 


SHIPMAN-WARD 
MFG. CO., 


325 N. Wells St., 
CHICAGO 10, ILL. 
The Dealers’ Supply House 
Since 1892 





























caTALoG BS 


WRITER 
TYPE ARTS 
UND ERW ood 



























YOUR CUSTOMERS ARE YOUR BEST SALESMEN 


—WHEN YOU 


"I am using your fine film stencils 
in my office and the satisfaction 
that I am getting prompts me to make 
an effort to get everyone else in 
this territory started using this 
kind of stencil.” 

(A USER IN COSTA RICA) 
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TEMPO STENCILS 





When you have a Stencil that customers like so well 
they tell others about it-YOU’VE REALLY GOT 
SOMETHING! 


TEMPO is the line that brings “repeat’’ business—the 
most complete line of stencils with or without film! 


All stencils we make are sold only under our own 
brand names. This is a protection to you. We sell only 
through dealers. 


WRITE TODAY FOR PRICE LIST AND CATALOG e [=| 
MILO HARDING CO. 


436 WEST PICO BLYD., LOS ANGELES 
317 THIRD AVE., PITTSBURGH 


MAKERS OF THE FAMOUS TEMPO FILM STENCIL 
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EXPORTER 


@® Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 








To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER. 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 





Name ... Re RES OE TE 
(Please attach your business card or letter-head) 



























EVERYONE NEEDS IT! 
EVERYONE WANTS IT! 


Correspondence, tax and 
budget record, phone num- 


bers, etc. in $ 

one compact 1.95 

file. Sells for 
An AMFILE VOLUN- 
TEER SECRETARY 
for housewives, business men, stu- 
dents, teachers, shopkeepers. Holds all the correspond- 
ence, data, miscellany everyone needs to save. Its 
self-selling features: 


@ Alphabetical and monthly 
folders, business letter- 
head size. 


@ Durable, attractive file in 
blue, French gray, brown, 
ivory, green. 


e@ Extra blank folders. @ It’s a complete filing sys- 
e@ Extra blank and printed tem, suited to individual 
labels. needs! 
UNIQUE— Each folder a record system. Forms for addresses, tele- 


phone numbers, budget, tax, expense records, miscellaneous infor- 
mation. The selling is done when people see the AMFILE Volunteer. 
All you do is suggest an extra one as a gift for a friend. 


PROMPT SHIPMENT 


AMBERG FILE & INDEX COMPANY 
aude) 


Order today. Write for descriptive folder. 














Filing Specialists Since 1868 
1608 DUANE BLVD., KANKAKEE, ILL. 











Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 


Dont look any Jurther- Try 





Sinclair and Valentine (lo. 





and be convinced! 
Sinclair and Valentine Co. 
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gluss HANDI- PEN se 





offers easy-to-sell features, 
to keep up your volume... 


Both base and desk set are made of 
non-critical materials—yet you can de- 
pend on giving your customers all the 
well-known Handi-pen satisfaction, 
Choice of ivory, black or crystal glass, 
Set alone, with base, or double set with 
base (illustrated) . . . Here is the ap- 
pearance, quality, and price range you 
need to make a fast-selling item... 
Stock up for volume sales. Write for 
descriptive circulars; also ask about the 
Steeless Kleradesk. 






ia Glass indestructible by 
Wood-fibre base — ae ink acids. Set bolds : 

ieee grained finish. se two ounces of ink Sengbusch Self-Closing Inkstand Co. 
" or reer any oe 304 Sengbusch Bldg. Milwaukee, Wis. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASOeeOOK STS., PHILADELPHIA, PA. 
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Automatic PENCIL SHARPENERS 


Now doing Precision Work for U.S. A. 


% The same prec 
x » employed to 
ttl ae steel and oth 
— research department 1s 
signs. Distinctively modern . - 
quiet efficien 
than ever to make 
ger the go- -ahead signal 
Production Board, pe 
available. 
Cutters 
however, 





daily 


for prompt shipment. 
obtain improv ed service from t 
by installing new cutters. 
tions available upon request. 


AUTOMATI 


Div. of Spengler Loomis 



















1. The two most important elements of a 
gummed label are: 


A—Caliper and Watermark 

B—Wet Strength and pH Range 

C—Paper and Gumming 

2. The thing that gives a label smooth 
writing qualities is: 

A—Proper sizing and level finish 

B—Long Leaf Pine Pulp 

C—Citrate of Magnesia 


don’t need to tell you that 


ision required for 


make fine 2 
er materials are re 


. chin 
a life more pleasant for 


neil sharpeners 


and replac -ement par 


Folder wit 


ammunition W ill 
Automatic Pencil 


at work on new de- 
the good looks and 


es will help more 


is given by the War 


will not be 


ts are now available, 


Your customers can 


heir present sharpeners 


h full jnstruc- 


SHARPENER co. 
; - aia Washington St., Chicago 2, lil. 





GUMMED LABELt® 


3. A gummed label can take unusual 
wear and tear if: 

A—The pulp is agitated 3 days 

B—Sizing is done in the dark of the moon 

C—Strong supercalendered sulphite is 


used 

4. The best adhesive for labels is made 
from: 

A—Distilled leaves of Central American 
Cactus 


B—Special formula strong glue 
C—Moss from Russian Tundra 


Tick off your answers with a pencil. Then turn the page upside down 
and score your skill. Three right answers are excellent. Four mean 
you’re an experienced Dennison Dealer. If you are a 4-score man, we 
‘‘Dennison’”’ 
Labels means complete satisfaction to you and your customers. 


on a carton of Gummed 


FRAMINGHAM, MASS. 


GUMMED LABELS CONSTITUTE JUST ONE ITEM IN THE DENNISON LINE OF ESSENTIAL STATIONERY 


SUPPLIES FOR COMMERCIAL AND SOCIAL USE 
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Automatic Pencil Sharpeners are coming back 






NOW CHECK 
YOUR ANSWERS: 
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For home, office, workshop, .too— 
Carter’s sales mean cash for-you 

































ET the jingle of the kitten be the 
L jingle of cash profits for you! 
Take a tip—stock Carter’s quick- 
selling items. Their popularity over ‘ 
a period of years is your assurance 
of big volume, fast turnover. 





THE CARTER’S INK COMPANY 


Boston, Massachusetts - 
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When He Says (r()! 
That We Can... : 
Conversion to full scale production of much needed 


Error-No line-by-line copyholders will be no problem to 
us. All we are waiting for is the green light from 





Uncle Sam. 


We are mighty glad folks who are sending us orders un- 
derstand we can't ship them an Error-No now. Like others 
they are getting in line for one of those all-steel, high 
quality Error-No copyholders. 


Su r- N 0 As orders come in they are dated and numbered. Ship- 
ments will go out accordingly. 















a 
NAL Z2 a Se 
THE DAW MN EG. corr. sssndlbamepabic 
pas are Chexsigno 
DIVISION OF THE (Check Signer) 
r nd S peedrit 
HALL-WELTER CO. (Check Writer) 
ROCHESTER Go. 2 ” 





Cie 


Victory will bring new vision to the office furniture field. 





New designs and features. New opportunities for the dealer. 


Prepare to profit with Gunn . . . When the war is won. 


GUNN FURNITURE COMPANY 


GRAND RAPIDS 2. = MICHIGAN 
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2< Here’s where you stand today! 


Look ahead a year or two...for 
your own sake. 

Over on the dark side is this: Every 
unnecessary thing you buy helps 
shove the country one step nearer 
inflation and the bad times that 
come in inflation’s wake. 

Over on the bright side is this: Every 
single cent you save helps move you 
and your country one step nearer 
the kind of prosperous, happy, post- 
war America you want. 

Okay—you’re human. You’ re think- 
ing mainly about yourself. 


YOU SHOULD. Because if every 
man Jack (and every girl Jill) buys 
nothing he can get along without . .. 


(avoids Black Markets and “‘just-a- 
little-above-the-ceiling’’ like the 
plague!) . . . pays off the mortgage 
or any other debts . . . takes out 
more insurance. . . builds a healthy 
sock of savings . . . buys and holds 
more War Bonds— inflation will stay 
away from our door. 

And Jack and Jill will be in a 
sound position no matter what times 
come. 

Maybe you ought to clip this sign- 
post and paste it in your pocketbook 
as a reminder that you can BUY your 
way to bad times. Or you can SAVE 
your way to good ones. 


That’s where YOU stand today. 











4 THINGS TO DO to keep prices down 
and to protect your own future! 


1. Buy only what you really need. 


2. When you buy, pay no more than 
ceiling prices. Pay your ration points 


in full. 


3. Keep your own prices down. Don’t 
take advantage of war conditions to 
ask more for your labor, your services, 


or the goods you sell. 


4. Save. Buy and hold all the 
War Bonds you can afford— 
to help pay for the war and 
protect your fu- 
ture. Keep up 
your insurance 





A United States War message prepared by the War Advertising Council; approved by the Office of War Information; 
and contributed by this magazine in cooperation with the Magazine Publishers of America, 
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Weldon Rotel Gnanond 


FOR INK—PENCIL—TYPEWRITING 
SMOOTH AWAY THESE “OFFICE WORRIES” 








mamma, 


NO. 900 SUEDE 
Soft gray texture, modified octagonal shape. 
A typists’ favorite. 


NO. 9000 SUEDE “ Whisk’ 
The 900 suede eraser with a new style brush. 


Part of the complete quality line of 
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WELDON ROBERTS RUBBER COMPANY 


3. Newark 7, New Jersey 
ee Si Pe eI 1 ee BO , rs = nw ee Dern Wh a 


Wr. Dealer... 


Today's expenses and profits are in wood files while waiting for 











steel. Sorry we can't give you steel files this month but we can 
ship 2, 3, 4, and 5-drawer letter and legal with and without lock 
in wood. Upright card files 4 x 6 and 5 x 8 double compartment, 
also tab files. Fairly prompt shipment. 


BUSINESS EFFICIENCY AIDS 


TIME SAVER FILES 
BOX 258 D SKOKIE, ILL. 
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Royal Steel Folding Chairs « * 





“U/ wanted to bring you 


Royalchrome long before this, but 
increased war production has 
made it impossible. You can 
count on Royal, however, to 
make Royalchrome available just 


as soon as we can. 


And we know you'll be glad 
you waited, for it’s no secret that 
our postwar models will have all 
the favorite features—plus even 
greater beauty, utility and dura- 
bility than before! The Royal 
Metal Mfg. Co., 175 North Mich- 


igan Avenue, Chicago 1, Illinois. 


LINE OF TOMORROW 


Metal Furniture Since '97 


p \\gtol.f¢ / 7, 
= « Royal Housewares 


Diifomectlive tuanrtuag 
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HEYER Quality STENCILS 


Lettergraph Cellulose ........ AAA Grade 
eee AA Grade 
Reenety DEY oo... cece ccocces A Grade 
9. Pro Top Grade 


In note, letter or legal sizes. 





HEYER IDEAL DUPLICATORS 
Note - Letter - Legal - Folio Sizes. Com- 
plete with Ink, Sponge, Instructions. 





wexvogceep® 
° 





eee | 
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HEKTOGRAPH DUPLICATORS 
Note - Letter - Legal Sizes. Complete with 
Ink, Sponge, Instructions, 





HEYER GELATIN ROLLS and FILMS 
In amber or white for any model dupli- 


cator. Sizes 834” x 22” wide. 


MAKE THE BEST IMPRESSION 


They definitely improve the work of any stencil, 
gelatin or spirit type duplicator. Forty years 
of scientific research and refinement to meet 
modern methods, has developed outstanding 
quality and performance. HEYER PRODUCTS 
are recognized leader in business and educa- 
tional institutions throughout the world and 
they will insure good-will and lasting satisfac- 
tion to you and your customers. 

We manufacture a complete list of rotary 
stencil duplicators which will again be available 
soon. Our popular EFFICIENCY ROLL DUPLI- 
CATOR is now available. 


WRITE for COMPLETE CATALOG 


LETTERGRAPH POST CARD PRINTER 


Complete with Case, 6 Stencils, 2 Tubes of Ink, Correction 
Fluid, Stylus, StencilScope, Base and Instructions. 


i) ARO¢ yw 
PARE 











Cz 
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HEYER HEKTOGRAPH SUPPLIES 
Finest in Inks, Carbon Paper, Pencils and Ribbons. 











PORTABLE CLEAROSCOPE 


Simplifies Drawing and Tracing on Stencils 
Complete with all Tools. 









HEYER Quality INKS 


Finest reproductions for automatic hand 
duplicators. Black and 7 colors. 





HEYER Quality REFILL 
For Any Pan Type. 1-2'2-5 and 10-Ib. Can. 


III's» air PROCESS 
| CARBON 
PAPER 








HEYER SPIRIT SUPPLIES 


SPIRIT CARBON PAPER for sharp, clean 
originals in Purple, Red, Green, Blue— 
Box of 100. 


SPIRIT PROCESS FLUID, assures maxi- 
mum brilliant copies. No odor—Galion 
Cans. 





HEYER Quality STYLI and GUIDES 

18 Varieties of Styli points with plastic 

handles. Guides for many type faces and 
sizes. 
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It wasn't rheumatism; 
Her diet was O.K. 
But still the patient suffered, 


Complaining more each day. 


E 
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4 » 
\$ ‘5 re, 6 
\ j bd 
{ \a “A 
= A Kio 
17 } 


She scowled at all 
She argued with her beau 
She really couldn't help it.. 
Her fingers hurt her so. 
= 
fap 
y 8 ® 


~ a 
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Her working days seemed endless 


Each letter was a chore. 
Until one day she blurted, 


" ~¢ » i+ ta + ad 1 
I can type any more! 


‘6\ Y= 
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They took her to the doctor, 
Who smiled and shook his head. 


‘ 
young lady; 


We 


He said, "Cheer up, 
[I'm sure you're far from dead. 


ON OERWOOD..warres a verren. ser 
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And you're 
- 


Her machine 


She just can't 
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5. the 1OCtOI whispered, 


ly is a shame. 


quite unhappy, 


the o to blame. 
( \ “ —\\ 
L > oe“ 
5 “/ 
4 


keep on pounding 
is her disease 


Just give her one with 'Velvet Touch! 


J 
And light, 


a4 


He wrote. out his pres 
t you understood. 





UNDERWOOD ELLIOTT FISHER COMPANY, One Park Avenue, New York 16, N.Y. 


responsive keys. 


ription: 


cure for this patient... 


Underwood!" 





R, . 
\ *Undermood lypeursers are avaslable now swbyect 
4 to War Production Board regulations 





